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—a ogreesive sales policy 
geared to present day suc- - 


pe selling methods. 


—the Stonley name. accepted : 
by tool users for over eighty — 
rer as signifying fine tools. Ae 
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W. H. Heinze 


“Bill” has been a ‘‘Greenfield’’ man since 
1920. His job is helping small tool users 
in Eastern Pennsylvania and New Jersey. 


ARE YOUR 


Small Tool Sales Profitahle? 








Joe Lane 


Joe Lane has also been selling Greenfield 
tools since 1920. Philadelphia is his terri- 
tory, and many a Greenfield friend has he 
made there. 





They should be. 


ing costs. The tendency in every 
line of business is toward concen- 
tration, simply because concentra- 
tion saves money. You, Mr. Dis- 
tributor, undoubtedly handle some 
Greenfield lines. Why not handle 


all Greenfield lines and make more 
profits from your small tool busi- 


> 


ness! 

















They will be if 
profits from sales are not dissipated 
by scattered buying with its mount- 


Latest Addition 


“Little Giant’ Screw Extractors 
now give the Greenfield distributor 
a reliable and salable item in this 
important field. Thirteen sizes, six 
special sets, and design advantages 
never before found in a screw ex- 
tractor, have made “Little Giants” 
(see lower left) an immediate fa- 
vorite. Add them to your other 
Greenfield tools. 


Some Thoughts on 
Twist Drills 


Too often the twist drill story reads, 
“Large Sales Small Profits.” 
Make your drill sales show their 
proper profit by handling Green- 
field. Vhe Greenfield Drill has been 
steadily improved for years and to- 
day is the equal of any drill on the 


Otto Merz 
And now for the West. Chicago tool buy- 
ers have known Otto Merz tor 12 years. 
They know he can be relied on to give 
them any desired help, at any time. 


war 


GRE IELD’S 
TOOL LINES 
1. Screw Plates 


. Taps 

. Twist Drills 
Reamers 
Gages 

Pipe Tools 
Machine Tools 
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Your Selling 


market from the quality standpoint. 
You'll find you can have real con- 
tidence—and_ profits—in Greenfield 
drills. 
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Mill Supplies 


Believes— 


1. More selective 
selling is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 
ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 
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General Manager 
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BALL BEARING 
SPUR-GEARED 


CHAIN 
HOISTS 









Yale Chain Hoist at work on tower 
of Cathedral of Learning, Pittsburgh 


: NDUSTRIAL supply distributors will find Yale the 


mf best chain hoist to push because the name Yale is 
: readily accepted as a symbol of dependability. & 
a 
Every Yale Chain Hoist you sell builds good will for = a 
you by the character and length of its performance. : a 


To cooperate with distributors, every Yale Chain Hoist 


advertisement contains the following message: 


Distributors Serve Industry Economically—Buy 
Yale From Your Industrial Supply Distributor 





) Hoisting and Conveying Systems 





THE YALE & TOWNE MFG. CO., PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S.A. 


Makers of Yale Electric Industrial Trucks 
and the Stuebing Line of Hand Lift Trucks 
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T least, you cant get less than you now have by 

adopting the Republic line, and there is every indication 
that you will get a great deal more than can be secured else- 
where. Republic could not exist if its product were not so 
good as that of others, neither could it exist if the price were 
wrong. You will be safe with competition. And on top of 
that you will not have to compete with your own line. 
Republic stands aside for the Distributor and backs him up 
at every turn. 


THE 5-POINT POLICY *% * * * * 


1. A line of rubber items sufficiently complete to permit effectively supplying the 
requirements of the trade solicited. 


2. A quality of products uniformly good and capable of delivering service results 
that should be reasonably expected. 


3. A price basis inducing and making possible aggressive competition with reason- 
able profit return. 


4. Freedom from competition from his source of supply, either direct or indirect, 
among the trade covered by his day-to-day solicitation. 


5. Selling helps of reasonable amounts so that his sales force may be given the 
advantage of specialized training and a knowledge of the product sold. 


THE REPUBLIC RUBBER COMPANY 


YOUNGSTOWN, OHIO 
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A Profitable Connection. 


Progressive distributors, desirous of mak- 
ing advantageous connections, find 
} “National” Twist Drills and Tools 


| 


} a profitable addition to 


| é their line of supplies. 


MANUFACTURERS 
of pARABOLir 


MILLING CUTTERS 


- 


TWIST DRILLS - REAMERS - HOBS - MILLING CUTTERS - SPECIAL TOOLS 
NATIONAL TWIST DRILL & TOOL COMPANY 
DETROIT. U.S. A. 


New York, N. Y. Philadelphia, Pa. Chicago, Ill. Indianapolis, Ind. 
Cleveland, Ohio Syracuse, N. Y. 


TAP & DIE DIVISION, WINTER BROTHERS CO., WRENTHAM, MASS. 
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BOLTS...BOLTS...BOLTS... 


page after page after page of them 


A very large corporation making heavy ma- 
chinery had, over a period of years, added to 


its bolt and nut designs until they filled 64 





large blue prints. The engineers, purchasing 
department, and shop men often spent con- 


Ps 
§ 
‘ 
: 


siderable time thumbing through the pages 
of this “‘catalog” before finding the infor- 
mation needed for specifying, ordering, and 
shop procedure. 

The “catalog” contained numerous odd 
sizes and odd lengths of bolts and nuts. 
Finish specifications, in many cases, were 
not standard. The result of attempting to 
follow this voluminous file of information 


was numerous small and special orders which 





increased costs and delayed production. 
Often assembly of some enormous machine 
was delayed. 

We suggested a simplification and a stand- 
ardization of this machinery company’s bolt 


and nut designs. In co-operation with their 





engineering department, we prepared three 
pages of blue prints which displaced the old 
64-page “‘catalog.”’ Since then our customer 
has saved money in many ways, and always 
gets prompt service on its orders. 


The R B & W Engineering Service is at 





your command to help you plan the proper 


be bolting material for your products. Bolts in process—a photograph by Bourke-White 


RUSSELL, BURDSALL & WARD BOLT & NUT CO. 


PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at Philadelphia, Detroit, Chicago, San Francisco, Los Angeles, Seattle, Portland, Ore. 
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WEDGBELT Drives are any drives 
in which “American” WEDGBELT 
Pulleys are used. Look for the lus- 
trous, blue lacquered steel surface 
that stands for longer belt life. 





A NEW, SIMPLIFIED 
V-DRIVE HAND BOOK 


Both engineers and laymen will appreciate the quick, easy reference 
this new Hand Book permits. Tabulations include eight ranges of 
center distances instead of the usual four. All customary data, plus 
prices of belts, sheaves and horse power tables are together on 
facing pages. When you have found the drive that meets the speci- 
fications, there is no need for reference to any other part of the 


book. Many pages of tabulations have been simplified and con- AM ERICAN 


densed to only 20 pages conveniently arranged to be easily read. 
WEDGBELT 


This ingenious reference book, an entirely new departure that 
should be a real time saver to all V-belt drive users, has been DRIVES 
compiled, copyrighted and published by the American Pulley Com- 
pany, specialists in transmission equipment for over 30 years. It 
is now off the press. Your complimentary copy will be sent if you 
make your request on your company stationery. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Ave., Philadelphia, Pa. 
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In the face of the “Price- First” movement, it is well to re- 
member that you are selling Hollow Screws to save money 
on machinery breakdowns and production tie-ups rather 
than on the screws—the price-difference on which, be- 
tween the best and the worst, is still but a fraction of a cent. 


@ Reliability is Economy; the Reliability of your “ALLENS” ¢ gre: 


, | THE ALLEN MEC.COMPANY 
HARTFORD, CONN. U.S.A. hfe 


‘ 
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Belts by Gilmer.” Here is the Sterling Mark 
V-Belts . . . Here is an answer to Industry’s 
» “Help us reduce our operating expense.” 


arely and steadily, plant after plant is real- 
ng the economic need for Modernization. 
nd in the forefront of this mighty develop- 
ent comes the call for new efficiency in 


bwer transmission. 


ecause they have proved their ability to 
nder longer and more economical service, 
Imer V-Belts have won the unqualified con- 
Hence of plant engineers everywhere .. . 
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piomeer in 


ODERNIZATION 


From the smallest sizes to those of giant di- 
mensions, every Gilmer V-Belt is made with 
the most rigid precision methods in the in- 
dustry today. 

The engineering skill of this great organiza- 
tion, with the world’s finest materials at its 
disposal, has created a complete line of V-Belts 
that have no peer in PERFORMANCE. Either 
as standard equipment on V-Belt Drives, or 
as replacements for other belts, Gilmers can 
be depended upon to lick the worst types 
of transmission problems — and keep them 
licked. L. H. Gilmer Co., Tacony, Phila., Pa. 





The Gilmer has proved itself | 
the most efficient, longest 











RUBBER 





wearing belt... its design BIAS 
REINFORCING 
: ’ TENSION 
and construction are the answer! oamanene wheres Ghamsece Seen sanate 


NEUTRAL AXIS 


PLIABLE COMPRESSION 


Actual Photo of Cross Section E 















PARALLEL POWER 
TRANSMITTING CORDS, 


DOUBLE-WEA® 
RESISTING JACKET 





Patented Construction 





With the completeness of the Gilmer Line, every 
Gilmer Distributor is in an ideal position to 
sell standardization on Gilmers for both new and 
replacement uses. They serve as a most effective 
entering wedge for new accounts—and assure 
a steady repeat business. Write us for details 
on the Gilmer Franchise for your territory. 


AKERS OF THE WORLD’S BEST-KNOWN V-BELTS 





— 





























ee 





































a - , 

Wow O). 4 Mts Ga O 

Macheneiyant Siyfles 
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“A WHO. Mar. 5, 1951. 


n reply, refer to Desk No. WIR 





ent- Attention: Mr. C. F. Beezley, Jr. 





e beg to advise that we received our new catalog 
Blue Book of S lies & Machinery", early 

assure you that we are very highly pleased with 
These catalogs were di ibuted promptly and the 
action from our customers has been most favorable on this edition. 






We appreciate the cooperation you have given us 

in preparing this catalog and it saved us a great deal of time and 
in the preparation of same. When we are again in the market 
catalog, we will be pleased to take the matter up with you. 





ing you for the splendid cooperation 
paration of "The Kinsey Blue Book", we 





Yours very truly, 
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... Built on Value 


| | TORS like the E. A. Kinsey Company who 
have built up, and maintained, outstanding leadership 


in their territories have put value first. 


They do not merely sell machinery and mill supplies: 


they sell production and profits to their customers. 


And whether they are selecting tools for their cus- 
tomers, or catalogue service for themselves, they 
know that it pays to look behind the price tag and 


buy the greatest value. 


Dun and Bradstreet reflect the results of the sound 


policy of such houses. 


STRONG 
CARLISLE & 


—HAMNOND | 


Where 


Do the Members of 
The National Supply 
and Machinery Dis- 
tributors’ Association 
have their catalogues 


compiled 


submitted mill supply catalogue proposals in the last twenty months, only a couple have placed their 
contracts with any other compiling agency. And neither of these distributors has yet received 
his catalogues. (March 15, 1931) 





Of all the members of the National Supply and Machinery Distributors’ Association to whom Donnelley’s have 
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ln THE LAST TWENTY MONTHS, 
twenty mill supply catalogues 








have been issued by members 
of the National Supply and 
Machinery Distributors’ Asso- 


ciation through the Donnelley 





service. 


This is a greater number of 
mill supply catalogues than have 


been issued by members of the 


National Supply and Machinery 


Distributors’ Association 
through any other catalogue 


compiling agency in the past 
I tw] o) J 





ten years. 
SALON 
ONY i RE COMPAN 


STEEL AND 
USTRIAL SUPPLI 








lave In addition to these twenty catalogues made for members of the National Supply and Machinery Distributors 


Association, Donnelley’s have completed more than twice as many additional mill supply catalogues 
during the same period for members of the Southern Supply and Machinery Distributors’ 
Association, and other distributors in the United States and Canada. 
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Which Plan 


Karn More Money for You? 


Weoll 
$100,000.00 tied up in inventory, 
without any catalogue to keep the 
goods before the engineers, superin- 


tendents, and purchasing agents? 





(oh 


$85,000.00 worth of “hand picked” 
stock, and $5,000.00 worth of selling 
pressure in catalogue form to help 


speed up your stock turnover? 


1 good general catalogue will not only broaden the orders secured by 
your salesmen’s calls, but the catalogue is the only means by which 
you can keep your whole line before the buyers during the 95° of 


the time when your salesmen are not with them. 


I. It. Donneller AS Sons ( o., Chicago 
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Same good “Moly” 


Wien you sell Wood’s 


Mo-lyb-den-um Steel Shovels 
there’s one point you can’t over- 
emphasize. It’s uniformity! 
Whether it’s one, a baker’s 
dozen, a thousand “Moly” Shovels 
of the same kind—12 in every 
dozen are perfect! 


It is only necessary to specify the 
number stamped on the strap to 
get the same good “Moly”. Blades 
made of Wood’s Mo-lyb-den-um 


—the hardest, toughest shovel 
steel known—yet much lighter 
for a given strength. ““Moly-D” 
handles that are almost unbreak- 
able— wide, roomy, and can’t 
pinch or squeeze knuckles. 


No other shovel matches the 
uniform high quality of Wood’s 
“Moly”. Talk it up! You'll lay 
the foundation for many a 
profitable order and re-order. 


May we send you interesting 
information on “Moly” Shovels? 


THE WOOD SHOVEL AND TOOL CO. 
Piqua, Ohio 


Wood’s 
“MOLY” 


Mo-lyb-den-um 


Shovels :-Spades :‘Scoops 
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- Jenkins vALVES ARE 


Le 


* nln. 


ALWAYS MARKED WITH THE “DIAMOND” JENKINS > 
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... Like putting the valve on his desk 


O more than 800,000 architects, engineers, contractors, superin- 

tendents, purchasing agents, and other valve buyers throughout 
the country . . . Jenkins publication advertising every month is carry- 
ing the story of Fig. 106-A. 


Illustrated with photographs, this advertising tells about the unique 
slip-on stay-on disc holder, the sturdy one-piece screw-over bonnet, 
and other advantages of this new Jenkins Standard Bronze Globe 
Valve. 


Jenkins monthly advertising and Jenkins Service Representatives are 
constantly promoting more valve business for you and other distribu- 
tors. Your only assurance of getting your share is to carry the Jenkins 
line. 

JENKINS BROS. 


80 White Street 133 No. Seventh St. 524 Atlantic Ave. 646 Washington Blvd. 1121 No. San Jacinto 
New York, N. Y. Philadelphia, Pa. Boston, Mass. Chicago, Ill. Houston, Texas 


JENKINS BROS., Limited, Montreal, Canada; London, England 
See the mplete Jenkins Factories: Bridgeport, Conn., Elizabeth, N. J.; Montreal, Canada 


= Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 


Catalogue No. 22A on pages 
827 to 864 in Sweet's Engi- 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
FOUNDED IN 1910 BY ELMER CRAWFORD 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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Carry On 


Washington—a showdown as to whether 

the mill supply industry is still as desir- 
ous of putting into operation a plan of action 
to improve industrial distributing conditions 
as it was in Memphis last year when it ap- 
pointed the Joint Merchandising Committee 
to develop a workable program. 


, \HERE’S going to be a showdown at 


For, during the 12 months which it has 
been functioning, the Committee has accom- 
plished more than even its most enthusiastic 
supporters had hoped for, and is ready now 
to submit its program to the industry at large 
for endorsement. 


Within a month after its appointment, the 
Committee had decided upon a plan which 
called for securing the actual facts concern- 
ing industrial distribution and then broad- 
casting them to everyone interested—manu- 
facturer, distributor, user. 


Even in the face of discouraging business 
conditions, the Committee pushed ahead with 
its constructive plan and succeeded in getting 
enough financial support from distributors 
and manufacturers to launch and complete a 
nation-wide research program. That research 
program has uncovered sufficient ammunition 
to drive the enemies of economical industrial 
distribution to cover and keep them there. 


But it takes money to provide the guns 
with which to fire the ammunition. That 
money must come from distributors and man- 
ufacturers who are sufficiently interested in 
bettering distributing conditions to bear their 
share of the burden. 


Enthusiasm, such as was displayed in Mem- 
phis last year when The Joint Merchandising 
Committee was summoned into action, is al- 
ways encouraging. But enthusiasm won't 
finance any plan of action such as is needed 
in this great industry. The Joint Merchan- 
dising Committee, while deserving of the 
highest praise for the outstanding work it has 
done, isn’t looking for a pat on the back. It 
wants action, in the form of endorsement and 
support of the constructive program it has 
developed. 


naan or failure is just around the 
corner. Will the Triple Convention per- 
mit the Committee’s splendid efforts of the 
past year to be wasted? Or will it provide 
the necessary incentive to carry on? 


President 
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COMMITTEE MEMBERS 


Left to right: C. A. Channon, H. R. Ireland, D. S. Brisbin, R. M. Gattshall, and D. W. McAllen 


What the Committee 


Despite unsettled business conditions 

during the past year, The Joint Mer- 

chandising Committee has developed a 

plan which promises definite results. 

Upon the industry as a whole, however, 

rests the responsibility for making that 
plan really effective 


OOPERATION among competitors within an 
+ industry to improve business is not new. Getting 

the facts as to why a particular industry deserves 
business by thorough research and then making them 
known to customers and prospects by advertising and 
promotional work has been put to the test time after time 
and found profitable for all concerned. The common 
brick, lumber, coal, ice, and cast iron pipe industries are 
but a few which have put forth a cooperative front in 
an effort to secure favor from their buying public. 

Almost 100 cooperative industry programs are being 
sponsored at present. Their messages are reaching the 
ultimate user via magazines and newspapers, radio, bill- 
boards, and other forms of advertising. 

These cooperative movements did not come about by 
chance. They were initiated because business men real- 
ize that competition today is not so much between com- 
petitors within an industry, as it is between industries 
themselves. The coal industry, for example, is compet- 
ing with the oil and gas industries for a share of the 
user’s dollar. The ice people must compete with iceless 
refrigeration for the public’s favor. 
through the gamut of industries. 

The mill supply industry, too, has a serious problem. 
The economic importance of the mill supply distributor 
has been challenged repeatedly. Direct-selling manufac- 
turers have sold the idea of buying direct to save the 
middle-man’s profit. Warehouse systems have encour- 
aged manufacturers and users to take advantage of the 
services they offer, claiming greater distribution effi- 
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And so it goes 


ciency at lower cost than obtainable through the mill 
supply distributor. Curbstoners, manufacturers’ agents, 
mail-order houses and chain stores have been subtract- 
ing volume and profit from the mill supply distributor. 

That the mill supply industry is aware of the serious 
situation facing it is evidenced in the establishing of the 
Joint Merchandising Committee last April at the 
Memphis Triple Convention, This Committee consisting 
of two distributors from the National Association, two 
from the Southern. two with no association affiliation 
and three manufacturers from the American Associa- 
tion, was appointed to work out the details of a coopera- 
tive plan, determine the approximate costs, and submit 
it to the entire industry for approval. 


OON after the convention, the committee adopted a 
plan entitled, “Your Committee Recommends.” It 
called for: 1. The gathering of actual facts, and experi- 
ences from users, distributors and manufacturers re- 
garding the economic functions of industrial distribution. 
2. The presentation of these facts to the industrial manu- 
facturer and distributor and their employees so that they 
may understand more completely just what is involved in 
sound economical industrial distribution, and 3. The pres- 
entation of these facts to the many persons involved in 
buying for industrial users, so that they may know how to 
make the most effective use of the distributor’s services. 
Obviously, if this plan were to be successful, money 
was needed to finance the campaign. Therefore, a basis 
of subscription was decided (Continued on page 100) 
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COMMITTEE 


MEMBERS 


Left to right: F. J. Hofacker, R. K. Hanson, J. L. Pitts, L. G. Puchta, F. M. Archer, and A. E. Paxton 


Has Accomplished » 














Alabama Machinery & Supply Co. 
Alamo Iron Works 

Appomattox Iron Wks. & Supply Co. 
Arkansas Mill Supply Co. 
Baldwin Supply Co. 

Banks-Miller Co. 

Barrett-Christie Co. 

Barrett Hdwe. Co. 

Beckley Hdwe. & Supply Co. 
Besley & Co., Chas. H. 
Blanchard, Inc., Fred K. 
Bluefield Hdwe. Co. 

Bromwich Supply Co., E. W. 
Brown-Roberts Hdwe. & Supply Co. 
Buford Bros., Inc. 

Canton Supply Co., The. 

Capen Belting & Rubber Co. 
Carey Machinery & Supply Co. 
Carolina Mill Supply Co. 

Carolina Supply Co. 

Casanave Supply Co., Inc. 

The Cavanaugh Co. 

Central Rubber & Supply Co. 
Charlotte Supply Co., The. 

Chase, Parker & Co., Inc. 
Cleveland Tool & Supply Co. 
Colcord-Wright Mach. & Supply Co. 
Corinth Machinery Co. 

Couch & Heyle, Inc. 

Curtis Supply Co., Inc. 

Cutter, Wood & Sanderson Co. 
Danser Mfg. & Supply Co. 
Doermann-Roehrer Co. 

Duncan Co., R. C. 


Advance Car Mover Co., Inc. 
Alert Tool Co. 

Alexander Bros., Inc. 

American Swiss File & Tool Co. 
American Pulley Co. 
Armstrong-Blum Mfg. Co. 
Armstrong Bros. Tool Co. 
Atkins & Co., E. C. 

Baeder Adamson Co. 

Belmont Packing & Rubber Co. 
Black & Decker Mfg. Co. 
Chattanooga Wheelbarrow Co. 
Chicago Pulley & Shafting Co. 
Clipper Belt Lacer Co. 
Columbian Vise & Mfg. Co. 
Columbus-McKinnon Chain Corp. 





Subscribers to the Plan 
DISTRIBUTORS 


Ellsworth Co., H. 
Ernst, J. & C. 
Evansville Supply Co. 

Farquhar Machinery Co. 

Fort Worth Well Mach. & Supply Co. 
Fuller Supply Co. 

Fulton Supply Co. 

General Supply & Machinery Co. 
Georgia Supply Co., The. 

Great Lakes Supply Co. 

Gross, Ph. Hdwe. & Supply Co. 
Hand Hdwe. Co. 

Hanssen’s Sons, Louis 

Hdwe. & Supply Co. 

Harris & Co., Samuel 

Hayes Mach. Co., E. B. 
Hibbard-Spencer-Bartlett & Co. 
Hite & Co., Inc., W. W. 
Holliday & Co., W. J. 
Indianapolis Belting & Supply Co. 
Industrial Supply Co. 

Interstate Machinery & Supply Co. 
James Supply Co. 

Keeler Co., E. 

Keith, Simmons Co., Inc. 

Kester Machinery Co. 

Kinsey Co., The E. A. 
Klinger-Dills Co. 

Lake Shore Mach. Co. 

Leighton Supply Co. 

Leu, Inc., Harry P. 

Lewis Supply Co. 

Logan Hdwe. & Supply Co. 


M. 


Lombard Iron Works & Supply Co. 


Long-Lewis Hdwe Co. 
Maddock & Co. 

Mersick & Co., The C. S. 
Mars Co., W. P. & R. S. 
McClung Co., C. M. 
McGowin-Lyons Hdwe. & Supply Cu 
McMullen Mach. Co. 

Mills & Lupton Supply Co. 
Mohr-Jones Hdwe. Co. 
Moore-Handley Hdwe. Co. 
Murdock Co., The M. F. 
Nashville Mach. & Supply Co. 
National Supply Co. 
Neill-LaVielle Supply Co. 
Noland Co., Inc. 
Nott-Atwater Co. 

Page, Steele & Flagg Co. 
Pattison Supply Co., The W. M. 
Paulsen Supply Co., Inc. 
Peden Co. 

Peerless Mill Supply Co. 
Perry Supply Co. 

Petter Supply Co., Henry A. 
Pickett Hdwe. Co. 

Pierce Hdwe. Co. 

Queen City Supply Co. 
Rogers Bailey Hdwe. Co. 
Ross Willoughby Co. 

San Antonio Mach. & Supply Co. 
Scott Co., The Chas. B. 

Sees & Faber Co., Inc. 
Service, Supply Co. 

Seward & Co. 

Shannon Hdwe. Co., J. B. 
Sligo Iron Store Co. 


MANUFACTURERS 


Dayton Safety Ladder Co. 
Delta File Works 

Diamond Rubber Co. 

Dodge Mfg. Corp. 

Everlasting Valve Co. 
Fabreeka Belting Co. 
Fairbanks Company, The 
Goodrich Rubber Co., The B. F. 
Greenfield Tap & Die Corp. 
Hartz Co., H. V. 

Holo-Krome Screw Corp. 
Home Rubber Co. 

Hyro Mfg. Co., Inc. 

Johnson Belting Co. 

Kinney Mfg. Co. 

Lamson & Sessions Co. 

Linear Packing & Rubber Co. 


Lunkenheimer Co. 

Monarch Metal Co. 

Nott Co., W. S. 

Ohio Valley Pulley Works, Inc. 
Osborn Mfg. Co. 

Oster Mfg. Co. 

Parker Co., Chas. 
Parker-Kalon Corp. 
Pittsburgh Screw & Bolt Co. 
Philadelphia Belting Co. 
Porter, Inc., H. K. 

Positive Lock Washer Co. 
Reed Mfg. Co. 

Republic Rubber Co. 
Richmond Belt Dressing Mfg. 
Robinson Fire Apparatus Co. 


Co. 


Smith-Courtney Co. 

Smith Meadow Supply Co. 
Somers, Fitler & Todd Co. 
Strong, Carlisle & Hammond Co. 
Stambaugh Thompson Co. 
Suelflohn & Seefeld Co. 
Superior Supply Co. 

Syracuse Supply Co. 

Swords Bros. Co, 

Taylor & Co., Inc., Wm. H. 
Tennessee Mill & Mine Supply Co. 


Terre Haute Heavy Hdwe. Co., Inc.| 


Textile Mill Supply Co. 
Toole Co., William K. 
Tracy Co., Lewis E. 
Trimble & Lutz Supply Co. 


Tull Rubber & Supply Co., J. M. 

























Turner Supply Co. 

Ulmer, Inc., Theo. C. 

Universal Valve & Fittings Co. 
Virginia Machinery & Well Co. 
Vonnegut Hdwe. Co. 

Wallace & Sons, Wm. 

Weaks Supply Co. 

Wessendorff, Nelms & Co. 
Western Iron Stores Co. 

West Va.-Ky. Hdwe. & Supply Co. 
White Tool & Supply Co. 

Wiggins & Co., A. V. 

Williamson Supply Co. 

Wilson Co., W. S. 

Wirthlin-Mann Co. 

Woodwell Co., Jos. 

Worthington Co., Geo. 

Young & Vann Supply Co. 


Sidney Steel Scraper Co. 

S K F Industries, Inc. 

Skinner Chuck Co. 

Skinner Co., M. B. 

Stanley Elec. Tool Co. 
Stockham Pipe & Fittings Co. 
Templeton, Kenly & Co., Ltd. 
U. S. Chain & Forging Co. 
U. S. Elec. Tool Co. 

Universal Bearing Metals Corp. 
Van Dorn Electric Tool Co. 
Victor Saw Works, Inc. 
Vincent Steel Process Co. 
Vortex Mfg. Co. 

Warren Belting Co. 

Williams & Co., J. H. 
Wood's Sons Co., T. B. 
























| 
| 
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thoroughly convinced 


“Ty am 
that the plan is sound and will 
work out to the advantage of 
both distributor and manufac- 


turer.” T. W. Lewis 


The views of a number 
of the industry’s leaders 


HAT is the general con- 
sensus of opinion through- 
out the industry concern- 


ing the nation-wide campaign in 
the interest of economical industrial 
distribution, which has been devel- 
oped during the past year by The 
Joint Merchandising Committee of 
the Mill Supply Business? Are dis- 
tributors and manufacturers as anx- 
ious to get a constructive program 
started as was indicated at Memphis 
last year? 

That more than 200 distributors 


and manufacturers want action is with the 





are in thorough accord 


constructive 


WE 


Heartily Endorse 


the 


Merchandisin 


Plan 


“Even though the movement was 
launched at a time when the expendi- 
ture of every dollar was being care- 
fully scrutinized by executives, con- 
siderable progress has been made. 
Subscriptions to support the move- 
ment have come in fairly satisfac- 
torily despite business conditions 
which indicates that, by and large, 
the work undertaken is recognized 
as being very much worthwhile. 
To be effective, however, more 
funds must be made available, even 
though it entails a sacrifice on the 


work part of all of us. 


apparent, for they have already in- 
vested their money to help finance 


which is being done by the 
committee and hope it is carried 
on.” W. C. Titgemeyer 


“There will always be some, it is 
true, who want to be shown results 





the program. Others less familiar, 

perhaps, with what is contemplated 

have held back until now, but undoubtedly they will do 
their part, also. Inasmuch as the entire merchandising 
program is to come up before the Triple Convention at 
Washington, Mitt Sup ies believes it timely to present 
here the views of a few recognized leaders in the indus- 
try as to the work which has already been accomplished 
by the Committee as well as the plans for the future. 

W. C. Hunter, president and general manager, The 
Ross-Willoughby Company, Columbus, Ohio, makes the 
following comment: 

“Without a doubt, the most forward-looking move- 
ment the three mill supply associations have ever under- 
taken is the one developed by The Joint Merchandising 
Committee this past year. 
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before they will back a campaign, 
while others are willing to reap the 
benefits without contributing moral or financial support. 

“It is beyond my reasoning power to comprehend the 
attitude of the distributor who will not subscribe to this 
work. The present committee is composed of some of 
the best brains we could muster. These men have given 
their time and spent their own money unselfishly to 
perfect a workable plan. 

“We have the machine and all that is necessary now 
is to supply the power. Little enough is asked to back 
up the splendid work of our Committee. Is there a 
distributor so selfish as to want to receive the benefi‘s 
to be derived from the campaign without contributing 
his bit toward putting it across? I hate to think so, but 
evidence points that way. 
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“Even if the plan fails in its most enthusiastic expec- 
tations, much good will be accomplished, because well 
directed, honest effort cannot fail entirely. 

“IT hope the report to be submitted at the coming 
convention will result in a more favorable line up of 
subscribers.” 

* * © 

Robert D. Black, advertising manager, The Black and 
Decker Manufacturing Company, Towson, Maryland, 
says: 

“Both the Black and Decker and Van Dorn Com- 
panies are vitally interested in any move which will 
bring about better cooperation and a more economic 
business relationship between industrial users and the 
distributor. 

“Our tools are used in all industries and all are sold 
through the distributor. It is obvious, therefore, that 
the distributor’s problems and ours are mutual and we 
heartily endorse any movement which will improve the re- 
lationship between the local supplier and industrial user.” 

* * x 

From P. O. Boylan, sales man- 
ager, The W. M. Pattison Supply 
Company, Cleveland, comes the fol- 
lowing statement: 

“To state that the work done up 
to this time by the Merchandising 
Committee has been beneficial, puts 
it mildly. Almost immediately fol- 
lowing the beginning of the Com- 
mittee’s operations, good results 
were noted. Many manufacturers, 
who had been hesitant heretofore, 
as regards a sales policy protecting 
distributors have now put such a 
policy into effect. 

“The campaign, while still in its in- 
fancy, has, to my mind, already pro- 
duced results and certainly should be 
continued. Give to the Committee 
your support—moral and financial— 
and out of the present bleakness 


will come sunshine, profit, and mutual understanding.” 
x * x 


tainly 


R. McPeake, The Diamond Rubber Company, Akron, 
Ohio, says: 

“T am fully con- 
vinced of the value 
of the plan devel- 
oped by The Joint 
Merchandising 
Committee to sell 
industry on the eco- 
nomic importance 
of the distributor 
and therefore am 
heartily in favor of 
carrying it through 
in the most com- 
plete and effective 
manner possible. 

“Our interests 
are thoroughly 
identified with 
those of our dis: 


“We have the machine and all 
that is necesary now is to sup- 
ply the power.” W. C. Hunter 
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“The campaign, while still in its 
infancy, has, to my mind, al- 
ready produced results and cer- 


should be continued.” 
P. O. Boylan 


tributor friends. 
What helps them 
helps us. We are 
glad, therefore, to 
contribute in every 
way possible to the 
success of the plan.” 
‘_ 

T. W. Lewis, 
president, Lewis 
Supply Company, 
Memphis, Tennes- 
see, has this to say: 

“T am thoroughly 
convinced that the 
plan is sound and 
will work out to the 
advantage of both 
distributor and 
manufacturer. | 





“We heartily endorse any move- 
ment which will improve the 
relationship between the local 


supplier and user.” 


R. D. Black 


hope the Committee will be able to 
go right ahead with its plans. We 
will be glad to help out in every 
way possible.” 

* ok * 

W. C. Titgemeyer, vice-president, 
The Osborne Manufacturing Com- 
pany, Cleveland, writes: 

“We are in thorough accord with 
the constructive work which is being 
done by The Joint Merchandising 
Committee and hope it is carried on. 
I cannot speak too strongly for my 
faith in the future of the distributor 
and feel that the present movement 
started by the Committee will go a 
iong way towards putting him in a 
more strategic position than ever 
before.” 7 ae 

W. H. Clark, vice-president, Sam- 
uel Harris and Company, Chicago, 
states his views as follows: 

“The work of The Joint Merchandising Committee is 
perhaps the most progressive and well-planned in the 
history of the Associations. The Committee deserves 
great credit for creating a constructive plan. 

“If the distributors and manufacturers do not awaken 
to their responsibility in connection with this plan by 
supporting it wholeheartedly, we are going to lose a 
wonderful opportunity to improve conditions through- 
out the industry.” 

4 

Alvin M. Smith, president, Smith-Courtney Company, 
Richmond, Virginia, writes : ; 

“It seems to us that if we wish to maintain our posi- 
tion, we must hammer home to industrial users our 
economic importance. 

“Therefore, we strongly favor launching a nation- 
wide promotional and advertising campaign, designed to 
do that job.” 

a 

Fred W. Glover, president, The Textile Mill Supply 
Company, Charlotte, North Carolina, expresses himself 
as follows: 


“We have looked into the (Continued on page 98) 
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A Practical Plan for 


DETERMINING 
Mill Supplies’ Market MARKETS 


Determination Plan pro- 
vides an effective, work- 


the needs of users were supplied as they came up. In- 

able program for keeping dustrial products in those days were more or less ob- 

sales efforts 1n the most vious products. A pulley was a pulley, a belt a belt. 

. Therefore, actual sales information as to the correct 
productive channels 


application of a product was not really essential. Order 
taking was the rule then, rather than the exception. 
Times have changed radically, however, since the 
HE definite trend toward industrial moderniza- advent of modern industrial equipment and supplies. 
tion, which is so apparent throughout industry No longer can a distributing organization function 
today, has placed a new and greater responsibility merely as a warehouse, taking orders on items asked 
upon both manufacturer and distributor. for, and hope to survive, and prosper. The distributor 
The manufacturer has been called upon to furnish today must actually sell, in addition to performing the 
new and improved products to satisfy the demands of other functions expected of him. But before he can 
industrial users. Producing these products of course, has___ really sell and secure the proper results, it is necessary 
been a momentous task, but the manufacturer has been for him to have certain definite facts at his finger tips. 
equal to it. But getting these modern products into the Some of these facts, the distributor can obtain himself. 
hands of the ultimate user most economically has been Other data must come through the cooperation of man- 
another story. In other words, the troublesome problem ufacturers whose products he is handling. 
facing industry today is not one of production, but of 


distribution. HIS job of securing the necessary facts and then 
Years ago the industrial distributor’s job was really making proper use of them is one which necessi- 
one of warehousing merchandise and seeing to it that tates careful planning and intelligent execution. 


inanionie saint The “Product Application 
| PRODUCT APPLICATION CHART Chart for Users”, left is 
<a et ===> | for the use of distributors 
— ee ee ———— in checking with individ- 
ual users as to their | | 
specific product require- 
ments. The illustration to 
the right is of the “Dis- 
tributors’ Recapitulation 
Chart,” a master chart 
upon which should be 
tabulated a summation of 
the data shown on the 
other three charts used in 
the Market Determination 
Plan. This chart provides 
a clear picture of the 
market — the industries 
which afford the greatest 
sales possibilities, the prod- 
ucts for which there is the 
greatest demand and an 
accurate comparison of | 
business with po- | 
otential. 





DISTRIBUTORS CHART 


[Fl fmam 
i} 
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*Copies of each of the | 
four basic charts are avail- | 
able on request. A book- 

let explaining the Market 
Determination Plan in de- 

tail also is ready for dis | 
tribution. 
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In announcing its Industrial 
Modernization and Market De- 
termination Plan some months 
ago, MiLt Supplies put before 
the industry a practical pro- 
gram open* to all distributors, 
for making sales efforts most 
productive. Obviously, the plan 
is flexible so that its principles 
may be adopted and put to use 
by every type and size of indus- 
trial distributor. 

As was brought out in an ear- 
lier issue of Mitt Suppties, the 
plan calls for the use of four 
basic charts. The information to 
be tabulated on them must be 
secured by individual distribu- 
tors in cooperation with their 
sources of supply. 

The first chart, “Distributors’ 
Market Analysis Chart,” ex- 
plained in the March issue, gives 
a complete classification of in- 
dustries and enables distributors 
to check customers in each in- 
dustry against prospective ones 
and actual sales with potential. 
The responsibility of securing 
data to be tabulated on this chart, 
of course, rests with the distribu- 
tor. In other words, it is up to 
him to know the market he 
serves, 

The second chart, “Product 
Application Chart for Manufac- 
turers,” explained in the April 
issue, is for the use of individ- 
ual manufacturers in providing 
the distributor with information 
concerning the application of 
their products in specific indus- 
tries. The completeness of the 
data provided in this chart will 
depend entirely upon the manu- 
facturer. 

A third chart, “Product Appli- 
cation Chart for Users,” is pro- 
vided so that the distributor can 
check with individual users as to 
their specific product require- 
ments. 

In addition, it can be used to 
check against the data provided 
by manufacturers on chart num- 
ber two. 

When the data compiled for 
the two product application 
charts, plus that called for in the 
Market Analysis Chart is com- 
plete, the distributor knows defi- 
nitely just which users offer the 
best possibilities for business and 
which products merit the great- 
est amount of sales effort. 
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It Pays to Specialize | 
By G. P. KURTZ 


Bill Jones distributes mill supplies | 
’Tis a successful enterprise, 

*"Twas started twenty years ago 

And Bill has seen it grow and grow. 


In those dim, distant days of old 
Just seven lines young Bill had sold 
And he had made good profits too, 
His trade was brisk—his worries few. 


But Bill was soon dissatisfied 

“A one-horse business” hurt his pride, 
He added five lines to his seven 

And thought he lived in business heaven. 


But restless Bill was quickly bored, | 
So ten more lines his warehouse stored. 
With twenty-two he soon grew tired, 
And fifteen more he then acquired. 


Year after year, Bill added more; | 
His warehouse rose up floor by floor. 

More trucks he bought—more salesmen hired, | 
More everything was now required. | 
Too busy to get information 

About the product application, 

Bill’s salesmen had one sales device, 

To get the business on low price. 


But competition did the same, 
And getting orders was a game, 
Uncertain as a game of dice, 
To win an order meant low price. 


Bill’s customers were ‘‘one-time’’ men, 
Each time they must be sold again, 
Selling costs were soaring higher 

To cultivate the low-price buyer. 


Inventories were a mess, 

And then to add to Bill’s distress, 
His stock turnover was so slow, 
Net profits fell to near zero. 


“What am I coming to?” Bill groaned. 
‘Who started selling price?’ * he moaned. 
And now a light shone in his eyes— 

“I'll beat this thing—I’LL SPECIAL IZE.” 





“Bring me the books” he loudly cried, 
“T’ll find what lines are on my side; 

I’ll give my salesmen a surprise | 
T’ll show them how to specialize.” | 


To Bill it soon was manifest 

That he must use the acid test 
On every line. A close inspection 
Was made before he made selection. 


He asked the manufacturer 

His plan with the distributor ; 
What help on product application 
And marketing determination. 


Products must be unsurpassed, 

Not built for price but built to last. 

For Bill was through with cut-price selling, 
Performance facts his men were telling. 


The news got ’round among the buyers 
That Bill Jones’ men were price defiers; 
Were men who never tried to bluff; 

Trustworthy men who knew their stuff. 


Ask one of Bill’s men any question, 
He comes right back with a suggestion. 
Bill’s men can solve a complication ; 
They know the product application. 

















They build up customer good will 

His every need they promptly fill; 
Repeat sales come by ‘phone and mail 
Bill has the business by the tail. 


With low sales cost and overhead. 
His stocks turn over faster now, 
Net profits higher climb—and how! 


Bill’s manufacturers take pride, 
Bill’s customers are satisfied ; 
For Bill is distribution wise, 


| 

| 

| 

| 

| No longer Bill sees figures red 
| 

| 

| 

| He knows it pays to specialize. 


Finally a fourth chart is avail- 
able, “The Distributors’ Reca- 
pitulation Chart,” upon which 
a summation of the data from 
the other three charts can be 
tabulated. This master chart is 
for the use-of distributor execu- 
tives, providing a clear picture of 
the market served ; the industries 
which afford the greatest sales 
possibilities; the products for 
which the demand is greatest; 
and a true comparison of actual 
business with potential. 

In the last analysis, Mitt Sup- 
PLIES Market Determination 
Plan offers the distributor a defi- 
nite, though flexible, method of 
knowing what, how and where 
to sell. It affords an accurate 
system for determining which 
products deserve specialized sales 
efforts and those users on whom 
it pays to concentrate sales at- 
tention, 

Careful use of these charts as 
a sales guide should be produc- 
tive of good results by indicating 
to the distributor definitely the 
high spots of buying power as 
well as the low spots of wasted 
sales effort. 


VERY factor—manufac- 

turer, distributor and user— 

will reap the benefits of this mar- 
keting program. 

The manufacturer will benefit, 
because his distribution outlets 
will put forth more concentrated, 
intelligent sales efforts. 

The distributor will receive a 
greater return on sales efforts 
expended because those efforts 
will be directed in the channels 
offering the best possibilities for 
volume and profit. 

Finally, the user will profit tre- 
mendously by the improved serv- 
ice and increased sales efficiency 
which will be available. 

Mit Supp ties offers its Mar- 
ket Determination Plan, not as 
a.panacea, but as a sound, prac- 
tical plan of action for individ- 
ual distributors to aid in direct- 
ing sales effort where it will do 
the most good. The extent to 
which any distributor may hope 
to profit by applying the princi- 
ples which this plan sets down, 
depends entirely upon his own 
individual ability to put the pro- 
gram into operation and capital - 
ize upon it. 
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VERY distributor 
k is interested pri- 

marily in increas- 
ing his volume of profit- 
able sales. In order to 
accomplish this purpose, 
it is necessary, of course, to concentrate sales efforts on 
industrial users possessing the greatest buying potential. 
With the idea in mind of pointing the way to increased 
sales and profits, Mitt Suppvies has developed a regular 
schedule of articles showing how distributors are using 
market analysis as a sales guide. 
Before a sound plan can be formulated by any distrib- 
utor, certain definite facts about local markets must 
be ascertained. The distributor, for example, should 
know the actual number and location of the different 
types of plants in his territory. The purchasing power 
of these plants should also be obtained or estimated. 
The buying habits of individual users need to be care- 
fully studied. Then, from the basic information secured, 


How Planned Sellin 
INCREASES 
PROFITS 


By H. W. BARCLAY 


Research Editor, Mill Supplies 


Case studies of individual dts- 

tributors emphasize the impor- 

tance of knowing where, what 
and how to sell 


a classification of users 
can be set up on a basis 
of their actual potential 
purchasing power. 

Tabulated in a similar 
fashion, an analysis of 
present sales to these users can be compared with the 
potential of each industry classification. This compari- 
son will show striking discrepancies between potential 
and actual sales, pointing out clearly where new sales 
opportunities exist and where satisfactory sales coverage 
is already being obtained. 

A recent study of how one distributor analyzes his 
market, is a case in point. It shows that 82.9% of total 
sales are secured from small and medium sized plants. 
These plants, it was found, constituted only 57% of 
the total potential buying power in the territory covered. 
Large plants were supplying but 17.1% of this distribu- 
tor’s sales volume, whereas they controlled 43% of the 
potential business in the territory. This was adequate 
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By keeping a record of sales and profits by industries, it is an easy matter to determine on which plants to concentrate. 
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FACTS BROUGHT OUT BY MAIRKKET ANALYSIS 


AN ANALYSIS OF THESE PLANTS 

SHOWED THE NEED FOR BETTER 

QUALITY PRODUCTS FOR CERTAIN 

SERVICE APPLICATIONS THAN THOSE 

STOCKED BY DISTRIBUTOR 
— 


A STUDY OF THE REQUIREMENTS OF 
THESE PLANTS SHOWEDAN INCREASING 
DEMAND FOR BALL BEARINGS, SPEED RE - 
DUCERS, PIPE THREADING MACHINES, ABRASIVES 
PORTABLE ELECTRIC TOOLS, ELECT RIC HOISTS, 
PRECISION TOOLS S WELDING EQUIPMENT 


THESE PLANTS WERE FOUND TO BE 
IN NEED OF SAFETY EQUIPMENT, 
FIRE EXTINGISHERS AND 
MACHINE TOOL ACCESSORIES. 


= 











21 cLass “A PLANTS 
CONSTITUTE 

43 % OF THE TOTAL 

POTENTIAL MARKET 


79 CLASS "B” PLANTS 
CONSTITUTE 


27% OF THE TOTAL 
POTENTIAL MARKET 


I63 SMALL PLANTS 
CONSTITUTE 


30% OF THE TOTAL. 


ORDERS FROM THESE 
PLANTS FURNISHED 17.1% 
OF TOTAL SALES 











ORDERS FROM THESE 
PLANTS FURNISHED 46.9% 
OF TOTAL SALES 


POTENTIAL MARKET 


ORDERS FROM THESE 
PLANTS FURNISH 36% 
OF TOTAL SALES 























proof that definite steps were needed to increase the 
percentage of total sales received from large plants. 

A further analysis of actual sales to 21 class “A” 
plants, which were segregated as the large buyers in 
one of several territories served by the distributor, was 
made. Twelve types of products were selected for 
special consideration, because they were used in large 
volume by each of these plants. Because the salesmen 
of the distributor were handicapped in approaching the 
problem of analysis of the buying habits of these plants, 
an executive undertook the task. He interviewed several 
executives in each plant, including purchasing agents, 
engineers, maintenance superintendents and production 
managers. In discussing the problem under considera- 
tion, the distributor openly explained that he was con- 
vinced that his company could serve these users more 
satisfactorily, if he had a better understanding of their 
requirements. 

By opening his discussion on a basis of improved 
service, and then turning the conversation to a discus- 
sion of each of the i2 lines of products under special 
consideration, much valuable information was gained, 
which aided in determining how necessary improve- 
ments in sales and service could be made. 

More important, however, was the fact that the users 
showed that unusual service applications existed in their 
plants for 8 of the 12 products selected for special 
consideration. These applications were so difficult that 
they required higher grade products than those handled 
by the distributor. Users recommended the selection 
of improved products on five of the lines, two of which 
at that time were being purchased direct from the 
manufacturer. 

The market for these suggested products, it was 
learned, was rapidly expanding to include medium sized 
plants in addition to large ones. Two of the five lines 
were taken on by the distributor and immediate orders 
secured from several of the plants that made the original 
recommendation. 

On four products, which had general application in 
these plants, the users wanted additional sales informa- 
tion which was not then available from the distributor. 
This indicated to the distributor the necessity for pro- 
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viding his salesmen with further data. As a result, he 
sent his salesmen to the plant of one of the manufactur- 
ers, and secured increased sales cooperation from the 
other three. 

The analysis showed further that more than 25% of 
the small buyers contacted were being called upon more 
frequently than the volume of sales and profit justified. 
Rather than increase the number of salemen to handle 
the increased sales effort required on the 21 large plants, 
sales effort on the small plants was restricted to a 
limited number of calls per month, proportionate to the 
volume of sales secured. The result of the operation 
of this plan is shown by the fact that during 1930—a 
year of depression—sales increased 15.8% and _ net 
profits 18.1%. Orders from small buyers did not de- 
crease in an appreciable volume due to decreased selling 
effort, while orders from the 21 large buyers increased 
considerably. 


ECAUSE several of the lines selected for special 

sales emphasis were more profitable than the aver- 
age, the rate of increase of net profits was even greater 
than originally anticipated, as compared with the rate 
of sales increase. The combination of increased sales 
and profits fully justified the expense and time required 
to complete the market analysis. 

Another distributor uses market analysis to keep a 
check on the trend of gross profits by types of indus- 
tries. Analysis of gross margins secured shows that a 
variation of 16.9% exists in the average margin secured 
from different types of industries. Obviously, by having 
the facts concerning the profit to be obtained from each 
industry at hand, this distributor knows exactly where 
to concentrate sales efforts to get most profitable results. 

Sales to industries showing a gross margin below 
average must be controlled to avoid loss. Sales to indus- 
tries showing a gross margin above average can be 
increased without endangering profits. The process of 
controlling sales by facts obtained from market and 
sales analysis is one which deserves the careful atten- 
tion of every distributor. Application of this method 
can have but one result—a marked increase in profit- 
able sales. 
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WE ARE BUY. 


This large automobile manufac- 
turer has found it more econom- 
ical to buy non-productive supplies 
and equipment from the distribu- 
tor than to maintain his own stocks 


UR eight buyers pur- 
chase many millions 
of dollars worth of 


supplies and equipment a 
year from manufacturers and 
distributors. We term mer- 
chandise bought from the 
manufacturer productive and 
from the distributor, non- 
productive. While I do not 
see or interview all of the 
salesmen who call on us, I 
meet enough of them to form 
definite conclusions which may 
be of interest. 

In the past we have carried 
relatively large stocks of non- 
productive supplies. With the 
general curtailment of busi- 
ness, however, our consump- 
tion of a great many of these 
items has been very much re- 
duced so that we now find it 
more profitable to buy such 
material from the distributor 
rather than attempt to stock it 
ourselves. This change in our 
policy has not only reduced 

















G. H. Bancroft says: 


1. Familiarize yourself with modern 
methods of manufacture and mod- 
ern equipment. 


2. Be able to make recommendations 
for speeding production, reducing 
costs, and improving quality. 


3. Make certain that the user is get- 
ting full value out of every item you 
sell him. 


4. Do not waste the buyer’s time. 
After you have transacted your bus- 
iness, leave immediately. He may 
have to work overtime if you don’t. 


5. Get into the plant, to be sure, but 
only with the buyer’s okey. 


6. No business relationship is per- 
manent. Therefore, even if you 
can’t sell a man at the start, call on 
him regularly. Some day he may 
need you. 




















By G. H. BANCROFT 


General Purchasing Agent, The Willys-Overland 
Company, Toledo, Ohio 


In many other industries, 
items which go into the manu- 
facture of a product run up 
and down the scale in impor- 
tance. In the manufacture of 
automobiles, however, each 
part is of equal importance, 
the last item on the assembly 
line being just as important as 
the first. Therefore, our buy- 
ers must be conscientious to a 
fault. They must not only be 
sure they are getting the best 
in price and quality, but that 
the source of supply will pro- 
vide service without a slip. 

In these days of extreme 
competition, we find that 
nearly all of the distributors 
in our district give about the 
same kind of service. Also, 
their prices are about equal. 
With this parity of conditions, 
your natural reaction may be, 
“if all things are equal, what 
can an ambitious salesman do 
to get more volume than his 
competitor ?” As I see it, sales- 


our inventory, but considering the cost of stocking the men should realize that the manufacturer is more 


items, the ultimate cost to us is lower when bought from 
local distributors. Take nails for example. We formerly 
carried a large stock, but now we place our orders twice 
a week with local distributors who maintain a stock 
suitable for our needs; and we are ahead of the game. 
This about face in our buying methods applies to many 
items besides nails. 
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interested in ultimate costs than first costs. With this in 
mind, there are two things a salesman can do: First, he 
can become well-versed in industrial modernization; 
able to go into the plant and make intelligent suggestions 
as to how methods can be simplified and improved in 
order to pare production costs or increase the quality or 
quantity. of output. To do this, he must have a knowl- 
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JING MORE FROM 


THE DISTRIBUTOR 


edge of new equipment as soon as it is on the market. 
Of course, a manufacturer may not always accept his 
suggestions, but if they have an intelligent foundation, 
he will soon develop a profound respect for the dis- 
tributor, and the result—other things being equal—will 
be increased business. 

The second plan by which a salesman can win out 
over competition hinges pretty much on the first. It is 
the old-fashioned way of showing the buyer how he can 
save money. A buyer and a distributor’s salesman are 
much in the same boat inasmuch as both have to master 
a tremendous fund of knowledge about a great number 
of items. And, just as the salesman appreciates having 
a manufacturer’s representative give him important 
facts that will help him close sales, so does a buyer 
appreciate interviewing a vendor who can do more than 
quote prices. For example, we use many pounds of glue 
in a year. If we buy expensive glue and send it out 
to the plant, the workers are liable to use it with no 
more care than if it cost 
only a third as much. The 
average salesman is con- 
tent to sell us more expen- 
sive glue, unconcerned as 
to whether it is wasted or 
used properly in the 
plant. The fellow who is 
interested in future busi- 
ness may sell the same 
glue but he will ask to 
go into the plant to see 
that workmen are get- 
ting maximum value out 
of it. He will study all 
gluing operations, includ- 
ing equipment for its 
preparation and use, per- 
haps spending a day or 
more in the plant. At the 
end of that day, how- 
ever, he will turn in a 
report of inestimable 
value to the company. 
With this type of sell- 
ing, the ultimate econ- 
omy over-shadows the 
first cost. 

Most industrial plants 
maintain laboratories 
where they make exten- 
sive tests on many of 
their non-productive sup- 
plies. I have often won- 
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In our lobby, we have two signs bearing messages 
which ask salesmen to respect our rules in regard to 
interviews. 


dered why distributors do not have a laboratory of their 
own, or use the commercial laboratories which are found 
in all cities of any size. This would give them first-hand 
information about the products which they are selling. 

It is a buyer’s duty to interview salesmen and we try 
to give every man an opportunity to state his case. 
Obviously, this means interviewing many men each day. 
Further, it means that each interview must be right to 
the point. In our lobby we have two signs bearing 
messages which ask salesmen to respect our rules in 
regard to interviews. 

One sign reads: “It is our desire to interview all who 
call on our buying organization. In order to do this 
without delay and to conserve our buyer’s time, it is 
necessary to limit all interviews to as short a period 
of time as possible and to confine them to business 
matters only.” 

The second sign carries the following message: 
“Brevity in your interviews will build prestige for you 
and your company. A 
buyer’s time is sought by 
many and it cannot wholly 
be devoted to interviews. 
Transact your business 
with a thought for the 
man who follows you, 
and have respect for the 
buyer’s other duties.” 

It is my belief that as 
soon as a salesman has 
transacted his business, 
he cannot get on his way 
too quickly. Discussions 
aside from the point only 
waste time. All the while 
a salesman is taking up 
time with accounts of 
the latest golf match, the 
purchasing agent is 
thinking that he will 
probably have to stay 
overtime to handle his 
routine work. Most buy- 
ers have been selected 
because, among other 
qualifications, they are 
gentlemen. Therefore, 
they cannot throw a man 
out, but instead have to 
listen politely to his chat- 
ter. Thus, the salesman 
who leaves as soon as his 
(Continued on page 102) 
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When 


MANUFACTURER naturally adopts the dis- 

tribution policy which, in his opinion at least, 

is the most economical, and if that policy does 
not include the industrial distributing house, the reason 
must be either that the distributor is not the most eco- 
nomical channel of distribution on the line in question, 
or he has not proved to the manufacturer that he is. 

In the industrial supply field there are some products 
which, because of their very nature, must be sold direct 
There are thousands of other commodities, however, 
which, though they lend themselves ideally to distribu- 
tion through distributors, are sold direct by the man- 
ufacturers. , 

Why are these lines not sold through the distributor ? 
Both manufacturers and distributors have their opinions 
as to the correct answer to this question. 

The manufacturer says the answer may be found 
in the opening paragraph of the report published re- 
cently by the Joint Merchandising Committee of the 
Mill Supply Business, which 
reads: “Manufacturers complain 


sell their products; that they 


that distributors do not really = this matter of protection, I 
think, lies the root of the dis- 


exclusive distribution on a 


line is provided, every factor— 
manufacturer, distributor and user 


—benefits 


By EDWARD A. HIRSHON 


Sales Manager, W. S. Wilson Corporation, 


New York City 


Why Handling Lines on An 


EXCLUSIVE BASIS 
PAYS 


Through actual experience, the manufacturer claims 
to have found that distributors will not do this. He 
freely admits that distributors have the distinct advan- 
tage of constant association with their customers which 
gives them a better knowledge of the market and also 
a personal acquaintance with the individuals who con- 
trol it. However, the manufacturer maintains that even 
though he has given distributors a fair margin of profit 
to work on, produced commodities for which there is 
a great demand, and supplied magazine and direct-mail 
advertising, he cannot interest the distributor in actu- 
ally selling his products. 

Now many fair-minded distributors admit these ac- 
cusations—not only that they do receive fair coopera- 
tion, but also that they do not try to sell as intensively 
as they might on many lines. But they have good and 
sufficient reasons for their actions. 

‘Distributors point out that they handle thousands of 
items made by hundreds of manufacturers. It is phys- 
ically impossible for them 
constantly to push every- 
thing they stock. Therefore, 
there are certain products which 


function only as warehouses and 
to some extent as bankers in a 
credit way; and that they do not 
properly service the products 
after the sale.” 

He points out that if distribu- 
tors really did sell his products, 
and then properly service them 
afterwards, he would be only too 
glad to turn over the entire dis- 
tribution to them. 
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tributor-manufacturer controversy. 
The average manufacturer sells 
every legitimate distributor who 
will stock his line at a like discount 
and, more often than not, makes 
no attempt to control the resale 
price. The result is that competi- 
tion arises which makes it unprofit- 
able for the distributor actually to 
sell his products. 


must be neglected. and those 
which are neglected quite natur- 
ally offer the least profit incen- 
tive. 

However, those products on 
which the distributor does con- 
centrate do not always carry the 
longest discounts or provide the 
largest sales volume. More often 
they are lines on which the dis- 
tributor gets the most protection. 


MILL SUPPLIES 











XUM | 


In this matter of protection, I think, lies the root of 
the distributor-manufacturer controversy. The average 
manufacturer sells every legitimate distributor who will 
stock his line at a like discount and more often than 
not makes no attempt to control the resale price. The 
result is that competition arises which makes it un- 
profitable for the distributor actually to sell his 
products. 

Let me illustrate: Suppose a well-known manufac- 
turer, whose products are stocked by many distributors, 
brings out a new tool. He notifies all his distributors 
of this new addition to his line. Some particularly 
aggressive distributor brings it to the attention of the 
proper individual in a large industrial plant. After 
thorough tests have been made, this tool is adopted as 
a future standard for 
the particular work to 
which it is fitted and a 
requisition for a number 
of them is sent to the 
purchasing department. 
The purchasing depart- 
ment has three or four 
distributors with whom 
it is regularly doing bus- 
ness and thus sends to 
all of them for bids. 
Obviously, the distribu- 
tor who was responsible 
for the requisition reach- 
ing the purchasing de- 
partment is entitled to 
the order, for he is the 
one who actually sold 
the merits of the tool. 
However, it happens that 
this tool is the product 
of a manufacturer who 
makes no attempt to 
control resale prices, so, 
when all bids are re- 
turned, the distributor 
who should get the order 
finds himself under- 
quoted. And well he might be. Distributors who did 
no preliminary work on selling this tool can afford to 
quote lower than the fellow who did. The only time 
they spent was in filling out the quotation blank. And 
yet the order goes to the lowest bidder. Is it any won- 
der, after a few experiences of this kind, that distribu- 
tors put forth little effort in pushing products on which 
the manufacturers make no attempt to have consistent 
resale prices maintained ? 

There is another type of manufacturer who, although 
he maintains resale prices strictly, offers little more pro- 
tection than the one who does not. He is the fellow 
who doesn’t give any one distributor exclusive distribu- 
tion of his products. 

If he were to introduce a new tool, the story might 
be a little different, but the result would be substan- 
tially the same. Almost invariably orders go to the dis- 
tributor to whom the purchasing agent is most kindly 
disposed, whether he happens to be the one responsible 
for the adoption of the tool or not. In fact quite often, 
especially if the purchaser is a large user a compet- 
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The distributor who actually is responsible for getting a 
product specified for use in a plant obviously deserves the 
order when it comes through. Frequently, however, he loses 
out to some competitor who, because he has put in no sales 
effort on the account can afford to cut the price. 


ing distributor might have a confidential price agree- 
ment with him either in the form of an additional cash 
discount, or some other rebate. So even though the 
suggested resale price gives the original distributor 
a better chance to secure the business than if no at- 
tempt were made to regulate prices, still he has no 
definite assurance that he will get the sale, so long as 
he does not have exclusive distribution of the product. 

Hence he devotes his efforts toward pushing those 
items on which he knows he will get the business. 

Recently many of the larger distributors received a 
letter from a prominent manufacturer of tools who 
sells only through distributors on a strict resale basis. 
This letter told of several new tools which were being 
brought out. One paragraph in the letter reads: 
“Some distributor is go- 
ing to tell your custom- 
ers about these new tools 
and sell them! Will it 
be you?” 

I showed the letter to 
the president of our com- 
pany pointing out this 
particular paragraph. He 
replied, “Keep our men 
off the tools. Concentrate 
on the lines on which we 
receive protection. Our 
customers will give us 
their orders for these 
tools regardless of what 
distributor introduces 
them. If we don’t get 
the orders, they’re not 
our customers. If you 
attempted to push these 
tools, in many instances 
you'd be getting business 
for our competitors.” 

The logic of this reply 
can hardly be refuted. 

Manufacturers con- 
tend that most distribu- 
tors act only as ware- 
houses and bankers. Distributors on the other hand, 
contend that if manufacturers wish them actually to 
sell their products, they must be given greater assur- 
ance that they will get back in orders the time and 
effort expended in making sales. 

Manufacturers say they cannot afford to offer such 
protection, for to do so would mean limiting their out- 
let to too few distributors, which in turn would make 
them too dependent on the distributors they might 
choose. Distributors answer by pointing out that if 
manufacturers would be careful to appoint competent 
distributors, they would act as branches of the manu- 
facturers, and necessity would compel them to sell 
their products. 

Even in the face of this apparent deadlock of opin- 
ion between distributor and manufacturer, I think there 
is a solution. To see how my idea would work out, 
suppose again that the hypothetical manufacturer re- 
ferred to before has introduced a new tool which is 
in great demand and that he has a half-dozen worthy 
competitors, all of whom, like (Continued on page 58) 
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WHO's WHO 


ALVIN M. SMITH 


President, Smith-Courtney Company, Richmond 








STAGE career is not the usual 

preparation for success in the 

mill supply industry, but 
Alvin Smith’s experience has proved 
that it is a good one. For, previous 
to entering the mill supply field, Alvin 
Smith had already. become recognized 
in the theatrical world, and when he 
left the stage, was in a fair way to 
achieve fame. 

In his experience bucking up against 
the knocks that seem to go with stage 
life, he had many shifts of fortune— 
sometimes having engagements in 
“hit” shows and sometimes not—but 
through it all he was getting an edu- 
cation in meeting people and learning 
to know them that was invaluable. 


A wide range of experiences 
in many divergent fields has developed in Alvin 
Smith the vigorous, sympathetic personality that 
has made him so well known, not only as the 
successful head of his own company, but also as 
a powerful leader in the industry as a whole 








However, when Alvin Smith began 
his life in the mill supply business, he 
was not entirely without a technical knowledge of the 
industrial field, for, before he went on the stage he 
had held a sales position with a South Carolina com- 
pany handling railroad supplies. In fact it was that 
job, full of routine and nothing more glamorous than 
handling iron and steel, which originally impelled him 
to seek a theatrical career. 

His very first job, taken when he was 16, which led 
to the railroad supply position, was with the Ches- 
apeake and Ohio Railroad. Here he did everything 
there was to be done around a railroad from throwing 
switches and firing locomotives to working in the shop. 

So, when Alvin re-entered the mill supply business, 
he was equipped with fundamental information regard- 
ing it and, what was even more important, with a wealth 
of knowledge about people. It is this vigorous, sympa- 
thetic personality that has made him so well known 
not only as the successful head of his own company, 
but also as a powerful leader in the industry as a whole. 

His first position, after giving up the theatre, was 
with the Miller Supply Company, Huntington, West 
Virginia, but his service with this firm was cut short, 
for he was soon called upon to take over the manage- 
ment of the Smith-Courtney Company, which was left 
without a head by the death of Alvin’s father, George 
A. Smith, founder of the company. 

The mill supply business did not seem so distasteful 
as it had when he was 19, and though it lacked the 
fascination of the stage Alvin began to make it inter- 
esting. In some ways, he found the business world 
not so different from life behind the footlights. There 
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were still the audience to please and his fellow players 
in the business world to know. As in a show, he be- 
lieved that cooperation would result in a big hit and 
mutual prosperity. For that reason, Mr. Smith became 
affiliated with many associations organized for the ben- 
efit of his local community and the industry. 


N order to attend these outside affairs and still give 

sufficient time to his business, it was necessary to 
maintain carefully scheduled rules of living, and a system 
for accomplishing as much as possible in the shortest 
space of time. 

For instance, Alvin sets a certain time for meals and 
he eats at this time, regardless of the business at hand. 
He sets a certain time for appointments and keeps 
them, even though he is compelled to offer his regrets 
to some unexpected caller at his office. 

This same attention to system is carried out in the 
management of his business. Most of the detail work 
is passed on to others, but each day Mr. Smith gets 
a report from his office that gives him a clear picture 
of his organization as a whole. For example, the re- 
port informs him of the cost of doing business the 
previous day, the profit and the goods sold. 

With such clear-cut reports before him, there is 
little difficulty in rendering decisions that will be for 
the best interests of his firm. The system of planning 
the day’s work for himself and his employees and of 
obtaining vital facts on his business is in itself evidence 
of the outstanding ability of Mr. Smith. 

At the present time, besides (Turn to page 64) 
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How I Sold Him 


By H. B. RINGNESS 
ale can, Tlaa rty Rr thers and 
Company, Peorta, [linet 





TRANSPORTING GRAIN FROM STORAGE BINS 
TO WORKING MACHINERY 
In a flour mill, the first operation is transporting the 
grain from the storage bins to the working machinery. 
This 850-foot conveyor system was our answer to the 
problem in this plant and the results justified the expense 
of installing it. 


1] 


BETTER PRODUCTION 
LONGER LIFE 
A steel screen serves as the 
nether millstone in the hammer- 
mill which grinds the grain and 
the strain and friction on it 
made frequent replacements nec- 
essary until the more durable 
type shown here was sold. This 
new type of screen improved 
production and outlasted the old 
type three to one. 
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e¢ Lhe fourth of a series of articles pe 


N almost any business you can name, there is oppor- 
tunity for developing the “Sell Him = Something 
More” habit. Drive into a filling station for a tank 
of gas and what happens? If the attendant is alive to 
lus job, he will try to find out if vou are having any 
irouble with your car, and the brief conversation often 
will lead to some helpful suggestion about gas, oil, or 
grease, Then vou probably try out one of his products 
and he has made another customer. 
lf this is true of ordinary commodities, it follows that 
t is still more important that the industrial salesman 
seep uppermost in his mind the idea of helping his 
customers beyond the mere taking of routine orders. — I 


} 
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know when | go into a plant that the men in charge are 
continually facing new problems, and it is a pleasure 
as well as a duty to seek out and help solve them by 
supplying the right products for the jobs. This is the 
best way | know to build confidence and secure per- 
Manent accounts. 

During my earlier contacts with a large flour and feed 
mull, | learned that, because of the immense size of the 
plant, transporting the grain and products from one part 
of the building to another presented a real problem. 
Chis was particularly true in the matter of moving the 
erain from storage bins to the working machinery for 
erinding and grading. Having established the superior- 
ity of mechanical transportation over trucks and_ ele- 
vators, the real problem was to select and apply the 
proper equipment. The order [ finally received included 
850 feet of conveyor belt, plus supphes and equipment 
needed to complete the installation. 

The next problem I encountered in this plant had to 
do with the hammer-mill which turns out various sizes 
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SOMETHING MORE 


of products. “This work is done by steel plates or ham- 
mers, Which operate against the inner surface of semi 
circular steel screens, the size of the mesh in the screens 


determining the size of the finished product. The oper 
ation Is naturally a strenuous one and the wear and tear 
considerable. .\fter learning that the screens were not 


holding up, [ succeeded in selling a more durable type. 
which outlast the old ones three to one. 





Having gone this far and accomplished surprising 
results, we turned our attention to the hammers which 


did the grinding. ‘These rectangular plates were sub- 
jected to punishment and had to be replaced every few 
weeks. This, of course, resulted in three-way loss 


time, material and efficiency. Here was another oppor- 
tunity for business so | went to work on it. Before 
long, | had sold a new and better tvpe of hammer. It 
was made of more durable material and proved far 
superior to the old, in fact outlasted it 10 times. 


\ LVTHOUGHL the officials in this mill had given me 
full cooperation from the first, their confidence 
naturally increased as a result of the foregoing transac- 
tions, and | was encouraged to seek additional opportu- 
nities to serve them. Soon | learned that they were not 
satisfied with the drive being used on the short-centered 
units which operated the corn-cutting machines. After 
investigation, | sold them a “V-Belt” drive for a tryout 
and it worked fine. As a result, | sold 18 additional 
drives within the following six months. 
During another visit to this plant, I noticed that 
. ~ 1IRT - / J ‘STS p ICES ir y * : 
moving the products from one floor to another by means FURTHER ANALYSIS PRODUCES ANOTHER SALE 
One good change deserves another. These hammers, 
ts which are used in the hammer-mill to grind the grain and 
Therefore, | figured and sold an installation of bucket force it through the screen, were wearing out much too 
clevators, one set to each of the six floors. quickly to suit the plant engineers. A careful analysis 
and brief test resulted in the sale of a better hammer, 
one that gave 10 times the service of the old. 





of trucks and the freight elevators was not satisfactory. 


My next analysis led to another sale which proved 
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SAVING THE FLOORS 
FROM WEAR AND TEAR 
The conerete floor, just inside 
the main building near the load- 
ing platform, was the best that 
money could buy, but it could 
not withstand the terrific wear of 
trucks bearing heavy loads. As 
a result, the floor was a mass of 
grooves and hollows. The prob- 
lem was solved by laying carbon 
steel plates, 14-inch by 48 inches 
by 10 feet over the floor. Thus 
there was provided a surface un- 
affected by any truck or load 
and the work was done much 
faster and easier. 
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How I Sold Him Something More 


FLOOR-TO-FLOOR TRANSPORTATION 
IMPROVED 
In moving products from one floor to another, the use of 
hand-trucks and freight elevators slowed up operations. 
By installing a set of bucket-elevators on each of the six 
floors, we were able to eliminate lost motion, delays, 
blockades and unnecessary labor. 


A TRIAL INSTALLATION PROVED PROFITABLE 

Corn-cutting machines play an important part in the oper- 

ations of this plant. A drive was being used which was 

not adapted to the short-center units and so a change was 

in order. We made a trial installation of a “V-Belt” 

drive, with the result that 18 more were added in six 
months. 


to be a very important one. On the first floor of the 
main building it is necessary to hand-truck sacks of 
meal, feed and other products, from the stacks inside 
to the waiting cars at the loading platform. | noticed 
that the concrete floor was full of grooves made by the 
truck wheels under heavy loads. The constant wear 
and tear of the trucks was just too much for any floor. 
My suggestion in this case was the installation of carbon 
steel plates '4 inch thick, 48 inches wide and 10 feet 
long along the runway. The suggestion was followed 
and the plates not only have proved able to stand any 
truck and any load, but also have made the trucking 
so much easter that the speed of loading has been sub- 
stantially increased. At the same time the muscle-strain 
and fatigue of the men has been cut down considerably 

A later suggestion and sale takes us back to the corn 
‘utting machines. The knives of these cutters naturally 
need sharpening and in the past this was done by hand, 
a slow process which required great skill on the part 


HAND GRINDING ELIMINATED 
With a large number of corn-cutting machines operating 
constantly the knives for these outfits require much sharp- 
ening. This was formerly done by hand. We showed 
the customer how this automatic knife-sharpener would 
pay for itself and provide more satisfactory grinding. 


of the worker. [I was able to prove that an automatic 
knife-sharpener would be a paying investment, and = so 
the machine was installed. To a great saving in time 
was added the fact that the machine performed the 
sharpening operation in a much more uniform manner 
because it put just the right bevel on the blades and 
furnished a better edge. Also, the knives last longer 
and a better job of cutting is done. 

When [| go into a plant, | feel that | am working for 
it during my visit, and that feeling is a distinct help 
to the “Sell Him) Something More” system which [ fol- 
low closely. I am after business, of cour-e, the best 
of which comes from permanent customers built up as 
a result of an honest effort to assist them on speeding 
operations or cutting down costs. 
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Brush News 














Published by The Oars Manufacturing Co. 


(Advertisement) Copyright 10317 


“TL am heartily in accord 
with the development 
program of the Mill 
Supply Business.” 





Franklin G. Smith, President 
The Osborn Manufacturing Company 


ROGRESSIVE Mill Supply Distributors who have 

adopted the Osborn plan have definitely demon- 
strated their ability to meet the present-day problems 
of distribution. Efficient, economical distribution of 
industrial products can best be accomplished by the 
combined efforts of manufacturer and distributor 
working together on an intelligent, cooperative basis 
to the complete satisfaction of the industrial user. 
Osborn pledges its support to progressive distributors. 


President, The Osborn Manufacturing Company 
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C. W. Titgemeyer, Vice President 
The Osborn Manufacturing Company 


‘Just what does the Osborn Plan 
offer our Distributor Friends ?”’ 


ee 


T offers a relationship that unites Osborn and the 
Osborn Distributor on a co-operative basis to serve 


the brush needs of industry effectively and economically. 


“Briefly, the Osborn Plan is based on the mutual responsi- 
bilities of manufacturer and distributor and the fulfilling 
of these responsibilities to the satisfaction of industrial 


users of Osborn Brushes. 
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shorn Plan 














(Continued from opposite page) 


“The Osborn Plan is in harmony with the development 
program of the Mill Supply Business. Results accom- 
plished by Osborn ‘Brush Conscious’ Distributors offer 
specific evidence that the basic principles advocated by 
the Joint Merchandising Committee of the Mill Supply 
Business are practical and effective. The Osborn Plan 
brings manufacturer, distributor and user together on 
a basis of mutual advantage—the only basis that assures 


permanent development and success. 


‘To the distributor who seeks a permanent and successful 
brush business, a complete explanation of the Osborn Plan 


can be most satisfactorily given in a personal interview.” 


Vice President, The Osborn Manufacturing Company 
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PAINT AND VARNISH 
BRUSHES 


WIRE WHEEL 
BRUSHES 


Ss 


ANS 
4 


FLOOR BRUSHES 


BENCH-COUNTER 
DUSTERS 


WINDOW BRUSHES 


What is“Brush News” 
doing for Distributors’ 


Salesmen? 


Mon BY MONTH, “Brush News’ 
is bringing the salesman closer to his 
customers’ brush needs. 


Step by step, “Brush News” is simplifying 
brush selling—making it easier for sales- 
men to help their customers select the 
right brush for each requirement. 


Salesmen who are making the most of the 
information in “Brush News” are making 
the most of their brush business. 


To date, ‘“‘Brush News” has contained 
practical sales information about a number 
of important groups of Osborn Brushes. 
Two other groups will be featured in 
forthcoming issues of “Brush News’”’. 


“Brush News” is an example of Osborn 
co-operation with the men who come face 
to face with customers. It is this practical 
tie-up of Osborn sales and advertising 
efforts that is enabling Osborn Distributors 
and their Salesmen to take full advantage 
of the fact that— 


Every Customer is a Prospect 


for One or More Types of 
OSBORN BRUSHES 


ww 


FIBRE WHEEL 
BRUSHES 


\ 
= 


PUSH BROOMS 


UPRIGHT BASS 
BROOMS 


MISCELLANEOUS 
BRUSHES 





NEW YORK 


Tye OseoRrn MANUFACTURING COMPANY 
ia ical DETROIT 


SALES BRANCHES 
CHICAGO 


LOS ANGELES 
SAN FRANCISCO 
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ow to Determine Where to 


CONCENTRATE 
Sales Efforts 


_ An accurate method of checking sales and profits 
by individual products 


answer to this question can be secured by analyz- 
ing sales and comparing profit margins by 
individual products. 

The most general method of checking commodity sales 
in use at the present time is by comparing purchases by 
sales periods, and then approximating gross profits by 
averaging the profit secured on typical orders. To make 
an accurate analysis, however, it is necessary to take the 
actual gross profits on sales from the invoices and keep a 
record of them. For this purpose, a number of dis- 
tributors have installed automatic tabulating machines 
by which this information may be secured quickly and 
accurately with a minimum of expense. 

The experience of one distributor, who has used this 
method of checking sales for several years, shows the 
practical value of it. For many years, he has made a 
comparison of sales and profits by individual products. 
The first step in developing a system for recording this 
information was the classification of products according 
to code numbers, so that the reports could not be easily 
identified by anyone not authorized to possess the informa- 
tion. The next step was to develop standard mimeo- 
graphed forms 
for use as per- 
manent records. 
The informa- 


(): what products does it pay to specialize? The 


SALES AND PROFIT RECORD ON INDIVIDUAL PRODUCTS 


and profits were the previous day and for what sales 
each salesman was responsible. 

The advantages of this method of checking sales and 
profits by individual products offset all of the difficulties 
and expense encountered in securing the necessary data. 
The first advantage is that of providing intimate contact 
with the actual sales and profit trends, by daily, weekly, 
monthly and annual periods. For example, sales of build- 
ers’ hardware and contractors’ supplies have been 
steadily increasing for several years in the territory in 
which this distributor operates. By keeping an accurate 
check on sales of these lines, the distributor knows that 
there are certain periodic or seasonal fluctuations. This 
information enables him to plan the work of his purchas- 
ing department so as to avoid losses due to surplus 
inventories during inactive sales periods. 

Other items, showing seasonal decreases in sales, were 
observed to fluctuate in a direct ratio to the amount of 
sales effort placed upon them, These products, which 
show a consistent response to specialized sales effort, are 
carefully isolated and now special salesmen are employed 
to push them by working in conjunction with the men 
who are selling only the general line of mill supplies. 

Other prod- 
ucts were no- 
ticed, which 





tion secured 
from the in- 
voices is re- 
corded on these 
forms through 
the use of code 
numbers and 
the final report 
submitted only 
to the executive 
head of the 
business. 

These reports 
are made daily. 
Every morning 
this distributor 


Gross 


Commodity Class * Sales 





Abrasives.............| 12,387.18 
i 101.78 
1,265.17 
1,481.32 
1,821.25 
1,043.88 
900.85 
2,676.92 


Augers and Bits........ 
Bearing Metals........ 
eee 
X Brand Belting...... 
Y Brand Belting...... 
Belting Accessories. ... 
Blacksmith Equipment. 
Blades, Hack Saw 

Welding Apparatus... . 
eae 
Wire Rope and Cable.. 
Brushes and Brooms... 
Conveyor Belting...... 
i, See 


8,151.89 
1,695.26 
14,163.07 














Cost of 


Sales 
10,155.18 
70.90 
1,072.89 


1,205.50 
1,278.36 


yielded a large 
profit, but 
which did not 
respond to spe- 
cialized sales 
efforts. Rather 
than drop the 
lines or cut 
prices, the 
manufacturers’ 
salesmen were 
asked to coop- 
erate by work- 
7. ; ; ing with the 
3. distributor’s 
1.179 
.127 salesmen. Asa 


Per Cent 
of sales 
to total 


Average 
Gross 
Profit 

on sales 


Per Cent 

of profit 

to total 
profit 


Gross 
Profit 


2,231.95 
30.88 


192.28 ¢ 

275.82 
542.89 
308.58 
216.01 
574.27 

















988.75! 1.611 





knows exactly 
what the sales 


By maintaining a sales and profit record such as this, it is an easy matter for a 
distributor to determine where to put the greatest sales effort. 


423 | result, new 
methods (Turn 
to page 69) 
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The Triple Convention’s 
Responsibility 


HE mill supply industry is deeply in- 

debted to the Joint Merchandising 

Committee for its accomplishments 
since being appointed a year ago. 

No committee ever worked harder. None 
ever faced greater difficulties. In spite of the 
handicaps which it was forced to hurdle; 
despite the fact that it was undertaking a 
pioneering job in the field of industrial dis- 
tribution; notwithstanding that the time and 
effort taken up by the committee work placed 
a heavy burden on each member, never once 
did the committee complain. 


It was assigned the task of determining the 
steps to be taken to bring about a better 
situation in the field of industrial distribution 
and it focused its attention on that task. 

As a result, the committee goes to Wash- 
ington with a forward-looking program 
which, if carried out, promises definite re- 
sults in the forma of increased sales and 
profits for the distributor, better representa- 
tion for the manufacturer, and improved 
service for the user. 

This progressive plan of action, developed 
by The Joint Merchandising Committee of 
the Mill Supply Business, and already backed 
by more than 200 distributors and manufac- 
turers, should win wide-spread approval. 

The three associations — Southern, Na- 
tional and American—brought the commit- 
tee into being at Memphis last year to work 
out a definite program for bettering distrib- 


UNUM 1M 


uting conditions. That program is now ready 
to be put into operation. Getting it into full 
swing, however, is a responsibility that rests 
with the industry at large. Will the Triple 
Convention assume that responsibility when 
it convenes in Washington? 


ewan 


What Shall We Call Ourselves? 


HOLESALER, jobber, dealer or in- 
\ dustrial distributor—which term fits 
best the mill supply house? 

Sit in with any group of people con- 
nected with industrial distribution and you 
are apt to hear any or all of the above terms 
used. To say the least, it is mighty confus- 
ing and there is really no sound reason why 
the industry shouldn't decide upon a given 
term and then stick to it. 

Wholesaler is a commonly used term and 
one which the Census of Distribution chose 
in classifying the mill supply house. Yet, is 
the middle-man in the field of industrial dis- 
tribution really a wholesaler? 

Wholesaling carries with it the idea of 
buying in large quantities from a manufac- 
turer and reselling to a dealer or retailer who 
in turn sells the ultimate user. Surely the 
middleman in the industrial field does not 
operate in that manner. Even the idea of 
buying in large quantities, does not apply. 
The quantity of any item or group of items 
purchased by a mill supply house depends 
entirely on the needs of the market being 
served. 


Jobber is another term which is often used 
in speaking of the mill supply house. This 
also is unsuitable, for a jobber is commonly 
thought of either as one who buys in large 
quantities and sells to a dealer or retailer, or 
one who buys in job lots. The mill supply 
man does neither. 

Dealer is still another term which is heard 
quite frequently and although it is more 
nearly correct than either wholesaler or job- 
ber, it is just a bit misleading. A dealer's 
function is retailing and his business is 
largely overthe-counter. Traveling outside 
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salesmen is the exception rather than the rule 
in the case of a dealer. So, therefore, that 
term is not a suitable one for, although the 
function of a mill supply house is really re- 
tailing, most of the business secured comes 
as a result of solicitation on the part of out- 
side men, rather than over-the-counter. 

Finally the term industrial distributor is 
used and that undoubtedly is the most fitting 
of all. For the function of the mill supply 
house is to purchase suitable industrial sup- 
plies and equipment for the requirements of 
its local market, maintain a warehouse stock 
and then distribute to industrial users as 
needed. 


Why not decide upon the term industrial 
distributor and then use it consistently? If 
nothing else, it will do away with a lot of 
confusion. 


The Market Determination Plan Has 
Been Developed for You 


N this issue, Mitt Suppiies completes 
its explanation of the four basic charts 
to be used in connection with its In- 

dustrial Modernization and Market Determ- 
ination Plan. 


It is hoped every distributor of industrial 
supplies and equipment will consider care- 
fully the entire program which has been so 
thoroughly outlined. For, the Market De- 
termination Plan provides an accurate guide 
for finding out what to sell and where to 
sell it. The distributor, in order to serve 
industry economically, must make a thor- 
ough study of his market and then adapt his 
stocks to its specific needs. The plan, devel- 
oped by this magazine, provides a tool which 
enables him to do that very thing. 

Mixx Suppuizs will not only gladly sup- 
ply distributors with as many charts as are 
needed to get the plan working, but will also 
assist in clearing up any questions which may 
arise in connection with applying the princi- 
ples outlined. 

The Plan, developed after many years’ 


study of industrial distribution has been 
checked carefully by a number of leading dis’ 
tributors and manufacturers and judged 
sound in every respect. 


The application of its principles are help- 
ing many distributors in their efforts to do a 
better sales job for manufacturers, provide 
users with improved service, and incidentally, 
step up their own sales and profits. There 
isn’t any reason why it shouldn't do the same 
for you. 


How to Get the Most Out of a 
Convention 


HERE will be a number of people at- 
fp the Washington Convention 
possessing a headful of sound ideas and 
suggestions worthy of careful consideration, 
who won't be heard from at any time during 
the various sessions. 
Some of these people have a habit of keep- 
ing their own ideas to themselves, but pick- 
ing up as many of the other fellow’s as pos’ 


sible. 


Others will tell you, when alone with 
them, how unsound some program decided 
upon is and why it would have been better 
to do things another way, but when in an 
open meeting, where a sound suggestion 
would be welcomed, they will sit tight 
mouthed. 


A convention is a get-together for the pur- 
pose of exchanging ideas, plans, and policies 
and unless such a process takes place little 
progress can be hoped for. 

If our forefathers had hoarded their ideas, 
the chances are we would still be living in 
the dark ages. Progress, after all, can come 
only through an interchange of ideas. 


If you want really to get the most out of 
this year’s Triple Convention, go to Wash- 
ington not only in search of the other fel- 
low’s ideas, but also prepared to suggest a 
few of your own. 
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Is it the 


MANUFACTURER 
Who 1s 


“PASSING 


A Distributor replies to the ar- 
ticle, ‘‘ Are You Passing the Buck 
to Manufacturers?’’ which ap- 
peared last monthin Mill Supplies 


business will stop taking the profit away from the 
mill supply distributor by printing price sheets which 
allow him a gross profit of only 5 to 15%, I think they 
will receive more enthusiastic support from the latter. 

.Most mill supply distributors are spending their main 
efforts on the sale of merchandise that carries a profit 
of from 20 to 30% gross. They carry such items as 
taps, dies, drills, and so on, in stock for the same reason 
that a grocer carries sugar—because these are necessities 
that must be supplied. 

It is strange what some manufacturers expect the 
distributor to do. 

What manufacturer of a 5 to 15% gross profit line 
will step forward and prove to the distributor that his 
line is profitable, when he knows the overhead of the 
stock-carrying distributor is no less than 15% and in 
a great majority of cases between 20 and 25%. Also, 
larger stocks usually mean larger overhead. 

Furthermore, items like taps, drills and dies, do not, as 
a rule, average high in invoice value per sale. A sale of a 
$50 item, for example, with a gross profit of 15% is 
much more to be desired than the dozen or more sales of 
taps which would be required to make a volume of $50 
even though the gross 
profit were 20 to 25%, 


I our manufacturing friends in the tap, die, and drill 


the BUCK?’ 


By 
A. W. CLARENDON 


President, Hand Hardware Company, Elizabeth, New Jersey, and 
Secretary-Treasurer, Mill Supply Club of North Jersey 


help maintain resale prices allowing adequate margins 
of profit. 

Of course, if distributors haven’t sense enough to keep 
the resale price, once it is established for them by the 
manufacturers, they have no right to complain. 

If the manufacturers of such items as taps, and so 
forth, would stop the publication of any price sheets 
except one showing resale discounts,, and provide for 
the distributor’s margin by allowing extra discounts, 
much of the present difficulty in these lines of merchan- 
dise would be eliminated. They may quickly ask, “How 
about the very large consumers?” The answer to that 
is simple. The large consumer of any particular item 
or items in a line is certainly entitled to a better price 
and this can be provided for. But there is no reason 
why the large consumer of 14-20 taps should get the 
same discount on other items, such as pipe taps, when 
he purchases only a few of the latter at a time; nor is 
there any reason why the large purchaser of high speed 
drills should get the same low price on a single reamer 
or end mill. 

But that is just what happens when manufacturers 
issue three or four discount sheets. The large consumer 
of one or two items in the line gets a sheet allowing the 
same margin on every 
item, an arrangement 





which it is not. 
Manufacturers often 
say that distributors do 
not appreciate a larger 
margin of profit; that 
they soon give it away in 
competition with one an- 
other. This is not true 
in very many cases, for 
distributors are insisting 
more and more that man- 
ufacturers establish and 


HE statements were made in an April article, 

“Are You Passing the Buck to Manufacturers?” 
that too often distributors have permitted stocks of 
items in continual demand to run down—that main- 
taining adequate stocks is an essential part of the 
distributor’s business, and therefore unless he lives 
up to this responsibility, he is falling down on his 
job of “serving industry economically.” Mr. Claren- 
don’s article expresses a distributor’s viewpoint on 


the subject 


which is obviously un- 
fair to the distributor. 
There is still another 
angle to this price situa- 
tion in relation to the 
large consumer. The 
manufacturer says to the 
distributor. “Jones and 
Company are large buy- 
ers and you must quote 
“X” sheet, which allows 
(Continued on page 49) 
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ALWAYS 
DEPENDABLE 


er. INJECTORS, liquid level 
gages, and lubricating devices 
are universally used throughout 
industry because they have al- 
ways been dependable under the 
most severe service conditions. 


The dependability of Penberthy 
Products is an important reason 
for the steady and profitable 
flow of business to the supply 
houses that handle them. Pen- 
berthy Products are sold exclu- 
sively through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 
DETROIT ensures ocnee, sialaesala 
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Taking the 


Red Out of 


SMALL 
ACCOUNTS 


How about the small accounts, 
in which the cost of doing busi- 
ness exceeds the profits? Many 
distributors weed out such cus- 
tomers, but we have found a 
way to make them proftable 


VERY mill supply distribu- 
kK tor gets an occasional new 
customer, and by the same 
token every distributor occasionally 
loses an account. In many cases, 
these lost accounts are small cus- 
tomers who could never be impor- 
tant buyers. Very often, a distribu- 
tor is better off without having them 
on the books, for when sales and 
delivery expenses are figured in, the 
business is frequently taken at a 
loss, However, if these customers 
could be educated to call at our 
place of business, or even telephone 
their orders, the cost of handling 
the accounts would be so reduced 
as to permit making a reasonable profit on them. 
There is John Smith, for instance, who used to place 
a small order with one of our salesmen about every 
third or fourth call. His business was not large, but his 
credit was good and were it not for the time lost by 
the salesman in contacting him, his account would have 
been very desirable. 

Our salesmen, realizing the wastefulness of orderless 
calls, lengthened his time between visits at Smith’s place, 
but somehow that did not solve the problem. Plenty of 
firms wanted Smith’s business and usually when orders 
were to be placed, one of these other men was on the 
job. The inevitable result was that eventually the sales- 
man stopped calling altogether. 

The answer to this problem, as we saw it, was in 
swinging these small accounts to counter and telephone 
business. Getting the business into this chanel, of course, 
was another question. However, a careful study was 
made of all inactive and unprofitable accounts and, as a 
result, companies were selected the store business of 
which would be profitable for us to handle. 

Enough names were picked so that I could make my 
rounds about once each month, and in certain cases 





By J. A. FISCHER 


Counter Salesman, Maddock and Company, 
Philadelphia 


every two weeks, yet still remain at 
my place behind the counter half 
of each day. There was a reason 
for this as will be seen. 

As the business we expected to 
get from these accounts was to be 
had over the counter and by tele- 
phone, actual sales made on these 
calls, though most unwelcome, were 
not the first consideration. 

A call is made on an inactive ac- 
count mainly to reestablish friendly 
relations. After the introduction, 
the first step is to comment on the 
fact that it has been a long time 
since.the customer placed an order. 
Mr. Maddock has noticed this and 
sent me out to learn if there is a misunderstanding, or 
if the company has failed in any way to give proper 
service. The customer, being made the judge, will inva- 
riably assure us that our service is satisfactory. 

It is up to me then to explain that I am a representa- 
tive of the counter and telephone department and that, 
as such, am very eager to be of service. Many buyers 
do not realize how convenient it is to do business over 
the telephone and so I remind them that there is a real 
satisfaction in being able to make purchases from a 
$300,000 stock where any article may be brought out 
for inspection and approval. Further, I suggest that 
the prospect probably makes regular trips to the heart 
of the city, and it would be little trouble to stop off at 
our store. 


ERE I point out that he will find a private parking 

space which he can use while attending to other 
business as well as while visiting us. Or, if he pre- 
fers telephoning his orders, I emphasize the fact 
that he can talk with men who know the stock and 
understand his needs. Our quick delivery service is also 
mentioned. 
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Here’s an All Purpose Belt 
That’s Built as it Should Be 





. + « a transmission belt that guards against production losses . . . a belt that 
wears on while others wear out . . . a belt that appeals with equal force to the 
man who sells it and the man who buys it. 


We offer the Thermoid No. 400 Belt to you on the merits of past and present per- 
formance records . . . you can offer it to your customers on the same basis. 


Demonstrated ability is the only thing that counts in men, in methods or products 

. and this Thermoid All Purpose Belt has demonstrated its long life and 
high efficiency convincingly and conclusively in plants the country over. Just 
one grade . . . instead of two or three . . . just one weight ... and a wider 
market than ever before. 


Get the full facts from the new catalog which describes and illustrates the com- 
plete and completely profitable Thermoid line. 





THERMOID RUBBER COMPANY, Factories and Main Offices, TRENTON, N. J. 














THERMOID RUBBER COMPANY 
Trenton, New Jersey 











Gentlemen: 


I am interested in Thermoid products. Please send 
me complete information. 











Name 





hermol 


BELTING 
“"d BRAKE LINING 


Address 













Firm Name. 
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In case the buyer is not in the market for anything 
at the time, I leave a card and express the hope that 
[ will see him in the store on his next trip to the city. 
And here is one tremendous advantage of not having 
too many calls on such a route. It allows me to spend 
half a day in the store so that when these customers do 
come in, I am very often there to greet them. 

Naturally, I am pleased to see them and they are 
human enough to enjoy the feeling that their business 
is sought and appreciated. They see a large selection at 
the store and many times find articles that the salesmen 
may have forgotten to mention—articles they may not 
have realized they needed until they saw them. This 
often results in an extra sale. 

The customers meet the counter men and find them 
cordial, efficient and just as anxious to please as the man 
who originally solicited their business. Thus, they come 
to the store again. They meet the telephone men, and 
then when they place an order in this manner, they talk 
with someone whom they have met instead of just 
a voice. 

Getting the backsliding customers on the books again 
is a selling job pure and simple. But reselling a customer 
who has made other buying arrangements is not an easy 
job. Rendering some special service has often brought 
the best results. For instance, there was a large user of 
machine screws who had no trouble in buying the stand- 
ard sizes, but found a need 
for special screws occa- 
sionally. Getting these 
for him was a_ special 
service, and he showed 
his appreciation by turn- 
ing over other business 
to us. Often, there is no 
particular profit in these 
special items, but our 
ability to furnish them 
when called for has 





brought many a_back- 
sliding customer back to 
the house. 

There is a friendly 
rivalry between the out- 
side sales force and the 
counter department te 
increase business. Cus 
tomers are well aware of 
this. For that reason, we 
are able to solicit counter 
business from a= great 
many small accounts and 


leave them with the feel- 
ing that it is really ap 
preciated 

Of course, many of 
our best customers take 
advantage of the tele- 
phone and counter serv- 
ice. Then again, there 
are some customers 
whose business we can 
afford to take only on 
such a basis. Since the 
business of this latter 


N selling the customer on the advantage of over 
the counter buying we point out that he can 
actually see the items he is considering; compare 
quality and price; and because of the large assort- 
ment judge better which items best meet his re- 
quirements. Modern display cases keep the sam- 
ples free from dust and enable us to show more 
goods in less space. Many extra sales are made 
because we make it easy for the customer to sell 
himself on items by displaying them attractively. 
Often he recognizes the need for an article only 
when he sees it. 


class is now also eagerly 
sought by the counter 
department there is a 
friendlier feeling than 
when the regular sales- 
man used to call—know- 
ing that in doing so he 
was losing money for his 
firm, 

This idea of turning 
small acounts over to the 
counter department to 
follow, instead of having 
the regular outside sales- 
men handle them has 
proved profitable. We 
follow the small accounts 
closely and therefore the 
salesmen who have a 
regular territory do not 
have to spend their time 
on them. 

The results have been 
especially pleasing from 
every standpoint. The 
small man no longer feels 
that he is small. He gets 
a real welcome now at 
our place of business and 
his purchases are profit- 
able to us. At the same 
time, our outside sales- 
men are permitted to 
concentrate their entire 
efforts on accounts that 
purchase in sufficient 
quantities to justify the 
sales expense. 
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PROGRESS IN INDUSTRY HAS 
BROUGHT ABOUT MANY CHANGES 










































































DODGE WITH FIFTY YEARS EXPERIENCEJAND A THOROUGH KNOWLEDGE 
OF INDUSTRIAL REQUIREMENTS IS CONTINUALLY IMPROVING OLD 
PRODUCTS AND ADDING NEW ONES TO CONFORM TO NEW METHODS 


FOR PLANT MODERNIZATION 































NEW OF 


The only old feature in 
Dodge products is quality 


Not all of the many improvements made in 
Dodge power transmission appliances have 
been widely heralded because development 
and improvement is a continuous program in 
the Dodge engineering department. Major 
improvements and new products are backed 
by extensive sales and advertising effort and 
such improvements and products are distinct 
contributions to power transmission practice. 


The most important factor in the introduction 
of any new product is the unqualified approval 
of Dodge engineers. Months and in some 
cases years of careful engineering, laboratory 
and field tests are your insurance against 
trouble caused in most cases by rushing prod- 
ucts on the market and making a test laboratory 
of your customers’ plants. 


The “’D-V” Drive was given to industry only 
after a complete machine equipment and the 
most modern tools, jigs and fixtures were 
installed to insure the Dodge standard of 
accuracy in manufacture. 


The Diamond ’’D” Clutch represents years of 
development and thorough service tests under 
the most severe continuous operating con- 
ditions. 


This policy has made the Dodge name stand 
for highest quality, complete operating satis- 
faction and economy for over half a century. 





DODGE 
MANUFACTURING 
CORPORATION 
Mishawaka, Indiana, U.S. A. 


NEW DODGE PRODUCTS OFFER 
PORTUNITIES FOR PROFIT 























ANOTHER 
NEW 


REG.U.S, 


DG 
PRODUCT 


will be announced 


« « SOON » » 





PAT.OFF. 





GREATER PROFITS FOR DISTRIBUTORS WILL RESULT FROM GREATER 
CONCENTRATION ON THE APPLICATION AND SALE OF THE 
DODGE LINE OF MODERN POWER TRANSMISSION EQUIPMENT 
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Is It the Manufacturer Who Is 
Passing the Buck? 
(Continued from page 40) 


5 or 10% profit to get the business.” 
But does the manufacturer say also 
to the distributor, “On Jones and 
Company’s business, we will grant 
you an extra 5 or 10%.” No indeed; 
the manufacturers have their lowest 
prices to the distributor absolutely 
fixed, and they stay fixed no matter 
how the consumer price may happen 
to fluctuate, 


~N: if it is reasonable for the 
4 ‘ distributor to cut his margin to 
a non-profit basis just to hold the 
business for the tools he is stocking, 
why should not the manufacturer 
aiso have some flexibility in his costs 
to take care of these large buyers of 
merchandise ? 

It is certainly just as reasonable 
for the manufacturer to work on a 
closer margin for large consumers, 
as it is for the distributor, who must 
make a profit if he is to stay in busi- 
ness and give the service required of 
him, 

The practical solution is to allow 
the distributor a spread of 25 to 30% 
so he can afford to give an extra 5 or 
10% to the larger buyer when the 
situation warrants it. 

I appreciate the fact that manufac- 
turers of taps, dies, drills, drop- 
forged wrenches, and so on, who sell 
through distributors have competi- 
tion from other manufacturers who 
sell direct but it costs direct-selling 
manufacturers more to do business 
that way. Manufacturers _ selling 
through distributors have a lower 
overhead, and this should be reflected 
in sufficiently lower costs to their 
distributors to permit the latter to 
compete with the direct seller and 
still make a profit. 

Distributors are being urged to 
specialize more and more on profit- 
making lines. To do this, of course, 
they are forced to pay less and less 
attention to small-profit lines. 


HY should there not be a rea- 

sonable profit for distributors 
in taps, dies, and drills and so on. 
let manufacturers make it possible 
for us to make a reasonable profit 
on their lines and they will have no 
reason whatsoever to ask if the dis- 
tributor is passing the buck to the 
manufacturer. 


now... for the first time 


a High Speed 


Chain Hoist 


with assured SAFETY 


SAFETY 
GOVERNOR 





SEALED AT FACTORY 


A 


PATENTS APPLIED FOR 


Alcoa Aluminum Alloy... 44 Lighter 


A RADICAL advance in high-speed hoists . . . and 
in safe hoisting! The new Al-Lite is guarded 
against dangerous overload by means of a Safety 
Governor. This patented feature — sealed at 
the factory — automatically indicates an overload 
in excess of 50%. One-third lighter, Al-Lite is 
easy to handle —ends the danger of several men 
on scaffold or ladder... Bright red Load 


Hook, easy to see . . . many other special features. 


CHISHOLM-MOORE HOIST CORP. 


Division of Columbus-McKinnon Chain Cotp. 
TONAWANDA, N. Y. 


CHISHO OORE 


CHAIN HOISTS ELECTRIC HOISTS 
CRANES 
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Buy lt Through Your Distributor 
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or Well Hang Separatel 


KNEW what he was talking about, did that old 


white-wigged patriot who signed the Declaration 






of Independence and then quietly said, “Well, 
gentlemen, we must all hang together, or assuredly we 
shall all hang separately.” @ That’s a splendid motto 
for any co-operative undertaking—and it certainly fits 
this one! @ Hundreds of the leading Manufacturers and 
Distributors of Mill Supplies have pledged their support to 
the carefully prepared program of this, Your Committee. 
There are at least as many more who have not put their 
“John Hancock” on the dotted line. @ If you actually 
don’t believe—stay out—but if you’re merely doubtful, 
be guided by the splendid companies who are giving 
the plan a chance. If you believe, and still haven’t 
subscribed—there’s no excuse—do it today. @ Now is 
the time to line up. There will be a roll call soon—fol- 
lowed by mess call for those who have enlisted. @ For 
subscription blanks or other information, address the 


Secretary, 916 Clark Building, Pittsburgh, Pennsylvania. 


JOINT MERCHANDISING COMMITTEE 
of the MILL SUPPLY BUSINESS 


Representing an ever-increasing number of the leading Manufacturers 
and Distributors of M 4, Supplies 








BUY IT FROM THE DISTRIBUTOR 
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and their salesmen 


Have You Heard That-- 


Up-to-the-minute news from the field 
about INDUSTRIAL DISTRIBUTORS 








Western Iron Stores Has New 


Officers 


OLLOWING the death of 
Ralph M. Friend, secretary 
and treasurer of the West- 


ern Iron Stores Company, Milwau- 
kee, Charles E. Curtis, chairman of 
the board, has been made president 
and treasurer; Walter W. Ethier be- 
comes vice-president, continuing as 
general manager; and William C. 
Mueller has been elected secretary. 
C. W. Krueger is sales manager. 


* 2 * 


Klinger-Dills Represents New 
Lines 

The Klinger-Dills Company, Day- 
ton, Ohio, has recently been ap- 
pointed to represent two additional 
manufacturers, the Lunkenheimer 
Company, Cincinnati, and the Cleve- 
land Tramrail Company, Cleveland. 


Rochester, New York. 





Great Lakes Supply Makes Ex- 
tensive Increase in Lines 

‘Lhe Great Lakes Supply Company, 
Chicago, has taken on the following 
lines exclusively for the Chicago 
area: hoists, trolleys and cranes as 
made by the Harrington Company, 
Philadelphia; the products of the 
Quigley Company, New York; “Mar- 
vel” high speed hack saw blades, 
made by Armstrong Blum and Com- 
pany; “Oakum,” manufactured by 
the George Stratford Oakum Com- 
pany, Jersey City, New Jersey; and 
Corley unions, made by the Corley- 
DeWolfe Company, Elizabeth, New 
Jersey. 

For the state of Lllinois, the Great 
Lakes company will handle exclu- 
sively, ‘““Ridgid” wrenches and “Ridg- 
id” pipe tools, made by the Ridge 
Tool Company, located in Elyria, 
Ohio. 








Some of the employers « of Barr and Creelman Mill and Plumbing Supply Company, 


. A. Brunzel; F. D. Maloney, and Byron Cushman 
E. E. Brunzel, manager pr supply department; H. B. 
William Murphy, salesmen. 


Grotzinger, R. R. Fletcher, and 


Robinson New Manager of 
Brierly-Lombard 

F. S. Robinson is now manager of 
the Brierly-Lombard Company, Wor- 
cester, Massachusetts. Mr. Robinson 
was for 10 years with the Hawley 
Hardware Company, Bridgeport, 
Connecticut, and for the past year 
and a half has been in business in 
Bridgeport with Frank Kall, oper- 
ating the Robinson-Kall Company. 


* * * 


Personnel Changes in Peden 
Company 
Sam H. Penny, who for a number 
of years has represented one of the 
large New Orleans distributors in 
Houston, is now connected with the 
Peden Company, Houston. A. G. 
Peden and A. B. Smith have left the 
home office to go up to take charge 
of the Peden sales office in Dallas. 
This company reports that its new 
oil well supply depots are now well 
established, both the one at Kilgore, 
Texas, and the one at Youngstown, 
Texas. 
* * * 


Industrial Supplies Distribute 
New Mailing Piece 

A novel publicity piece in the 
form of a map is being distributed 
by Industrial Supplies Incorporated, 
Memphis, Tennessee. This United 
States Commercial map is printed in 
color showing over 14,000 names of 
cities and towns and designating 
county seats, railroads, mountain 
ranges and important steamship 
lines, besides giving the distances to 
various parts of the world and other 
useful information. 

On the reverse side of the map 
there is a national highway map 
showing the United States highway 
with their new numbers, and main 
state-connecting roads with indica- 
tions as to whether they are paved, 
gravel or dirt. 
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Pipe Cutter wee 


HE sensational new Silvered Wheel with the red hub 

is meeting with an instant demand all over the coun- 
try. TRICROME Wheels are new—from the design of 
their keener cutting edge to their self-lubricating silver 
and red finish. They work easier, cut faster and last 
longer than any cutter wheel ever before developed. 
TRICROME Wheels in actual tests have cut more than a 


thousand pieces of pipe and are still sharp, ready for more. T R | \e R ‘@) M 4 


STOCK THEM — DISPLAY THEM 


Intensive national advertising by direct mail and in o © © © 9 © 


leading trade magazines has familiarized thousands of ‘o) ro) pnt? © ro) 
cutter wheel users with the new TRICROME Wheel and rODAY 
the dealers’ display board. 


You can cash in on a really active market for the new ole) ole) © ©) 
cutter wheel by carrying a complete stock of TRICROMES 
©0000 OO 


and exhibiting the striking display stand. 
TRICROME Wheels are made with plain and knurled TRIMONT MFG. CO 
edges to fit TRIMO, Barnes and Saunders type cutters. 





TER fe Api 





WRITE NOW FOR OUR SPECIAL DEALER PROPOSITION 


the new TRICROME cutter wheel 
‘the silvered wheel with the red hub ’’ 


A product of Trimont Mfg. Co., Roxbury (Boston), Mass. 
Makers of TRIMO Tools for over 40 years 
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This building of Wessendorff, Nelms and Company, Houston, Texas, includes a roomy 
and complete display floor next to the offices. 





A picture of the Industrial Sup- 
plies office and warehouse is shown 
in the corner of the maps, and names 
of the manufacturers whom the com- 
pany represents appear in the adver- 
tising space. 

es 


Fulton Supply Company Believes 
in House Organ 

H. A. Kane of the Fulton Supply 
Company, Atlanta, says there is 
nothing like a snappy little house 
organ to interest the customers. 
This company sends out each month 
a 4x9-inch four-page card folder 
which is doing a lot of good in the 
business way. On the cover is one 
of the well known “Hambone’s Med- 
itations” cartoons in colors. Below 
that is a calendar of the coming 
month. On the inside are some 
wise-cracks and philosophy, very dif- 
ferent from the usual run of jokes, 
and on the back is a definite concise 
sales message about some angle of 
the company’s business. 


* * <4 


New Lines for Interstate 
Machinery 
The Interstate Machinery and Sup- 
ply Company, Omaha, Nebraska, is 
announcing the recent addition of 
three new lines to its stock. These 
are: “Amco” all-weather rope, made 
by the St. Louis Cordage Mills, St. 
Louis; Goodyear mechanical rubber 
goods made by Goodyear Tire and 
Rubber Company, Akron; and 
Northwest shovels, cranes and drag- 
lines, manufactured by The North- 
west Engineering Company, Chicago. 





Armstrong Has Unusual Prospect 
List 


The R. S. Armstrong and Brothers 
Company, Atlanta, has a fine system 
of keeping track of different con- 
struction jobs which are constantly 
popping up over its territory. In the 
office of the president is a map of 
the southern states and wherever 
there is a job coming up or going 
on a colored pin is stuck in the 
map. By a system of colors and a 
key list, the salesmen or any other 


observer can tell instantly the char- 
acter of the job in question. Blue 
means a bridge, orange a building, 
red a grading project, and green 
stands for paving. 

Data on size, condition and prog- 
ress of the work is kept on file sep- 
arately so that the interested person 
can look at a pin which indicates a 
certain city and look up that job to 
see what information the company 
has about it. This system also aids 
greatly in planning trips efficiently 
so that no time will be wasted. 

2 


Chattanooga Belting Distributes 
“Crying Towels” 

The Chattanooga Belting and Sup- 
ply Company, Chattanooga, is using 
a novel method of counteracting the 
effect of the business depression. 
This publicity consists of a square 
of absorbent paper labeled “Crying 
Towel” and is designed for use on 
anybody who comes crying “Bad 
Business.” 


x * * 

Weber Addresses Barrett-Christie 
Meeting 

The Barrett-Christie Company, 

Chicago, held a very interesting 


meeting on March 21, with Lloyd 
Weber, advertising manager of 
The Osborn Manufacturing Com- 








Our photographer was so excited over this picture that he left his brief-case inside the 
office and didn’t get it again until Monday morning because all th 


their way home when the sone was taken. Although 
m th 


e F. E. Satterlee Company, Minneapolis 
Rear, left to right, are: Grover Snow, Norton Co i 


fairly representative group 


ese folks were on 
several are missing, this is a 
distributors. 


mpany; Charles Fairbanks; Rube 


(Reuben) Seebick; Rose Kenis; Elaine Hogan; F. E. Satterlee, president; Doris Engebo; 

Jim O’Brien; Maurice Crowley. Front, left to right, are: Lewis Wran; Al Smith, L. S. 

Starrett Co.; Ray Kruger; Leland Doherty; S. A. Reed, Niagara Machine & Tool Works; 
Art Burns and Homer Dickinson. 
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SIMONDS Modern Hack Saw 
The Best Seller 













Mill supply dealers, realizing the definite 
trend toward plant modernization will not 
fail to grasp the opportunity for more 
and better selling. 

In their sales plan they should not over- 
look the proved selling and user satis- 
faction of SIMONDS—the most modern HACK 
SAWS—the brilliantly trade marked, quality prod- 
ucts of a modern, experienced manufacturer. 
Demand is for this distinctly marked blade, pulled 

















out of the ordinary class through better manufac- 
RED END ; 
even turing and sales methods. 
ati STOCK THEM AND YOU SELL THEM 
wot | || SIMONDS SAW and STEEL CO. 
HIGH “WORLD'S LARGEST SAW MAKERS” 
SPEED Established 1832 Fitchburg, Mass. 
STEEL 























SIMONDS 
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Lloyd Weber, advertising manager of the 
Osborn Manufacturing Company, Cleve- 
land, addressed a recent meeting at the 
Barrett-Christie Company, Chicago. 
Weber is — beside the chart. 


pany, Cleveland, as the principal 
speaker. Mr. Weber discussed the 
Osborn lines thoroughly using charts 
and other graphic means of bringing 
out the main points of his address. 
The Osborn Manufacturing Com- 
pany is holding many similar meet- 
ings throughout the country with 
distributors of the company products 
for the purpose of explaining the 
Osborn Plan of cooperation and how 
its advertising is coordinated with 
sales to help distributors’ salesmen in 
their contracts with industrial users. 
C. W. Titgemeyer, vice-president of 
Osborn is assisted in carrying out 
this plan of cooperation with mill 


supply distributors, by Ralph B. 
Jones, assistant sales manager, and 
Lloyd H. Weber, advertising man- 
ager. 


* * * 


New Detroit Mill Supply House 
Organized 

A. J. Brennen is planning to form 
a corporation in Detroit for handling 
mill and factory supplies to begin 
business about June 1. Mr. Bren- 
nen’s brother is to be associated with 
him in the concern. 

*« * * 


Turner Supply Celebrating 
Silver Anniversary 

The Turner Supply 
Mobile, Alabama, is celebrating its 
twenty-fifth year in business. How- 
ard M. Schramm, nephew of the late 
W. Marshall Turner, founder of the 
company, is the present head. 

In December, 1905, Mr. Turner, 
who at the time was connected with 
the old Southern Log Cart and Sup- 
ply Company, started out to organize 
a new supply house, interesting with 
him in forming the new venture 
James K. Glennon, Harry W. Ollin- 


Company, 


ger, H.C. Turner, C. L. Bromberg, D. 
R. Burgess, and Martin Lindsey. In 
forming the organization the officers 
chosen for the first year were: W. 
Marshall Turner, president and gen- 
eral manager; Harry W. Ollinger, 
vice-president ; and C. L. Bromberg, 
secretary. 


In March, 1906, a store and ware- 
house building was rented at 23-25 
South Commerce Street, and a com- 
plete stock of mill and railway sup- 
plies and machinery secured. 


The company moved to its present 
location in April, 1909. As the busi- 
ness expanded and more space was 
required, the building adjoining was 
secured and at present the Turner 
company occupies the entire block of 
buildings on Commerce Street be- 
tween St. Louis and St. Anthony 
Streets. 


Industrial evolution taking place in 
the company’s territory has necessi- 
tated changes in the lines handled. 
The rapid strides in electrical devel- 
opment opened new avenues and 
three years ago the Turner company 
added a complete electrical depart- 
ment to its business. The vast amount 
of new construction and road build- 
ing also opened a new field so a new 
complete department was added for 
the handling of contractors’ equip- 
ment tae supplies. 





Oscar Zahn, Nason Manufacturing Com- 
pany, Long Island City, New York, has 
only his friends for customers—but about 
everyone in Long Island City is his friend. 
During his spare time he bowls, fishes, 
plays cards with his customers and gener- 
ally gets a lot of enjoyment out of know- 
‘ing them. 


Howard M. Schramm, president, 
has been connected with the company 
since 1909. The other officers are: 
A. C. Denby, vice-president, since 
1917; H. Leo Ollinger, vice-president 
and treasurer since 1908; and R. E. 
Sweigart, secretary since 1929.° 

The following now make up the 
board of directors of the company: 
D. P. Bestor, Jr., J. Bounds, Howard 
M. Schramm, A. C. Denby, J. W. 
Griffin, H. Leo Ollinger, and J. J. 
Myers. 








D. R. Dickson, manager of the Greenville Textile i ay. Company, Greenville, South 


Carolina, is at the extreme right in this picture, an 


the left. The others are members of the office force. 


, assistant manager at 
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Two Goodyear Belts 


that ereate new standards 


















1 Goodyear Compass Cord Endless 
Belt. The most nearly stretchless 
transmission belt made. Constructed 
on a revolutionary principle of stout 
cord enclosed in an envelope which 
is double on the pulley side of the 
belt. This belt gives perfect service 
on drives which quickly destroy ordi- 
nary belting. A fine Goodyear prod- 
uct for the most punishing duties 


* 





for belting service 


2 Goodyear Toor Belting, seamless. A 
new Goodyear construction which possesses 
all the advantages of “raw edge” belting 
plus vastly improved durability in a pro- 
tected edge. It is built of silver-duck plies 
stoutly bound and buttressed with rubber 
— very strong at the fasteners—a_ perfect 
belt where constant shifting tends to break 
down even the best belting of the old- 
fashioned type 


GREATEST NAME 


eI 


MOLDED GOODS . 


ITHIN the last two years Goodyear has made 

far-reaching improvements in transmission 
belting. Two entirely new principles of construction 
have been developed. Two novel types of Goodyear 
Belts everywhere in industry have established new 
records for perfect belting service. 

The improvements in Transmission Belting are 
characteristic of Goodyear’s steady development of 
Mechanical Rubber Goods. Goodyear is in constant 
touch with changes in industrial practice. At the 


right time Goodyear scientists produce the Hose, Belt- 





HOSE ° 





ing, or other product needed 
by progressive industry. 

Send to Goodyear, Akron, 
Ohio, or Los Angeles, Califor- 
nia, for complete information 
on the latest developments in 
Goodyear Mechanical Rubber 
Goods. The Goodyear line 
of industrial products in rub- 
ber is backed by a thorough 
knowledge of manufacturing. 
They produce sales because 
they produce work at far lower 
costs than goods less skilfully 
built. 


IN RUBBER 


PACKING 
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THE HEEL 
JAW IS 
EASY TO 


jREPLACE 





The 
removable 


RIGID 
Heel Jaw 


HEN the heat-treated special steel heel jaw on a 

Ri@aiD Pipe Wrench finally wears down, 
there’s no need to throw away the whole handle and 
housing. Simply punch out the pin, put in a new 
heel jaw and re-pin it—a two-minute job. That’s only 
one of many RI@OQ0D features: guaranteed unbreak- 
able housing ..... full-floating hook jaw that won't 
bend or break, with accurate pipe scale on it..... 
jaw action that grips or lets go instantly and that 
won't slip or lock on the pipe ..... adjusting nut 
that turns easily in wide open housing... . . power- 
ful I-beam handle with hang-up hole. No wonder 
several hundred thousand pipe wrench users are en- 
thusiastic about the RIZRID. 


There are 
Show this remarkable 
ate 2022 8 imniD Wrench to 
: , }. your customers. 
Pipe Wrenches They'll want them 
se ala be pe and buy them. 
snreaders 





THE RIDGE TOOL COMPANY, Elyria, Ohio 


Rikalb 
PIPE TOOLS 

















A representative group from Woodbury, 
Wheeler and Company, Portland, Oregon. 
Left to right they are: S. F. Woodbury, 
president; C. M. Rogers, sales manager; 
Joe Long, pneumatic tool salesman; F. D. 
McClintock and W. Fisher, both counter 


iesmen. 





Why Handling Lines on an 
Exclusive Basis Pays 
(Continued from page 27) 

himself, sell to all distributors at a 
like discount. Assume that many dis- 


| tributors stock several makes of this 


tool. 


Now let us suppose that each of 
these manufacturers appointed one 
distributor in each industrial center, 
or if the center were too large for 
one distributor to take care of the 
territory, two or three distributors. 


Each distributor would then stock 
| only one make of tool. But in order 


to secure a sufficient volume on this 
tool to satisfy the manufacturer and 
offset the sales he would lose from 
his former distribution in the terri- 
tory, he would actually have to sell it. 

Bear in mind that the distributor 
has complete protection. Not only 
does he notify his entire trade that 
he has exclusive distribution on this 
make of -tool, but he trains all of 
his salesmen in the use and merits 
of it and compels them to go into 
the shops to demonstrate it. It now 
is very much to his interests to see 
that this tool is specified on purchase 
requisitions and he goes over all his 
records to see who uses tools of 
a competitive make and attempts to 
win them over. This he must do 
for self-preservation, because his 
competitor is doing likewise with 
another make of tool. If an order 
or inquiry is received for a compet- 
itive tool, he is compelled to sell the 
one he stocks or else lose the busi- 
ness. This applies to a greater or 
lesser extent on all commodities 
handled by mill supply distributors. 

To illustrate: Several years ago 
our company took on a line of 
equipment on a basis similar to the 
one outlined above. In the begin- 
ing we were somewhat skeptical but 
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Wao has not been moved and thrilled by the 
mighty surge of powerful dynamos generating current, 
—transforming latent force into power, skillfully di- 
rected, quickly controlled, confidence inspiring? 

In the production of mechanical rubber goods, B.W.H. 
is highly powered in production resources, in alert 
effort to produce new and better types of hose and belt- 
ing, in financial strength and resources, and here, as 
in the central station, control is paramount. The ability 
of B.W.H. to respond to the throttle of demand for the 
best values and practices in mechanical rubber goods 
Unicashed, tha power ofa fies accounts for its present position in the industry. 
of lightning typifies relentless B.W.H. distributors know they can rely on B.W.H. 
energy, butitinspires fearrathe products and policies in the control of their business. 
er than confidence. Control is WH, knows that the distributor is the proper and 
always the important factor. 

economical outlet for its products. Both together con- 
stitute a control as positive as the switchboard in the 
power house. 





BOSTON WOVEN HOSE & RUBBER CO 
CAMBRIDGE ; ° . MASSACHUSETTS 
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The Quality of Products 


5 PAT. OFR 
eo” 


Matches the Efficiency 


of Bm Service 


Greater efficiency! Rigid economy! 
Careful buying! By-words in the 
plants of thousands of manufacturers 
who realize the necessity for in- 
creased efficiency in plant mainte- 
nance. More than ever before ex- 
ecutives are realizing that the differ- 
ence between scientific and careless 
plant management is the difference 
between profit and loss. 





Bond Universal Ring Oil- 
ing Shaft Hanger 
(patented) 


Bond Truck Caster and Power 
Transmission equipment have always 
been built on the principle that fine 
products and efficient service must 
go hand in hand. The finest testi- 
monial to the high quality of all 
Bond products is our ever-increasing 
list of the best manufacturers who 
have called on Bond consistently for 
many years. Bond offers you the 
facilities of their entire organization 
to make your handling problems 
simple, satisfactory, economical. 





No. 23-A. Bond Im- 
proved Double Ball Race 
Swivel Truck Caster 
(patented) 





No. 3-A. Bond Single 
Ball Race Swivel Truck 
Caster 





No. 1326-A. Bond Les- 
Nois All-steel Caster with 


Bond All-steel Case 
Rubber-tired Wheels Truck 


Bond Foundry & Machine Company 
Manheim, Lanc. Co., Pa. 


Phila. Office: 617 Arch St. N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 











we had such success with it that we 


| 





gradually took on other lines, in the 
same field under similar arrange- 
ments. We now have a well-rounded 
line of this equipment handled 
through a special department, and 
are looked upon as the outstanding 
organization in our territory in this 
particular field. The man who heads 
the department not only sells him- 
self, but trains our other salesmen 
on this equipment and makes calls 
with them when necessary. 

The experience we have gained in 
merchandising products in this field 
has led us to follow the same policy 
on other lines, so that now we have 
the products of several outstanding 
manufacturers whom we represent 


| on an exclusive basis. Not only are 


we satisfied that this is the best 
method of merchandising industrial 
products, but the manufacturers 
whom we represent are also well 
pleased. 

If the distributor could be shown 
that it were worth his time and ef- 
fort to concentrate on a given man- 


| ufacturer’s products, he would read- 
| ily agree to give the manufacturer 


as much business the first year as 


| was being secured in his territory at 
the moment, and progressively larger 





amounts as time went on. This the 
distributor could well afford to do, 
for an examination of the manufac- 
turer’s past records would show 
him that if he used his contacts and 
devoted the necessary effort, he could 


George C. Pearson, president; and Robert 
M. Taylor, vice-president and secretary of 


Smith and Pearson, Incorporated, Auburn, 


New York. 
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wee you buy, specify or install 

pipe or are in any way responsible 
for its selection, the fact that there is a 
difference in today’s pipe as compared 
with pipe of the past, should have your 
careful consideration. It will be well, also, 
for you to know that this difference is 
brought about by the methods used in 
manufacture. 


To the casual observer there is little 
difference. From the outside all pipe 
looks about the same—but don’t stop 
here. Examine it carefully. You will find 
that the inside surface of NATIONAL 
Scale Free Pipe is smooth and clean— 
free from scale. Why? Because it is 
made Scale Free. And that’s the differ- 
ence every pipe buyer should know. 





What every Pipe Buyer should know 


Years of study and experiment have prov- 
ed that corrosion, particularly “pitting”, 
is due to mill-scale on the inside surface 
of pipe. Scale being electronegative to 
pipe metal, sets up galvanic action 
(corrosion) around the scale areas, and 
consequently “pitting™ follows, thereby 
shortening the life of the pipe. 


Having definitely proved this fact, 
National Tube Company set out to finda 
remedy and, after an intensive study, de- 
veloped the special and patented Scale 
Free Process (applied to NATIONAL 
Pipe, butt-weld sizes 14 to 3-inch) to 
eliminate this welding scale—thereby 
making a real difference in pipe. And 
this difference is one of the reasons 
why NATIONAL is— 


America’s Standard Wrought Pipe 


NATIONAL TUBE COMPANY : 


PITTSBURGH, PA. 


Subsidiary of United States Steel Corporation 


NATIONAL SCALE FREE PIPE 
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DIXON’S 
Graphite Products 


No other substance has such universal application in 
preventing power losses as graphite and its products. 


Dixon’s Flake Graphite alone, or blended with oil or 
grease prevents friction losses by producing dead 
smooth bearing surfaces. 


And Dixon’s Graphite Seal and Pipe Joint Compound 
eliminates loss of power in generation and transmis- 
sion by making absolutely tight threaded and gasket 
joints in cylinder heads, pipe lines, etc. Also Dixon’s 
Boiler Graphite, which keeps boiler tubes clear and 
free of scale. 


More than 100 years of experience in overcoming 
power losses by means of graphite is back of tvery 
ounce of Dixon’s Graphite Products. 


Write for Bulletin No. 16-C 


Joseph Dixon Crucible Company 
Jersey City, 2G N. J., U.S. A. 


Established 1827 


Flake Graphite 

Boiler Graphite 

Graphite Cup Grease 

Waterproof Graphite Grease 

Solid Belt Dressing 

Pipe Joint Compound (insoluble in water) 
Graphite Seal (insoluble in gas or oil) 
Graphite Motor Brushes 























Stuart Walcott, Joe ——, Kelly Sorters, 

Henry Block and Edward P. Schmidt, all 

of the Essmueller Mill Furnishing Com- 
pany, Kansas City, Missouri. 





not fail at least to equal the manu- 
facturer’s volume. Under an ex- 
clusive arrangement, the distributor 
could afford to train his men thor- 
oughly on the merits and uses of 
the manufacturer’s products, and 
see to it that they actually sold them. 
If the volume and profit potentiai 
were great enough, a special depart- 
ment could be created. 

Such a plan of distribution would 
raise the prestige of distributors in 
the eyes of the user, for he is not 
averse to giving a legitimate profit 
where he believes that it is earned. 


In summation, distribution on an 
exclusive basis would lower the man- 
ufacturer’s distributing costs and in- 
crease the distributor’s sales volume. 
In turn, these two factors would step 
up the net profits of both manufac- 
turer and distributor. With their net 
profits increased the user, of course, 
could look for lower costs and that, 
in the final analysis, is the primary 
aim of all distribution methods. 








A. H. Stokes has been a salesman for 46 
years. He handled a variety of lines before 
he settled down 30 years ae with Beals, 


McCarthy and Rogers, B alo, the com- 
pany he is with now. His territory is New 


York, Pennsylvania and that of Can- 
ada above Buffalo. He aul 3 in large 


accounts such as railroads, oil companies, 


| etc., and naturally knows his trade by heart. 
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Good Wrenches GUARANTEED 
or strength and lasting service 


SNe 









WILLIAMS’ 
DROP-FORGED WRENCHES 
are made in TWO distinct LINES: — 


1.—“‘Superrenches” with thin heads and slim, pointed jaws; 
forged from tough chrome-molybdenum steel and GUARAN- 
TEED AGAINST BREAKAGE. 

2.—Williams’ Carbon Steel Wrenches are strong, dependable 
quality tools at lower price. All are guaranteed. 

Both “Superrenches” and Carbon Steel Wrenches are profitable 
lines for any dealer. Any tool bearing the Williams’ name and 
trademark is half sold as soon as the buyer sees it. 


J. H. WILLIAMS & CO. 


Western Warehouse “‘The Wrench People” Works 
Sales Office, Chicago 75 Spring St., New York Buffalo, N. ¥. 














U?ER! TOOLS 


DROP-F ORGE. 
WRENCHES 


FROM YOUR 





DISTRIBUTOR 
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| Who’s Who 


(Continued from page 28) 


directing his company, he takes part 


T <7 $ e i Oo Cc S jin many social and civic activities, 
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E... to operate; capable of with- 
standing long, hard service, Ford 
Triblees are standard material handling 
equipment in thousands of shops. 


Ford Chain Hoist Castings are of high 
grade malleable iron; load chain is high 
earbon electrically welded; load hook is 
roller bearing construction attached to 
chain by drop forged shackles with oval 
bolt. 


Sizes range from % to 40 
Trolleys come equipped either 
with Hyatt Roller Bearings or 
Self-Aligning Roller Bearings. 
Write for detailed in- 
formation. 


more 


FORD CHAIN BLOCK CO. 


PHILADELPHIA, PA. 


An Associate Company of the American Chain 


Company, ine. 


|and it is noteworthy, that each of 
\them is in an organization formed 
|for the purpose of improving his 
| local community or his industry. He 
|is president of the Richmond Busi- 
|ness Men’s Club and a member of 
the Rotary Club and Chamber of 
Commerce. At St. Louis in 1907 
| Alvin was elected secretary and treas- 
urer of the Southern Supply and 
Machinery Distributors’ Association 
and has held that office ever since. 

| At one time he was president of 
|a baseball club in the International 
| League and some of his most inter- 
lesting experiences in management 
|were gained in this capacity. 

| His own business, of course, comes 
first with Mr. Smith and after that 
|his outside interests. Every man, he 
| believes, should have some hobby, so 
|that he can come back to his busi- 
|ness refreshed and with a view not 
| distorted by too close contact. 

It is significant to note what this 
| successful man has to say about the 
|rules he would give for a young man 
just entering the business world: 

“First of all,” he says, “he must 

really like the work he is in, for no 
man can be successful in a line dis- 
|tasteful to him. Consequently, the 
fellow who spends his time watching 
the clock is obviously not in the right 
| kind of work. He is throwing away 
his own future as well as the time 
lof his employer. 

“Second, salary should not be the 


Pe ae od 


Earl F. Armstrong, secretary, and A. Alex- 
ander, salesman, for G. R. Armstrong Man- 
ufacturers’ Supplies, Incorporated, Boston. 


most important consideration to a 
young man, for no money will com- 
pensate a man for a life spent at 
uncongenial work. However, if a 
man likes a certain kind of work 
and has ability, the salary will in 
time be adjusted to meet that ability. 
“Third, he should avoid debts and 
save a little regularly. The man with 
proven ability to manage his personal 
business is the first one chosen to 
handle the business of others.” 
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Representative crowd from the Smith-Meadow Supply Company, Birmingham, Alabama. 











A THIRD OPPORTUNITY 
ror Plus Profits— 


Diamond Conveyor & Elevator Belts 


i lr is estimated that the moving of materi- 
als, parts, individual units, and complete 
products, from one place to another, con- 
stitutes 90% of the manufacturing process. 
First, there is the coal handling problem, 
for coal must be unloaded from cars, stored, 
reclaimed and conveyed either directly to 
the furnace or to a pulverizer, and then con- 
ducted in powdered form to the stoker. A 
belt conveyor system takes care of all this 
with the utmost efficiency and economy. 
Second, comes the unloading, storing, re- 
claiming, and conveying of raw materials 
for the product; and when these raw mate- 
rials have been transformed into parts of 
the whole product, they must again be con- 
veyed to the place where they are needed 
for assembling. Often the assembling itself 
is done on a conveyor belt, after which the 
product is inspected on a belt, carried by the 
same belt to the warehouse, and finally by 
another belt loaded into cars for shipment. 
An increasing number of Diamond dis- 
tributors are, with our cooperation, solicit- 
ing conveyor belt business regularly, secur- 
ing worth-while orders in attractive volume. 
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1h int S Phe Diamond Rubber Co., Inc., Akron, O., 
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New York, Philadelphia, Boston, Dallas,Chi- 


of 
sago, Los Angeles, Seattle, San Francisco. 





“ce al supplies the country from these eleven ser- 
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Diamond Belt takes care of an inspec- 

tion problem in a cannery. Its surface 

is white, with lights suspended above it. 

Girls seated on either side can sort 

green peas very rapidly, just before 
they are put into the cans 





























CONVEYOR BELTS are used in 


hundreds of ways by thousands of plants 
















Left—a Diamond Conveyor Belt solving a coal han- 
dling problem. This belt is taking the coal from stor- 
age and lifting it to a level above the boilers, from 

which it will descend by gravity, to be distributed to 
the furnace doors as needed, by another belt. 


Below—this Diamond Conveyor Belt settles a haul- 
age problem for a Western mining and smelting com- 
pany, with minimum outlay of time and labor. It re- 
ceives the material at different points along its length, 

and carries it to the proper discharge point, with very 

little attention from anyone. 






Practically every plant has similar problems that 
are being taken care of by belt convevors, or 
should he—a rich field for the distributor of Dia- 


mond Convevor Belts 





FOR DETAILED INFORMATION ON DIAMOND PRODUCTS 











YOU CAN KASILY SkKLL 
DIAMOND CONVEYOR BELTS 
against Cc ompetition 


FERST because of the way they are made. Diamond 
Conveyor Belts, like our Lynx Transmission Belts, are 
| made in a laminated, flat-plied construction, which 
greatly increases their flexibility lengthwise, so that they 


eT eae maT ee ee | do not wear out from being bent in reverse directions 


United States in conveyor and ele- around the discharge trippers. This is a very important 
vator belting totals about $7,000,000 


point, as every conveyor belt user knows. 
annually. 

In addition to this, the edges of the plies are tied to- 
gether, and protected from wear, by a strip of special tie 
clothand gum, which makes the edges stronger andlonger 
wearing than is possible with any other construction. 

There is no seam in the plies on the top or bottom of 
Diamond Conveyor Belts—a most important feature, 

for belts with seams frequently wear out first along 
the seam. 


In addition to all this, the rubber in Diamond Con- 
veyor Belts has anti-oxidant chemicals compounded 


into it, thus adding a year or more to its life of service. 


SECOND because we absolutely protect Diamond 


distributors on price. Note that word “absolutely.” We 





mean just that. To appreciate fully the complete pro- 
Diamond Conveyor Belts are stocked er . . . ° 
tection afforded the Diamond distributor, communicate 
in the following sizes: 
ply x 1/16" Teo Cover—i2". 16”. with a Diamond branch. Your inquiry will be wel- 
18”, 20”, 24” comed, and you will be furnished complete information 
1-ply x 3/32” Top Cover—14", 16” on the wholehearted cooperation that obtains between 
4-ply x 1/8” Top Cover—16”, 18”, 24 3 ; , ° : : 
t-ply x 1/8” T. C., 1/16” B. C. the Diamond organization and the Diamond distributor. 
18”, 24” 
5-ply x 1/8” Top Cover—16", 18”, TEE GER DD because we stock Diamond Conveyor Belts 
24", 30" so as to enable our distributors to give their customers 
§-ply x 1/8” T. C., 1/16” B. C._—24” ; 


é-ply x 1/8” TF. C.—24”, 307, 36” immediate service. 
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CROSS-SECTION showing the edge construction of Diamond Con- 


veyor Belts—flat-plied, edge-tied, anti-oxidant rubber cover. 








SEE OUR 10 PAGES IN THE MILL SUPPLIES” CATALOG 

















is the distributor’s 
for Conveyor Belting 


market 








SERVICE INDUSTRIES 


MANUFACTURING INDUSTRIES 





Transportation 
Steam Railroads 


Electric Railways. 


Marine. 


| 
Public 


Electric Light & Power 
Plants. 


€ tilities 


Gas Plants 


Public 


Highway 


Works | 
Depts 


River, Harbor & Canal 
Comm é< 


Basic Industries 
Sand & Gravel Plants. 


Quarries 
Coal Mines 


Metal Mines 


Miscellaneous Mines 


Petroleun Refining 


Cement, Lime & 
Gypsum 


Contractors 


General Construction 

Sewer 

Dredging 

Road 
Miscellaneous 

Steam Laundries 

Warchouses—Cold 


Storage. 





Conveying and elevating coal—unloading, 
storing, reclaiming, delivering. 


Coal Handling—run of mine coal to crusher, 
crushed coal to bunkers or pulverizers, picking 
tables, magnetic separators. 


Coal handling on land and on board ship—load 
ing, storing, and unloading cargoes 


Coal handling—unloading, storing, reclaiming, 
and elevating run of mine coal; delivering 
crushed coal to pulverizers or stokers— picking 
tables, magnetic separators. 


Unloading, storing, and reclaiming coal— storing, 
reclaiming and loading coke 





Handling crushed rock from crusher to screens, 
screens to loading bins. Unloading cars. Loading 
trucks. Handling wet concrete. On grading 
machines. Also handling gravel from bank to 
washing and screening plant—plant to bins— 
bins to barges. Sand conveyors. Snow loaders. 


Handling wet sand and gravel on dredges. 





Conveying and elevating sand and gravel from 
pit to dry screens, to crusher, to washer, to 
classifier, to storage, to truck or barge. 


Conveying and elevating brokenrock tocrushers, 
to screens, to storage, to loading bins. Handling 
coal for steam shovels 


Handling run of mine coal from mine to washer 
or grizzly, loading cars and barges. Elevating 
and distributing to coal pocket bins 


Handling ore from pit to crusher, washer or 
iryer—to screens—to storage. Handling gravel 
and stones on gold dredges 


Conveying and elevating phosphate rock, peb 
bles, clay, et« 


Unloading, elevating, storing, reclaiming and 
distributing Fuller's Earth 


Unloading and weighing raw materials— con 
veying to silos—silos to crushers—crushers to 
bins — bins to dryers 


packers to cars or 
trucks. Handling wet stucco and wall board 
Coal handling. Hot cement. Stacking screen 


ings. Mixing belts 


Loading, unloading, conveying and 
nent bags, top soil, gravel, 
concrete from mixers to forms 


elevating 
aggregates, 





Belts for portable convevors used in excavating, 
and in placing concrete 


Conveying and elevating sand and gravel 


Conveying and elevating sand, 
rock, slag 


crushed stone, 
Back fillers on trenching machines 


Coal handling 
packages 


conveying clothing, bags and 


Portable conveyors for unloading, storing and 
elevating bags, boxes and packages 





Process Industries 
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Ceramics, Brick & Tile 





| 


Coke & Mfg. Gas..... | 
| 


re 


GND ida cnincevicnnwiews | 
Gelatine, Glue & Soap. | 


Cotton & Cotton Seed | 
MGs howe pruiaraia es 


Coal handling. Conveying and elevating logs, 
chips, de-ink stock, limestone, salt, hog fuel to 
boiler house. Conveying, storing, and rehandling 
lapped pulp. Storing and reclaiming old paper 
stock and rags. 


Coalhandling. Carryingclay from pittocrushers 
—crushers to bins—bins to mixers—Poido- 
meters—mud conveyors—wet pan elevators— 
dry pan elevators—off-bearing conveyors for 
raw bricks loading and unloading kilns, trucks 
and cars—conveying saggers and porcelain. 


Unloading, storing and reclaiming coal—storing 
and loading coke. 


Coal handling—crushed rock conveyors—peb- 
ble conveyors. 

con- 
con- 


Unloading and elevating sand—batch 
veyors—cullet conveyors—distributing 
veyors—belt feeders—coal handling. 


Flanged conveyors for handling gelatine and 
glue. Regular conveyor belts for raw materials 
and steamed bone. Narrow conveyor belts for 
cakes of soap. Coal handling. 


Distributing bolls to gins. 


Conveying and 
elevating cotton seeds. 





Food Industries 


Sugar Mills.......... 


Canning, Preserving & 
a 


Wheat, Flour, etc...... | 


Coal handling. Conveying and elevating bagasse 
to power house, raw cane sugar to packing bins, 
hot char from washers to kilns—to char pans— 
bagged sugar to storage. Unloading sugar beets, 
conveying Cossettes from slicers to diffusion 
tanks, sugar from centrifugals to granulators 
and from granulators to packing bins. 


Conveying fruit, vegetables, shell fish, etc. 
Sorting tables—peeling tables—grading tables 
— packing tables —conveying cans and can tops 
—drying conveyors—spraying conveyors— 
bottles and boxes, empty and filled. 


Elevating and conveying wheat, corn, oats, 
packages, etc. Elevator belts for man-hoists. 





Metal Refining 
Smelting & Refining... 


Blast Furnaces........ 


Elevator and conveyor belts for coal and ore 
handling, sand, pea cinder, lime, flotations and 


mill concentrate— bins to mixers, mixers to 
sintering machines—shuttle conveyor to 
storage bunkers—handling tailings, slag, 
chat, etc. 


Elevators and conveyors for handling coal, coke, 
ore, limestone, sand, slag. 





Metal Working 
Industries 


Foundries...... 


Mech. Machinery.....| 


Electrical Mach. & 
Equipment........- 


Automotive.......... 


Shipbuilding & Dry 
re ree 


Coal handling. Sand elevators and conveyors, 
magnetic separators — feeder, tempering, distri- 
buting, transfer and cross conveyor belts. 


Conveying, assembling and loading assembled 
units. Coal handling. Also as integral parts of 


machines such as graders, and automatic 
weighers. 
Conveying raw materials, processed parts. 


Testing belts—assembly belts—conveying to 
warehouse. 


Conveying and elevating coal—conveying and 
assembling parts. 


Conveyor belts for self-unloading boats. 





Textile Wills 
Cotton, Wool, Silk. . 


Wood Industries 


Lumber & Planing 
Mills.... ae 


Coal handling. Conveying wool from Scouring 
Dept. to Carding Dept., picket laps to Card 
Room, distributing picket laps, roving and 
spun yarn in boxes; empty bobbins back to 
Spinning Room: bobbins from twisters to 
trucks: cloth from Weave Room to Finishing 
Dept 


Conveying logs, boards, and refuse for fuel 
Stock from trimmers, lumber for sorting, etc. 
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| There isa BIG SELLING FIELD for 


JEWETT 
Square Water Coolers 


F. B. Timberlake, president and general | IN YOUR TERRITORY 


manager of the Biggs Pump and Supply 
Company, Lafayette, Indiana, is third from 
the right in this picture. On his left is 
J. H. Bradshaw, outside salesman, who 
has been with the company 52 years. 








How to Determine Where to 
Concentrate Sales Efforts 
(Continued from page 37) 
of demonstrating were suggested and 
an increase in volume, more than 
justifying the expense incurred by 
the cooperating manufacturers, was 

shown almost immediately. 

Some products fall into the danger 
zone, as indicated by the chart on 
page 00. They carry a gross profit 
margin less than the overhead ex- 
pense. On certain products, such as 
pipe, which is sold in large volume, 
with frequent carload orders shipped 
direct from the mill, there is, of 
course, little opportunity to increase 
profit margins. However, gross mar- 
gins on other products in this group 
it was found, can be increased. 

Analysis of causes for low gross 
margins brings to light several inter- 
esting facts. Each disturbing factor 


Saves many hours 


r per month , ‘ 
The JEWETT SQUARE Savesover _ 
WATER COOLER is made 50 Y on ice 
square to take the ice as you The “JEWETT” uses 50% 
get it—and is connected to less ice because it takes the 
the city water supply. It ice in the cake and ice in 
saves the labor of chopping one large cube melts much 
ice and carrying water to slower than ice chopped in 
the cooler. small pieces. 


IX factories, stores, garages, in fact wherever cold 
drinking water is demanded — JEWETT cools water 
to just the right temperature. Connects direct to city 
water supply — works all the year around. Ice the 
cooler in warm weather — use it without ice in 
winter. Made in two sizes to take ice in one cake. 
Inexpensive to install and operate. Get our liberal 
proposition now. 





Soe eres | The JEWETT REFRIGERATOR CO. 
Ta. can ba ae one | 
the business. Buffalo, New York 
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“What's Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 








month ending April | KEY TO CHART 
15, 1931, with business i = 
during the corresponding Pm —= 5% inerease 
period of 1930. si ae 
< eiciaieninititin 








NEW MIDDLE EAST WEST 
Item ENGLAND | ATLANTIC | CENTRAL | CENTRAL | SOUTHERN} WESTERN 


Decrease Increase | Decrease Increase Increase | Decrease Increase | Decrease Increase | Decrease Increase 


: . 
Belting, Conveyor 


Compressors 


Forms, Road, 


Portable 


and Shovels 


Electric 
Drills, Hammers, etc. 


Engines, Gas, etc. 


Grindin 
Wheels, Brushes (Prod.) 


Hand Tools—Saws, Ham- 
~ mers, etc. 


Hoists—Chain, Electric, 
etc. 


Machine Tools and Equip- 


Goods 


Nuts, Bolts, and Rivets 


Paint Spraying Equipment 


Pavers and Mixers 


Pipe, Valves and Fittings 


Pneumatic Tools 
Pumps 
Safety Equipment—Fire Ex- 
tinguishers, Masks, etc. 
Supplies—Brooms, 
Waste (Maint.) 
cools, Pipe Threading 


and Graders 


Pulleys, etc. 
“vV"-Belt Drives 


etc. 
Rope 
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There is more to a Whitman & Barnes franchise than merely "taking 
on" the line. In the first place we know you are not interested in 
just ‘switching lines", and neither are we interested in "just another 
dealer". The outstanding quality and performance of W&B tools when 
presented to the industrial user under the Whitman & Barnes plan of 
merchandising establishes your leadership as a distributor and makes 


drills, reamers and milling cutters one of your major and profitable 
lines. 


Whitman & Barnes believes in the new order of industrial distribution 
and has a definite merchandising plan to fit it for those who can 
qualify. We would like to discuss the matter with distributors who 
are interested in improving the service they are now rendering in their 


small tool department. Write today for information. All requests will 
be held strictly confidential. 


WHITMAN @& BARNES 


INCORPORATE 
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FLEXIBLE SHAFT MACHINES 


We build machines ranging in size from 1/g to 2 H. P. 
in three speed drives—direct drives, vertical types and 


Gas motor drive machines. 


Attachments for: 


Type ML6—% H.P. 


Vertical 
Type 


Rotary Filing 
Drilling 
Sanding 

Wire Brushing 
Polishing 
Buffing 

Nut Setting 

Screw Driving 

Auto Body and 
Fender Finishing 
and for many other 
operations. 





Write for the largest catalog ever published illus- 
trating flexible shaft equipment. 56 pages. 


Manufactured By 


N. A. STRAND AND COMPANY 


5001-5009 No. Lincoln St. - - . Chicago 
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can be corrected, however, provided 
the distributor diagnoses it properly 
and is willing to use the drastic meas- 
ures which may be necessary. 


The causes of too little profit most 
frequently found are: carrying dupli- 
cate lines of competitive products, 
selling inferior or obsolete lines, 
overactive participation in cut-price 
competition, and direct selling com- 
petition. 

The cost of installing and main- 
taining an adequate system for check- 
ing sales and profits is not great. 
One distributor reports that install- 
ing complete records and tabulating 
machines cost slightly less than 
$1,000. The clerical expense involved 
in maintaining the system runs less 
than $500 a year. This distributor 
has found his investment to be very 
much worth while. 


During the past year, studies have 
been made of this method of sales 
analysis in seven distributing organ- 
izations which have used it consist- 
ently over a long period of time. In 
each case, it has been a definite aid 
to constructive sales management to 
have ready access to complete and 
accurate facts on sales by individual 
products. It simplifies the problems 
of purchasing, sales management, 
profit and price control; makes it 
possible to determine what products 
will bear the cost of specialized sell- 
ing, and makes it easy to check losses 
| due to price-cutting, direct selling 
competition or other causes. 























F. C. Vaughan is seen here holding down 
two telephones in a pose that will be rec- 
| ognized by those who have had occasion 
| to call at James McGraw, Incorporated, 


| Richmond, Virginia. The future salesmen 


who start at the counter have tried to 


| imitate this trick—but you can’t beat the 


| old masters. Vaughan is store manager for 


things at once for the past 19 years. 
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ight the Press. 


A comprehensive book of 272 pages, illustrating the complete 
line of Vogt Drop Forged Steel Valves, Fittings, and Flanges for 
high peers and temperatures of oil, steam, water, gas, air, 
and chemical service. 


If you have not already received your copy - - write for it. 


HENRY VOGT MACHINE CO. . > ———e 
Incorporated yong 
Louisville, Kentucky CLEVELAND 
; ote . DALLAS 
see em re ein ts tld eine — PHILADELPHIA 





Drop Forged Steel 
Vo Ot Valves and Fittings 
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New and Improved Industrial Products 

















HE V. D. Anderson Company, Cleveland, has 

just announced a new addition to its line of 
steam specialties. This new steam trap is to be 
known as the “Silvertop” model A steam trap. It is 
an inverted bucket, self-venting type. These traps 
have pipe connections from ¥% inch to 2 inches and 
operate at pressures from vacuum to 300 pounds. 
All valves and seats are made of Nitralloy. All the 
mechanism, including the levers and pins, is made of 
a heat-treated, rust-resisting alloy. The gasket is 
fitted into a recess. 


SANT 
TNA i) 
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LL Acorn Nut Company, Detroit, is now mak- 
ing one-piece acorn nuts from solid bars of steel 
by an improved patented process of blind tapping. 
Extreme accuracy of threads is one of the features 
claimed for this new process. The solid construction 
is further said to have advantages over two-piece 
acorn nuts in greater strength, extra tap depth and 
durable finish: 





EW pipe pushing jacks developed by the Tem- 

pleton, Kenly and Company, Chicago, have 
steel tapered jaws which completely surround the 
pipe, gripping it firmly. These jacks are made in 
the double rack foundation. The duplex levers can be 
operated singly, alternately or together. The jacks 
are built in two sizes, the number 332 for handling 
¥%-inch, 1%-inch, 1%-inch and 2-inch pipe; and num- 
ber 334 for pushing pipe 2 inches, 2% inches, 3 
inches, 3% inches and 4 inches in diameter. 





HE Trimont Manufacturing 

Company, Boston, Massachu- 
setts, is now introducing new, thin- 
ner, “Tricrome” silvered pipe cut- 
ter wheels. It is claimed that the 
keen cutting edge of the new de- 
sign throws practically no burr in- 
side the pipe, that the tougher 
alloy. steel gives the wheels 
greater strength and that the 
wheels are rust proof and self lu- 
bricating. These wheels are made 
to fit “Trimo”, Saunders type, and 
Barnes type pipe cutters. 

















"Tee Manhattan Rubber Manufacturing Division 
of Raybestos-Manhattan, Incorporated, Passaic, 
New Jersey, announces the introduction of “Condor” 
V-belts for industrial drives. The backbone of the 
belt is the cord section composed of powerful strands 
of cotton. 
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FACTS/4 


SUPPORT YOUR CLAIMS OF 


\\\\, CLIPPER SUPERIORITY 
ww 



















The quality, durability, speed and economy of 
Clipper Lacing Equipment has been demon- 

strated by every conceivable test— in actual 
plant operation as well as under the 
most severe experimental conditions. 


You can present Clipper equip- 
ment to your trade with the 
assurance that your claims 
are supported by facts. 


Cli Lacers come in types 
The Clipper No. 6 Speed lacer ipper 5 in typ 


: : for every requirement, lacing 
is a marvel of belt lacing 


- the smallest of belts up to the 
efficiency. Laces both ends 


ae ies : heavier and wider ones. The 
of a six inch belt in exactly 


f Cli Hooks and Pi 
90 seconds. Weight only eo Tee ee 


56% Ibs. 37,500 Ibs. pressure. 


ensures a perfect, lasting joint. 


Clipper advertising is a powerful influence behind the dealer's sales effort. Color pages every month 
in the dominant industrial publications, supported by regular insertions in the Saturday Evening Post. 


‘ The ‘ ( ‘3 ¢ b %y, UA oy k wn, 
sn”, ae ‘ , *; Y << EPr, ‘ Vopr, on 
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New and Improved Industrial Products 








HE new pressed steel case trucks being made by the Bond 

Foundry and Machine Company, Manheim, Pennsylvania, 
are made in two styles, number 4, and number 6. Number 4 
is pictured. These trucks are made with deep channel sections 
for both the side members and cross sections. The side mem- 
bers are corrugated. The cross members are electrically arc 
welded to the side members at the point where the wheels are 
mounted in the frame of the truck. 





NEW back geared, screw cutting precision lathe, which is 

a compact, self-contained unit featuring the underneath 
belt drive, with power unit and motor enclosed in a cabinet leg 
under the headstock, has just been placed on the market by 
the South Bend Lathe Works, South Bend, Indiana. 





_——— floating motor drive has recently been placed on the 
market by The Kritzer Company, Chicago. In the design 
and application of the drive, motor torque has been utilized to 
maintain belt tension. The motor is said to “float on the 
load.” The torque reaction in the motor frame automatically 
proportions belt tension to load and speed. 





T HE new line of centrifugal pumps being 
introduced by Goulds Pumps, Incorpo- 
rated, Seneca Falls, New York, has ball- 
bearing construction, interchangeability of 
parts, stock delivery and is self-venting. The 
vanes of the impeller are warped and joined 
together. The impeller is secured by bolting 
at the back wall to a large flange forming 
part of the pump shaft. 








"THE chief improvement in the “New Mar- 
vel” electric house pump made by the 
Deming Company, Salem, Ohio, is the elimi- 
nation of friction. To accomplish this, the 
entire power end of this pump has been re- 
designed and is now equipped with modern 
ball and roller bearings. 























a 





RENCHES made of “Crestoloy” steel 

are being introduced by the Crescent 
Tool Company, Jamestown, New York. This 
steel which is said to be unusually strong has 
just been developed, and the wrenches are 
the first tools to be made from this new 
material. An added advantage is that the 
wrenches are one-third thinner than the old 
style Crescent wrenches. 
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198,248 Times Each Month 
ARMSTRONG Ads Say- 

















Buy | " 
ARMS7RONG 
Affirming a TOOLS from your 
40 Year Old Policy \__ Supply House , 


Every advertisement of ARMSTRONG Tool Holders 
and of ARMSTRONG Tools in periodicals reaching the 
industrial field carries this logotype, “Buy ARMSTRONG 
TOOLS from your Supply House”—a campaign direct- 
ing business to the Industrial Distributors inaugurated by 
the Armstrong Bros. Tool Co. even before the formation 
of the Joint Merchandising Committee of the Mill Supply 
Business. 


In recommending that readers buy ARMSTRONG 
Tools from the Mill Supply Houses, this company is 
carrying out a 40 year policy, a policy as old as the com- 
pany itself. Armstrong Bros. Tool Co, has always sup- 
ported and protected its distributors, has believed that the 
distributors’ interests were common with the company’s 
Interests. 







































The wisdom of this policy can best be determined by the results 
obtained, and today ARMSTRONG TOOL HOLDERS are used in 
over 96% of the machine shops. To our knowledge, only two others 
can claim such complete coverage of the industrial market; there is no 
better evidence of the competence of industrial distributors to build 
business for manufacturers. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People’’ 
305 N. Francisco Ave., CHICAGO, U. S. A. 


Tool Holders “Cc” Clamps Ratchet Stocks Pipe Cutters 
Lathe Degs Ratchet Drills Triplex Stocks Chain Vises 


High Speed Steel Bits 

Drop Forged Wrenches 

Chain Pipe Wrenches 
Pipe Wrenches 


Solid Dies and Stocks 
Adjustable Dies and Stocks 
Hinged Pipe Vises 
Knife Blade Cutter Wheels 


Write for Catalog B-27. Shows, describes and prices all ARMSTRONG Tools 


A ™ TRADE MARK REG.IN U.S. PAT. OF FICE 
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New and Improved Industrial Products 











N ingenious new type of saw set has been de- 

veloped by the Foley Manufacturing Company, 
of Minneapolis. This is a compact hammer and 
anvil pistol grip set for all hand saws. A light pres- 
sure on the trigger draws the hammer back against a 
spring which is compressed and then released by a 
small dog. The hammer is then released and strikes 
the saw with a sharp blow. There is an adjustment 
screw on the end of the barrel that holds the spring 
| to obtain more or less set. This saw set can be used 
on all sizes of band saws from 3 to 16 points to the 
inch. 








ALL Bearing, motor driven type of exhauster 
equipment is now available for use with “Hisey” 
buffing and polishing machines, according to an an- 
| nouncement made by the Hisey-Wolf Machine Com- 

pany, Cincinnati. The same automatic motor starter 
simultaneously controls both motors. 
| 


USTIN Accessories Manu- 
4 facturing Company, Incor- 
porated, Chicago, is introducing 
a new powdered hand _ soap, 
under the name “Big Chief.” 
Made from a well-known brand 
of soap combined with pure 


pumice and medicated, it pene- 

Tad act econneutil trates and removes grease, oil, 

SOAP FOR HAND AND stains, paint and dirt. No sand 
WOUSEWOLD USE ° tT . . 

is used. The soap is said to 


help heal sore, chapped hands, 
and to guard against roughness 
or skin infection. 




















Ts new complete flexible shaft kit being made 
by Wyzenbeek and Staff, Incorporated, Chicago, 
includes swivel tripod-base; 12-inch tool tray; %4 
horse power, 60 cycle, A. C. Motor with built-in 
switch; Wyco flexible shaft, 4 feet long; 6-inch flex- 
ible sanding disc; 4-inch scratch brush; 4-inch emery 
wheel; 5-inch simonizing wheel; 4-inch buff wheel; 
Y%-inch drill chuck; wheel arbor; hardened wrench 
and 10-foot rubber cord and plug. 








HE Howell Electric Motors Company, Howell, 

Michigan, is offering a complete new line of frac- 
tional horse power motors, from 1/10 to 1/3 horse 
power. This line consists of condenser start, split 
phase and polyphase motors, all built in a frame with 
the same mechanical dimensions. 





HE Blackhawk Manufacturing Company, Milwau- 

kee, has assembled a large selection of tools in the 
new “Big Chief” number 87WD set. This is a com- 
plete set of wrenches for all repair jobs on cars, 
trucks, buses, and for factory maintenance. 
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CAST IRON 


Screwed Drainage 


Flanged Sprinkler 


MALLEABLE 
Standard Extra Heavy 
Hydraulic Oil Country 

Railroad 300 Ib, Fire Line 


ELECTRIC 
CAST STEEL 
Screwed Flanged 

STOCKHAM 

RETURN BEND 
for Cracking Stills 





‘Buy it from thi 
‘Distributor 





of Stockham dependability is a vast plant, covering over 
thj y-one acres, devoted exclusively to the manufacture of fit- 
s. Scientific design, expert metallurgical control, modern ma- 
hinery and painstaking workmanship combine to give Stockham 
Fittings every quality you have a right to demand for easy, accu- 
rate installation—and strength and soundness in every kind of 
pipe line service. Over 12,000 different fittings in the complete 
Stockham line fulfill your every fitting requirement. 


STOCKHAM PIPE & FITTINGS CO., Birmingham, Alabama 
Stocks in Boston, New York, Chicago, Houston, Los Angeles 


for strait oht lines and strength— 


STOCKHAM FITTINGS 











80 


MILL SUPPLIES 





Manufacturers Neos 


A department where manufacturers may announce 
new literature, changes in personnel, news of 
executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are espectally destrable 





—y 


Jones Foundry Increases Distrib- 
utor Organization 


r | \ HE W. A. Jones Foundry and 
Machine Company, Chicago, 
has recently added seven new 

distributors to the group of represent- 

atives handling the Jones line of speed 
reducers. These companie; are: 

Teuscher Pulley and Belting Com- 

pany, St. Louis, Missouri; Gustin- 

Bacon Manufacturing Company, 

Kansas City, Missouri; Woodward, 

Wight and Company, Limited, New 

Orleans, Louisiana; Reichman-Cros- 

by Company, Memphis, Tennessee ; 

McGowin-Lyons Hardware and Sup- 

ply Company, Mobile, Alabama ; Long 

Lewis Hardware Company, Birming- 

ham, Alabama, and Flack-Pennell 

Company, Incorporated, Saginaw, 

Michigan. 














The Youngstown Sheet and Tube Com- 
pany is ably represented in the south by 
W. W. Ford, left, who is district manager 
with headquarters in Atlanta, and Orville 
B. Ewing, who has handled the New 
Orleans territory for several years. 


Starrett Officials Honored 


Frank A. Ball of the L. S. Star- 
rett Company, Athol, Massachusetts, 
has been appointed vice-president of 
the Worcester, Massachusetts, branch 
of the National Metal Trades Asso- 
ciation and Arthur H. Starrett a 
member of the executive committee. 


* * * 


Ganschow, Prominent Chicago 
Manufacturer, Is Dead 
William Ganschow, head of the 
Ganschow division of Gears and 
Forgings, Incorporated, was found 
dead April 8 in the garage at the 
rear of his home in Chicago. Death 

was attributed to a heart attack. 

He had left home the previous 
morning and had not returned, but his 
family were not alarmed because 
they assumed that Mr. Ganschow, 
who had for years been prominent 
in Chicago politics, had stayed down 
town to discuss the election returns 
in the mayoral election. Miss Linke, 
sister of Mrs. Ganschow found the 
body. 

Mr. Ganschow was born in Chi- 
cago, June 24, 1875. In 1890 he en- 
tered his father’s company and later 
became head of the firm, the Wil- 
liam Ganschow Company, gear man- 
ufacturer. Several years ago this 
firm became a part of Gears and 
lorgings, Incorporated. 

Mr. Ganschow was a member of 
the constitutional convention from 
1919 to 1922 and was a candidate 
for treasurer of Chicago in 1919. 
He was also a 32nd degree Mason 
and a member of the Illinois Athletic, 
the Active, Machinery and Butter- 
field Country Clubs. 

His widow, Mrs. Anna Ganschow, 
survives him. 


v— 


O’Donnell in New Position with 
Goulds Pumps 

After 40 years of service in the 
distribution of Goulds Pumps, P. F. 
O’Donnell, the present Chicago 
branch manager of the company, has 
asked to be relieved of some of the 
responsibilities of his present task. 
Although the company has accepted 
Mr. O’Donnell’s_ resignation as 
branch manager, he is still continuing 
with the Chicago organization as a 
special sales representative. 

Effective April 20, J. B. Foley will 
assume the duties as manager of the 


Goulds Chicago Branch. 
* 2 


Powell Promotes O. F. Gang 


Oliver F. Gang has been made as- 
sistant sales manager of the William 
Powell Company, Cincinnati. This 
company manufactures valves and 
engineering specialties. 

se Se 


Manufacturers Plan Canadian 
Plants 
The Joseph Dixon Crucible Com- 
pany, Jersey City, and the S. T. John- 
son Company, maker of oil burners, 
have recently announced plans for 


establishing plants in Canada. 
* * * 


Annual Meeting of Jenkins 
Brothers Veteran Employees 


The Jenkins Brothers Veterans’ 
League held its annual banquet re- 
cently at the Stratfield Hotel in 
Bridgeport, Connecticut. This or- 
ganization is composed of veteran 
employees of Jenkins Brothers, New 
York City, who have been with the 
company for 25 years or longer. 
Farnham Yardley, president of Jen- 
kins Brothers was present and ad- 
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ae incluslng 
e e @ IS YOUR MARKET 
FOR DAYTON COG-BELT DRIVES 


There's not an industry today that’s not vitally concerned 
with getting better and cheaper production. That is why 
your salesmen, when they tell the story of Dayton Cog- 
Belt Drives, get undivided attention .. . For what a story 
they can tell!... Whole industries are standardizing on 
V-Belt drives and there's a definite preference for Dayton 
Cog-Belt Drives .. . And for good reasons. For Daytons 
have the qualities that are essential to good power trans- 
mission, no matter how applied... For example... the 
following: @ FOR HEAVY OIL AND GAS MACHINERY— 
Dayton Cog-Belts have the greater gripping power needed 
for heavy loads ... They're rugged. They keep production 
flowing on evenly, under all conditions, in all kinds of 
weather, and with a minimum of adjustment and upkeep. 
@ FOR PAPER MILL MACHINERY — Dayftons are clean. 
No oil, grease or other lubrication is necessary. And 
there's no vibration to cause unevenness in the quality of 
output. They handle the most powerful machinery, as well 
as the most delicate, with equal success. @ FOR COTTON 
AND TEXTILE MILLS— Daytons are noted for smooth 
starting and running, as well as for elimination of vibration. 
There are fewer broken threads . .. fewer stops necessary 
for repairs. @ FOR THE BUILDING TRADE— Daytons 
are quiet in operation. They take up but little floor space. 
Shorter center-to-center distances are needed. They oper- 
ate at low cost over long periods of time. That's why they're 
so often named in architects’ specifications . . . For these 
reasons, and for many others, distributors find that 








aytom 
COG-BELT DRIVES 





































Dayton Cog-Belt Drives open the doors of every industry 
to their salesmen . . . Thus they profit greatly by in- 
troducing Daytons. They find that Dayton Cog-Belt Drives 
are a key product, not only easy to sell, but they open 
the way for sales of mill supplies of all kinds... Get the 
whole story of Dayton Cog-Belt Drives and learn about 
the Dayton franchise for your territory. Write today. 


THE DAYTON RUBBER MANUFACTURING CO. 
DAYTON, OHIO 
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Richard W. Yerkes 





dressed the veterans. He emphasized 
the point that every business con- 
cern has three responsibilities—its 
employees, its stockholders and the 
public it serves. After the banquet 
the men were guests of the company 
officials at a theater party. 

The League is composed of the 
following: William B. Lockwood, 
John E. Lyddy, Joseph F. Connor, 
Franklin Bennett, Frank L. Schu- 
bert, John Dirgo, John T. Sullivan, 
Katherine A. Webb, Benjamin J. 
Reilly, John J. Howard, Walter E. 
Smith, Michael J. Delmar, Dominick 
J. Judge, Charles S. Bunce, Morris 
I. Nichols, James J. Cassidy, George 
T. Ellsworth, Emil Wehger, William 
E. Osborne, Michael Pickett, Harley 
Chase, Elizabeth J. Mole, Herbert 
Kennedy, John Blaszczyk, Joseph 
Schultz, Albert Mussler, Ernest Met- 
calf, Henry Ruzbarszki, T. J. Mc- 
Carthy, T. J. Cavanaugh, John Con- 
way, Arthur Schmidlin, Peter Nas- 
iatka, Leo Ladwig, John W. Blake, 
Charles J. Ketcham, Millard F. Gay 
and Peter Conroy. 


* * * 


Matley Officer of Canadian- 
Detroit Twist Drill 
Robert Matley has been made vice- 
president and general manager of 
the Canadian-Detroit Twist Drill 
Company. He was formerly pur- 
chasing agent for Whitman and 
Barnes of Akron, Ohio, and for the 
past three years has been in the 
Detroit offices of the merged inter- 
ests of that company and the De- 
troit Twist Drill Company. 


Link-Belt Company Increases 
Board of Directors 


At the meeting of stockholders, 
held April 8, three additional mem- 
bers were elected to the Board of 
Directors of the Link-Belt Company, 
thus increasing the board to 12. 

No changes were made in the old 
directorate of nine. The new mem- 
bers are: Arthur L. Livermore, at- 
torney, New York City; George P. 
Torrence, vice-president of the com- 
pany in charge of the Indianapolis 
plant; and Richard W. Yerkes, sec- 
retary and treasurer of the company. 

Mr. Torrence, a graduate of Pur- 
due University, joined the Link-Belt 
organization at Indianapolis, in 1911. 
In 1915 he was made manager of 
general sales of the company’s Persh- 
ing Road plant in Chicago. He was 
made vice-president in 1928, in 
charge of all Indianapolis plant op- 
erations. 

Mr. Yerkes has been with Link- 
Belt since 1890 and was for many 
years sales manager of the Phila- 
delphia plant. He rose to his pres- 
ent position through the administra- 


tive departments. 
.* 8. © 


DeVilbiss Gives Instruction in 
Paint-Spraying Methods 

A school designed to give DeVilbiss 
users instruction in the care, opera- 
tion and use of spray-painting and 
spray-finishing equipment has been 
established by the DeVilbiss Com- 
pany, Toledo. The school is open to 
owners, users or distributors of De 
Vilbiss equipment. There is no cost 
connected with it other than trans- 
portation and living expenses. 

The prospective student should 
first make application to The DeVil- 
biss Company, Toledo. Upon ap- 
proval he will be assigned a definite 
date of entrance. The minimum 
length of the course is three days. 
The company prefers, however, that 
students remain one week as this al- 
lows ample time for thorough study. 

The first part of the course covers 
the mechanical feature of spray 
painting and finishing equipment. 
The student is next taught to oper- 
ate and service the equipment. Fin- 
ally he specializes in actual spray- 
painting, spray-finishing, decorating 
or refinishing work. 

New classes start on Monday of 
each week. The number of students 
in every class is limited, so that each 
one may have individual attention. 





George P. Torrence 





Wiley Succeeds Knight in Amer- 
ican Steel and Wire 


C. F. Wiley has been made man- 
ager of sales of the electrical and 
wire rope department, Chicago, of 
the American Steel and Wire Com- 
pany, succeeding the late C. S. 
Knight. Mr. Wiley, who is a grad- 
uate of Cornell University, came to 
the fence and sales department of 
the American Steel and Wire Com- 
pany 22 years ago. Previous to 
joining this company he had been 
with the Standard Asphalt and Rub- 
ber Company and the Leonard Con- 
struction Company. 

According to an announcement 
by D. A. Merriman, vice-president 
and general manager of sales, A. H. 
Mowry has been appointed manager 
of sales, electrical and wire rope de- 
partment, New York, to fill the 
vacancy created by the recent pro- 
motion of John May. 

x * * 


Lincoln Electric Promotes Landis 

George G. Landis has been made 
chief engineer of the Lincoln Elec- 
tric Company, Cleveland. Before 
coming to the Lincoln company eight 
years ago, Mr. Landis had been with 
the General Electric Company and 
with the Westinghouse Electric Com- 
pany. 

His first work with the Lincoln 
organization was of an experimental 
nature. Later he was placed in 
charge of electrical design of both 
motors and arc welders and some 
time afterward was given charge of 
mechanical design. Mr. Landis is a 
graduate of Ohio State University. 
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PRECISION THREADS 


that cut down costs 


QUARE “GEE” UNIONS have the happy faculty of going where they belong— in 
S a hurry. « Hemming and hawing for a start just doesn't happen with these finely 
engineered unions. Smoothly chamfered, they grab hold with never a moment 
of hesitation. « And how those clean threads— just right in pitch, diameter 
and taper —do bring a smile to the man behind the wrench. « There is 

extra value in Square“Gee” Unions—put there by Grabler’s unique manu- 
facturing methods and by their extreme care in inspection. « Your 
customers will find work going faster—costs going lower—when they 

make Square “Gee” Unions (and fittings, too!) standard on every job. 


THE GRABLER MANUFACTURING COMPANY 
6565 Broadway - Cleveland, Ohio 


Warehouses: New York, Chicago, Los Angeles, San Francisco 
YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 












SQUARE 
Pipe 


MALLEAGLE, CAST IRON 


Fittings 


ORAINAGE, BRASS 
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THE NEW 


PA AN 
~) Bd 2 


OC) Ui P MEN | 


ERE is the ultimate in paint 


spray equipment—a com-| 


plete, newline so efficient in every | 


part that your customers will want 


to install Imperial equipment at | 


once. There are Imperial Paint | 


Spray Guns to meet every paint: | 


ing requirement. Let us give you | | 


complete details on The New Im- 
perial. 
simplicity of its working parts and 


the efficiency of its performance. 


It is the easiest gun to take apart | 


and reassemble for cleaning that 
we know of. 


There are complete Imperial 
Paint Spray Outfits, too — com- 
pressors, tanks, filters and regu- 
lators. 


tributor sales plan. 


THE IMPERIALBRASS MFG.CO 
511 So. Racine Ave. 


You will be amazed at the 


Write today for our dis- | 


| Worden, president, 


Sarco Booklet on Steam Traps 
Is Ready 


A new booklet on steam traps has 
just been issued by Sarco Company, 


| Incorporated, New York City. This 


leaflet opens with a brief discussion 


| of steam traps in general and then 
| shows by illustrations and descrip- 
| tive matter, 


the particular steam 
traps produced by the company. 
¢ = * 


Ohio Brass Buys General Electric 
Line Material Division 

The Ohio Brass Company, Mans- 

field, Ohio, has bought the line ma- 


| terial division of the General Elec- 
| tric Company. 


Under the arrange- 
ment, the General Electric Company 
| has turned over to the Ohio Brass 
Company all manufacturing equip- 
| ment, drawings, and stocks of both 
| raw and finished materials. 

J. R. Palmer of the Ohio Brass 
| sales department reports that the 
company does not expect to continue 
the manufacture of very many of the 
General Electric items because the 
two lines have been largely dupli- 
| cated in general principles of design. 
ee - 


Morse Chain Makes 

Appointments 
Walter W. Bertram, for the past 
eight years manager of the New 
York office of the Morse Chain Com- 
pany, Ithaca, New York, has been 
made sales manager of the industrial 
chain division. He has been with 

| the company for 18 years. 
A. B. Wray is now chief engineer 
in charge of all industrial chain en- 
gineering, and R. W. Appleton is 
| purchasing agent. Mr. Wray was 
formerly sales manager for Morse. 
Mr. Appleton had been director of 
purchases of Pierce Arrow Motor 


| Car Company. 


* * * 


Beverly L. Worden Is Dead 


After a long illness, Beverly L. 
Cutler-Hammer 
Manufacturing Company, Milwau- 
kee, died at his home in West 
Orange, New Jersey, on March 28. 
He was 60 years old. 

Mr. Worden was a native of Chi- 
cago and was graduated from the 
University of Wisconsin in 1893. 
Eight years later he founded the 
Worden-Allen Company, a company 


«| of which he was head for many 
Chicago, U. S. As 


In 1909 he established the 


years. 


Lackawanna Bridge Company, Buf- 
falo, and served as its president until 
1924. During the war period Mr. 
Worden was general manager of the 
Newark Bay shipyard at Newark, 
New Jersey. 
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Gainsborg with Roller Bearing 
Company 
Edward C. Gainsborg has been 
made sales manager of the industrial 
division of the Roller Bearing Com- 
pany of America, Trenton, New Jer- 
sey. He had been manager of the 
steel mill division and of the Pitts- 
burgh office of the SKF Industries, 
Incorporated. 
‘sé 


Foote Brothers at New Address 

Foote Brothers Gear and Machine 
Company, Chicago, announces the 
removal of its general offices on April 
6, 1931, from the present address, 
111 North Canal Street, to 215 North 
Curtis Street. The purpose of the 
move is, to permit consolidation and 
better coordination of the general of- 
fices and manufacturing department 
of the company. 

2s 2 


Leather Belting Club Has Review 
Meeting 


The regular monthly meeting of 
the Leather Belting Club of Chicago 
was held March 26 in Parlor No. 1, 
of the Electric Association in the 
New Civic Opera Building. After 
the usual luncheon and _ business 
transactions, the meeting was given 
over to a review on the most inter- 
esting aspects of several recent talks. 
President Clark first called on 
“Hank” Watson, who gave an in- 
teresting discourse on the various 
types of motors and their applica- 
tion in the transmission of power 
through the medium of belts. 

“Deacon” Hoopes then followed 
with a well calculated and practical 
illustration on the subject of pul- 
leys, hangers and shafting, bringing 
out many points on their proper ap- 
plication and results in transmission 
service. 

The subject of compressors was 
then presented by “Charley” Steele, 
and finally there was a brief round- 
table discussion concerning excessive 
crown on pulleys. The subject was 
left for further discussion, and Pres- 
ident Clark was empowered to ob- 
tain detailed engineering data to be 
presented at a future meeting. 
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BLACK & DECKER SERVICE 


Just One More Reason Why it Pays to Specialize 
on the Complete Line of 


BLACK & DECKER PORTABLE ELECTRIC TOOLS 











These Branches are operated to 
give real factory maintenance and 
repair service. Spotted throughout 
the country to save your time. 





All orders are received in 
the office. Here all records 
are made and checked. 


The Sersice Department, manned 
by tactory trained men, which puts 
The stock rooms where parts are tools in shape quickly, etiiciently, 
kept tor every size Black & Decker intelligently. 
Tool. 





HERE’S no repair or service problem for 

the distributor handling Black & Decker 
tools. No soothing of a peevish customer 
necessary while tools cross a continent for 
repair or wait for needed parts. Sixty-eight 
complete Service Stations spot the country 
from New York to Los Angeles, from Chicago 
to Dallas. There’s one no farther than over- 
night from you, ready to furnish immediate, 
careful service on all Black & Decker Tools. 


Intelligent, factory trained men make re- 
pairs according to the rigid Black"& Decker 
Standards. Make them within twenty-four 
hours, with genuine Black & Decker parts. 
All service work is guaranteed; all charges are 
moderate. What's more, the Black & Decker 
plan of periodic inspection at a low flat rate 
helps eliminate repairs. 


Such super-service assures satisfied cus- 
tomers and stimulates repeat orders. It’s just 
another reason why successful jobbers 
throughout the World have specialized on the 
complete Black & Decker line. Add 
Black & Decker sales help from 15 Branch 
Offices, B. & D. leadership in advertising, 
B. & D. dependability and quality and you see 
why sales from the Black & Decker line are 
assured. Turn the page and get some real sales 
information—that will help you sell 


Black & Decker Tools—NOW! 

















THE BLACK & DECKER MFG. Co. 


TOWSON, MD., U.S. A. 
World’s Largest Manufacturer of Portable Electric Tools 





BUSINESS IS NOT Deap— ff 
IT’S ONLY NAPPING . .! 








Shown below are a few 
of the items that make 
up the Black & Decker 
Complete Line of Port- 
able Electric Tools— 
The Line That Leads 
the Way to More Bust- 


WIESS. 











Electric Bench 


Grinders 
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Electric Hammers 
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Electric Valve 
Refacers 
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Electric Screwdrivers 








A\nd here, for example, is how You can 
Wake it up with Black & Decker 
Portable Electric Hammers and Saws 


USINESS is waiting for the distributor who “thinks out” where he can 

get it instead of hoping he will get it. Take the operations of hammering 
and sawing, for example. Thousands of plants still depend on obsolete hand 
operation for these important steps in manufacture only because they do not 
realize the time and money they can save by using B. & D. Portable Electric 
Tools. 


The Sales Guide Chart on the opposite page shows you what industries can 
profitably use Electric Hammers and Electric Saws. It shows where and how 
they can use them. Pass on this information—and Electric Saws and Hammers 
will sell themselves. 


The same ts true of all other B. & D. Portable Electric Tools. The distributor 
who points out where they can be used and how they save money is going to 
make the sales. 


Business is never asleep for wide awake distributors of this sort. And they 
are precisely the same distributors that specialize on the entire Black & Decker 
line of Portable Electric Tools. 


By specializing they help their customers to standardize. They get repeat 
orders. They get larger initial orders. And they get the full co-operation of 
Black & Decker’s leadership in advertising, Black & Decker's adherence to 
the policy of selling through distributors only, standard resale prices, pro- 
tection against loss through price reduction, 24 hour service at Service Stations, 
and constant development and improvement of the line. 


Study the Sales Guide Chart; think over these B. & D. policies—and you'll 
see why it pays to specialize on this modern line. 


























Electric Polishers and 
Supplies 


Electric Tool Portable Electric 
Chests Grinders 


Electric Glue Pots 
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USE THIS SALES GUIDE CHART 


lt will help you to develop your existing markets 
and to find new ones. New uses mean more business. 
APPLICATIONS OF BLACK & DECKER 
PORTABLE ELECTRIC HAMMERS and SAWS 







































General Maintenance Applications Production Applications 
Hammers Saws Hammers Saws 
i le : ee 
2d: a ai : 
a" 2 16 \s = | S|. lee le “4 2 Bi iw 
ss *- iwi i S sie 8% is als a = «| |% tele 
ae |\f ie |= |2 e (soin ice i Ble ro x = Be lal ® 
INDUSTRIES g2§ 2 i3.i3 s isgie a3 if gic ee lult e| i sgi&\o 
wiz 8 2 83 $ salg (eg @ gig Ss og & 3 $83 8 
on a < ee ae to yo 4 | 6 os cs & & s2 > 4 ws 5 2 
$8645 #2 Stigge6 jefe 3% 18 213 eign e S| saeis 
een ee oS wt! 88g see seule CS | § 2451s § 3 S- 3 a. 
Eyes Sa 25 Se | ¥ Og ne Se Tevet a | & Bed y Sy Biz 2gm 33 
eos e2 #2 24 \% eos fe Soe sbs\ bu] a See) | ee Eisise © gs 
Sgs S¢ 2< 32 = E* 3S Be Saez 22F o3) 2 ESE e Ss 3 E22 22 
Gee\65 5865/2 52 33 dz ee A82'255'62 £& ssrA 38 § 4328 35 
Agricultural Implement Mfg. eee e® |@ @ ®@ e ®@ 9 
Apartment & Bldg. Maintenance © * = eee 7 e e388 (86 
Artificial Limb Mfg. i e °@ e e 
Automobile Factories e e® ee ® ee @ e @ 
Automotive Products Mfg. eee ® eee & or i) 
Aviation Industry eo e@8 @ 
Brick and Clay Industry e e@eeeeeee°® 
| Building Contractors—General a a e ee 8@ @ ® @ 
Canning Plants & [ a ee | e.°e & we 
| Cabinet Mfg. Ce ee | eee °@ * ca 
Drug and Chemical Plants a eeee | eee ee te 
| Electrical Contractors « ee 
| Engine Motor Mfg. eee e® eeee * « 
| Explosive Mfg. & e@oeee@e@ @ @ @ ® 
Factory Maintenance & e°e ®@ e@ @ | e @ e e e. 68 [ 
| Flour Mills eeee eeee e * 
| Foundries e @© @ @ eee @ +d Ad 
Furnace and Stove Mfg. eee @ eeee® & e ® & 
| Furniture Mfg. Metal and Wood e ee @ eee e@ co 7 
| Gas Mfg. & c 
| Glass Mfg. eeee eeee = « 
Hardware Mfg. eeee e° * @- . 
Ice Mfg. e eee 5 
Iron and Steel Mfg. e © @ ®@ eee ss < * © 
Leather and Tanning Plants eee @ ~ e 
Lime and Cement Mfg. e@eee® eee S 
Machinery Mfg. ee e@ @ @ eee @ 2 & 
Metal Smelting & Refining Plants @© @© © © ee ®@ — 
Mill Work eee e® eee ® » #* e @ 
Mines * eee @ < 
Office Equipment Mfg. eo @©@e ® eee ®@ * * @ 
Oil Refineries ee. .h6°8 * e ® 
Packing Houses ee 8 @ eee ®@ + * 
| Paint and Varnish Mfg. e@eeeeeeeee®e e.° * 
Paper and Wood Pulp Mfg. eee ® ee e & a 
Petroleum & Natural Gas Wells @ © * e.;° 
Piano and Musical Instr. Mfg. eee ® eee e® + e ® @ 
Plumbing and Steam Fitters & & * * 
Quarries eee @ 
| Radio Industry eo ee ® eee ® ® ® 
| Railroad Car Mfg. ee ee ee eee ® e e °® © 
Rubber Goods Mfg. eo © @ ®@ ee ee @ e 
Ship Building 6 e @ ® eee ® oe ee @ ® « 
Steel Works ee @e ® eee e ® 
| Textile Industry e ee ®@ eee e®@ ® 
| Toy Mfg. cd ee ® ee @ @ ®@ o 
Trunk and Bag Mfg. eo @ @ ®@ eo e@ @ ®@ A an eden _ a. 











Ht 





See Next for Illustrations of Applications 
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APPLICATIONS OF BLACK & DECKER 
PORTABLE ELECTRIC TOOLS 














. Black & Decker Portable Flec- 
tric Saw cutting trim-work in 
theatre construction work. 

. Black & Decker Flectric Saw 
being used for making ship- 
ping Cases. 


. Black & Decker Electric Saw, 
equipped with abrasive disc, 
cutting light gauge metal. 


. Black & Decker Electric Saw, 
equipped with abrasive disc, 
cutting transite. 


. Black & Decker Electric Ham- 
mers being used to drill holes 
for theatre seat installations. 


. Black & Decker Electric Saw 
used for cross-cutting in lum- 
ber yard. 


7. Black & Decker Electric Ham- 
mer used for demolishing brick 
wall. 


. Black & Decker Portable Elec- 
tric Hammer being used to 
“dig” foundation for machi- 
nery installation. 






. Black & Decker Electric Ham- 
mer cutting through wall for 
new door. 
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(Continued from page 84) 

Brief remarks by Mr. Ellicson 
and Mr. Lloyd were followed by a 
short talk by Mr. Clark on “Good 
Will.” 

Frank Raniville of F. Raniville 
Company was introduced and re- 
sponded briefly. Mr. L. B. Spafford, 
editor, “Heating, Piping and Air 
Conditioning”, asked for practical, 
publishable transmission information 
in connection with fans and blowers 
for the benefit of his readers. 


* * * 


Howe to Represent Borden on 
West Coast 

Alfred F. Howe, formerly vice- 
president and general sales manager 
of the Borden Company, Warren, 
Ohio, is again with the company, 
this time as western sales manager. 
From his headquarters in Oakland, 
California, he will take care of the 
trade on the Pacific Coast as well as 
that throughout the states of Nevada 
and Arizona. 


Alfred F. Howe 


Mr. Howe retired from his work 
with the Borden company five years 
ago and went to California to live. 
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Illinois Malleable Iron Catalog 
Issued 

The Illinois Malleable Iron Com- 
pany, Chicago, has just issued a new 
stiff-backed catalog of 146 pages 
showing its line of pipe fittings and 
valves. The book is unusually exten- 
sive and in addition to giving com- 


plete data concerning the company’s 
lines shows pictures of its plants and 
offices. 

* * * 


Foote Brothers Distributing New 
Catalog 

The new catalog number 301 on 

IXL “Hygrade” worm reducers 


which Foote Brothers Gear and Ma- 
chine Company, has just issued, con- 


) 
| 
| 


THE MARK OF 
ECONOMY- 








Use EW UP” 


tains a chapter on the evolution of | 


worm gearing, and a chapter entitled 
“The Customer’s Problem” which 


presents information in regard to | 


design, manufacturing methods, ma- 
terials and selection of units, as well 
as valuable data on efficiencies, These 
chapters supplement the general in- 
formation on this company’s worm 
reducer line which comprises the 
greater part of the book. 


* * 1K 


Westinghouse Promotes Ireland 

J. Morris Ireland has been ap- 
pointed special representative of the 
company to look after electrification 
of steel mills in the territory around 


Cleveland. He has been manager of | 


the Westinghouse Electric Com- 
pany’s Cleveland office for the past 
five years. 

F. G. Hickling will succeed him as 


manager of this office. Mr. Hickling | 
has been transportation manager for | 


the central district in Pittsburgh. 
a « 


Daniel H. Deyoe Is Dead 


Daniel H. Deyoe of the industrial | 


engineering department of the Gen- 


eral Electric Company, died in Sche- | 


nectady, April 11, aged 55 years. Mr. 
Deyoe was a director and member of 
the American Welding Society, and 


active for many years in electric arc- | 


welding activities. 

He graduated from 
College in 1898 and joined the Gen- 
eral Electric Company in the same 
year. 


Was 
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Austin L. Adams on Bristol Board 

Austin L. Adams, Naugatuck, 
Connecticut, has been made a mem- 
ber of the board of directors of The 
Bristol Company, Waterbury, Con- 
necticut. Mr. Adams is president of 
the Naugatuck National Bank and 
secretary of the J. H. Whittemore 
Company, Naugatuck. 

He is also director in several cor- 
porations in Naugatuck and Water- 
bury. 


Union 


| DRILL SLEEVES 
| AND SOCKETS 


F you can show your 





customers definitely 
how they can lower 
their twist drill expense, 
will they be interested? 
The answer is obvious 
to every distributor and 
his salesmen. 


*““Use-Em-Up” drill sleeves and 
sockets will reduce your cus- 
tomer’s drill costs because 
with a “Use-Em-Up” on the 
job they can make their drills 
as good as new even when 
they have lost their tang. 


You can easily visualize 
your sales opportunities 
with “Use-Em-Up” drills 
and sockets—and the 
profits will interest you. 


Write for our money - making 
test proposition 


We will also send details on our 
L-R Flexible Couplings » » 


LOVEJOY 


TOOL WORKS 
| 328 W. OHIO ST. 
| CHICAGO, ILL. 


| — 
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Serve them better 
with ECONOMY 


OU can serve your cus- 

tomers better with 
ECONOMY screws. Your 
only job is selling the first 
order. From then on they’ll 
you for 
ECONOMY. Ask any of 
our distributors why ECON- 
OMY screws move fast and 


back to 


come 


bring good profits. 


Distributors write for complete Information 











Complete Service 
Provided by Economy 


ECONOMY ’S line includes 
safety set screws, socket head cap 
screws and headless set screws (in 


machine screw sizes). We pro- 
vide excellent service on special 
size orders. Special screw ma- 
chine products made to specifi- 
cations. Quality guaranteed on 


all ECONOMY products. 


5214 LAWRENCE AVE 
CHICAGO - - - ILL 








ILLINOIS 
MALLEABLE 
IRON CO. 





IMICO 


IRON BODY 
GATE VALVES, 


Have malleable iron wheels, 
malleable iron glands and cru- 
cible bronze stems. Length of 
thread in wheel nut, depth of 
stufing box, size of spindles 
and corrugated packing sur- 
faces all contribute to long life 
of IMICO Gate Valves. 


THE MARK 





IDENTIFYING 
IMICO 
PRODUCTS 





1801 DIVERSEY PARKWAY 


CHICAGO, ILL. | 








| Distributors Must Sell Lines 


| 


| Often, 


Demanded By Their Trade 
By J. A. NAYLOR 
Assistant Manager 
The J. M. Tull Rubber and Supply Com- 
pany, Atlanta, Georgia 
The minute a manufacturer can show 
a definite, profitable market for his 
product, he will have no trouble in 
getting a desirable distributor to take 
it on 


ETTING distributors to han- 
GG dle their lines is a problem 

with many manufacturers. 
a manufacturer is forced to 
sell direct in a territory simply be- 
cause there are no desirable distribu- 
tor outlets available. In such cases, 


| the distributor has no complaint, pro- 


vided the manufacturer does not 


| undercut the market. 


As a matter of fact, I believe the 


| quickest way for a manufacturer to 
| secure a distributor is first to contact 


| a territory 


ECONOMY MACHINE | 
PRODUCTS COMPANY 


| getting a desirable distributor to take 


| uct in any given territory. 





direct and secure user 
acceptance for his product. The min- 
ute he can show a definite, profitable 
market, he will have no trouble in 


it on. 
It is impossible, of course, for any 


| one manufacturer to secure the total 


amount of business that can be ob- 
tained on his particular type of prod- 
Neither 
can he hope to find an immediate dis- 
outlet in every territory. 
Therefore, in order to intrench him- 
self firmly in the regard of prospec- 
| tive distributors, it behooves him to 
move dependable men into the field, 
for the purpose of calling on the bet- 
ter industrial accounts that are actu- 
ally able to use his merchandise 
profitably. (Continued on page 92) 








Wisconsin River Supply 
ployees. Reading from the left they are: 
Vera Holmes, Roy Paulson, Howard Akey, 
| Irma Boone, Robert Patterson, Esther Vogt, 
| Ero. Wilterding, Gladys Pregant, and Kurt 


Company em- 


Radtke. This company is located in Wau- 


sau, Wisconsin. 
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Start Cutting Drill Costs ... Right At Your Own Desk 





A low price doesn’t necessarily indicate the most economical drill. Neither does a high 
price. There is only one way to be sure you are getting the most for your drill expend- 
iture. Test several makes on your own machines. Find out how many holes each will 
produce during its life. Figure the regrinds. Time cost during shutdowns. Compute ALL 
the costs in terms of cost per hole drilled. We will gladly supply you with complete 
forms for making the test. And we will send reports of cost-per-hole tests, explaining 
how many well known purchasing agents are reducing drill costs by 50 per cent and 
more .... You can initiate similar savings right at your own desk.... by sending for 
the forms .... There’s no obligation of any kind... . Just fill in the coupon below. 





£25ur 


SCREW EXTRACTORS 
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You Control the Air 
right at the coupling 


when you use 


Quick As Wink 


VALVE COUPLING 





Whether the air line runs way up 
on a steel structure and you want 
to change a hammer—way out on 
a bridge or down in a mine—a 
quarter-inch push on Quick-As- 
Wink Valve Sleeve at the coupling 
shuts off the air and automatically 
bleeds the air pressure from tool or 
hose beyond that coupling. 


And, altho, the coupling swivels 
freely, it cannot be disconnected 
while air is on—so it’s safe at all 
times. 


Users tell us this is the greatest 
general improvement in the use of 
compressed air they have ever seen. 


Quick-As-‘Wink Valves and Valve 
Couplings are made with adapters 
to fit all sizes pipe or hose %4 to 
34, inch. They are all shown with 
list prices on new price book pages 
furnished free to supply houses. 
Many distributors have also ar- 
ranged for their salesmen to carry 
samples. 
shown to users of compressed air. 


Send for price book pages 
and sample Valve Coupling. 


C. B. HUNT & SO 


645 McKinley Ave. 
SALEM, OHIO 


GASTON E. MARBAIX, LTD. EURO 
PEAN DISTRIBUTORS, ADELAIDE 
HOUSE, KING WILLIAM ST. 
LONDON, ENG. 


¥ 


| come 


They sell quick wherever 





This group represents the Bickford and | 
Francis Belting Company, Buffalo, a firm | 
specializing in belting and transmission. | 


| From left to right are: F. C. Morton, man- 
| ager; Percy Atkins, belt man; Frank Krans, 
| store; Robert Weldon, office; Robertson, 


salesman; Barbara Smith, stenographer; 


William Adams, engineer, and Frank De | 


Long, salesman. 





If the line is meritorious, immedi- 
ate results will be obtained, and 
slowly but surely the goods will be- 
identified in the territory 
through purchase or demand by vari- 
ous plants. This will attract the at- 
tention of the distributor, who natu- 
rally will be more receptive to the 
line as demand increases as a result 
of the missionary work of the fac- 
tory man. Therefore, it will soon be 


| possible for the manufacturer to cut 


down the frequency of his contacts 
with the users, letting the distributor 


| handle it for him. 


If the manufacturer does not cre- 
ate a demand in the field for his 


product, the distributor has no actual 


proof that his men can sell it. This 
puts him in the position of being 
asked to give up a commodity which 
he knows he can sell, for an un- 
known product of which he cannot 
be sure, regardless of its quality. 
That is the reason distributors hesi- 
tate to experiment or make any 








George C. Bowers, assistant secretary and 
treasurer of the Link Belt Supply Com- 
pany, Minneapolis, is at the extreme right 


in this picture. Next him is W. H. 

Hinckley, manager. The others are, from 

left to right: C. A. Peterson, cashier; R. 

H. Cairns, of the R. and J. Dick Com- 

pany; K. G. Cudworth, clerk; E. M. Sarich, 
and Louis Gagne. 











MYERS 
WATER 
SYSTEMS 


Water at the turn of a tap for 
country and suburban homes, for 
public and private buildings and 
institutions isolated from city 
water mains, for mills, mines or 
factories—Myers self-oiling, self- 
starting, self-stopping features for 
any service up to ten thousand 
gallons of water per hour provide 
dependable water facilities at a 
surprisingly low cost. 


up eats 


ACI AS Fe ean ET eS 





Types for shallow or deep wells. 
Operation by engine or motor. 





See our nearest distributor or write 
us direct for catalog and complete 
information. 


THE F. E. MYERS & 
BRO. CO. 
Ashland, Ohio 


PUMPS—WATER SYSTEMS—HAY 
TOOLS—DOOR HANGERS 
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the Stars! 


AVIGATORS from the time of the Vikings and 


the maritime Phoenician merchants onward 







have charted courses and plotted positions 


by means of the stars. All accurate data that deals 















with time and distance on the earth comes from 
astronomical calculations checked by the stars. That 
is because, after centuries of observation, it was found 


that the stars are fixed. 


In much the same way, business navigators must have 
observed during the course of more than half a cen- 
tury that the Whitehead sales policy has not changed 
that “you know where you are with Whitehead” 
that the Whitehead policy of selling for Resale Only 
is a sound basis for all mill supply merchandizing—a 


dependable policy, as fixed as the stars! 


it) (tt 


















The Whitehead Bros.Rubber Go. 


“MECHANICAL RUBBER GOODS,SINCE 1875" 
Trenton,New Jersey 











94 


MILL SUPPLIES 















BALL 
BEARING 


PORTABLE 
ELECTRIC 


Three Useful Handy 
Machines inONE! 


BLOWER 
SUCTION CLEANER 
SPRAYER 


10 days FREE TRIAL 
Write for Details 


CLEMENTS MFG. CO. 


6674 S. Narragansett Ave. 
Chicago, I11. 





Hundreds of thou- 
sands of prospective 
LEM- 


. sers of 
ENTS _ Cadillac 
bein 


Blowers are 
constantly reach 
advertise- 


through 
ments like these. 
ash in on this 
publicity. 
A Rapid 
Seller 
With Liberal 


Discounts. 


Live 
Distributors 
Wanted For 

Territories 
Not Already 


Covered. 


Market 
Hasn’t Been 
Scratched. 




















Better Bolts 


made so by devoting 77 years of close study to its 
perfection and production 


An outstanding example in its field, for its strength. 


dependability, uniformity and the superior manner 
in which it is packed 


These ere the reasons why you should ask for 


C.arkBrosRoits 


instead of just “‘A” Bolt. 


You will save money. 


LARK Brosfour 


Black Ave. 
MILLDALE, CONN. 














T. C. Ulmer, Incorporated, Philadelphia, 

besides doing a general mill supply busi- 

ness is also a leading distributor of ship 
and marine supplies. 





| changes on lines until the aforesaid 


demand becomes insistent enough to 
warrant his giving them at least a 
trial. 

Now let us consider the problem 
from the standpoint of the distribu- 
tor’s salesman, who has been very 
active and has built up a little busi- 
ness of his own, so to speak, through 
hard work. We'll presume that the 
item in question is paint, and that 
the distributor’s man is selling a 
good, well-known brand. He is mak- 
ing sales steadily and, granting that 


| he is reimbursed on a commission 


a 


. paint. 


basis, is securing a good margin of 
profit and therefore personally reap- 
ing the benefit. There is no mone- 
tary advantage for him in attempting 
to pioneer a new line, and he is loathe 
to try one because of the danger of 
losing customers while attempting to 
get them to change their brand of 
The salesman figures that his 
trade is satisfied with what he is now 
selling and it would seem folly for 


him meekly to accept a new line with- 


out being given excellent reasons for 
doing so. 

The best method for a competitive 
manufacturer to follow, when unable 
to get a distributor to handle his line, 


| is to get his own men into the plants 


| and secure trial orders wherever pos- 


sible. Even allowing for the advan- 
tage the distributor’s man has in his 


| closer acquaintance with the buyers, 


I would say that if the factory sales- 
man cannot introduce his product at 
least to the point of getting it tried 
out, then he cannot expect the local 
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REAL PROFITS for you, selling 
this short-center flat belt drive... 





3, 
are | 









The Rockwoop Short-Center Drive appeals to 
industrial executives who insist upon real savings! 

. . It saves space down to the last possible inch. 
It saves time in installing. It saves money in first 
cost and in upkeep. Most important, it saves 
power often wasted by less efficient short-center 
drives, and thereby saves loss in machine produc- 
tion... Now available for immediate delivery 
a complete range of standard drives, 1 to 50h. p., 
as listed in handy Specification and Price Book. 


THE ROCKWOOD MANUFACTURING CO., INDIANAPOLIS, IND. 
THE OHIO VALLEY PULLEY WORKS, INC., MAYSVILLE, KY. 


e The Rockwoop Drive dif- Divisions of General Fibre Products, Inc 
fers from other drives, in that 


the motor is mounted on a 


free-swinging pivot shaft .. . QR Oc Cc KWO Oo D 
Automatically, the FoRCE OF 

GRAVITY—the weight of the 

motor—maintains uniform i eae =} 

belt tension, thereby assuring Ce aaa D Rp é Vv a 
constant speed and PULL. SHORT: “CENTER FLAT iis 

© OF PARTICULAR INTEREST TO BELTING DEALERS AND MANUFACTURERS 


The broad market for Rockwoop Short-Center Drives trend towards individual motor drives by the progressive 
offers a very attractive selling proposition to all dealersand plants you serve. If interested, write to Tur Rockwoop 
manufacturers of belting. Cash in—with flat belis—on the ManuracturincCo., 1801 English Ave.,Indianapolis,Ind. 
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ATKINS BLUE STAR KNIVES 


Atkins Blue Star Machine Knives are made from gen- 
uine high speed steel. Blue Star Knives will pay you a 
better profit because they stay sold, and your customers 
receive better results. 


AINKINS 


For the Greatest : 
Saw Sales Value 
You’ve Ever Known! 


YIATS 


e 
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7 Atkins SILVER STEEL 
Hack Saw Blades with 
‘‘Blue End”’ are guar- 
anteed to cut SIX 
TIMES more metal 
than any ordinary so- 

~ called Tungsten Blade 


v 


13345 Y3ANIS 
SNIMiv 


v. 


1334S BIAS 
SNIMLYV 
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E. C. ATKINS 


The Silver Steel 


Home Office and Factory: 
Indianapolis, Ind. 
In Canada, Shurley - Dietrich - Atkins Company, Ltd. 





Branches carrying complete 
New York City, N. Y, Memphis, Tennessee 
Chicago, Illinois Atlanta, Georgia 
San Francisco, Calif. 
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and COMPANY 


Saw People 


Machine Knife Factory: Lancaster, New York 


Factory: Galt, Ontario Branch: Vancouver, B. C. 


stocks in the following cities: 


New Orleans, Louisiana Klamath Falls, Oregon 
Seattle, Washington Portland, Oregon 
Paris, France 


4 2 | : 


ATKINS CINCH-WELD BLADES 


Atkins Cinch-Weld Knives will last four or five times 
longer than carbon steel knives and do better work and 
keep your customers satisfied. 


SAWS 


Hack Saw Blades— Frames — 
Metal Cutting Circular Saws — 
Hack Saw Machines— Metal 
Cutting Band Saw Blades and 


Machines. 


No other saw—at any 

price—is quite as good 

—it will pay you to 
SELL ATKINS 
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IN 
1878 


Fig. 220 
Flanged 2 to 
24 inches 





SWING DISC PRINCIPLE 


is considered the standard construction for iron and 
bronze swing check valves. The disc is free to rotate, 
equally distributing the wear on disc and seat. 

This feature has been distinctive with Pratt & Cady 
| for over 53 years. 











aaa Wis. ~ Maintenance is easy. By removing cap and plug, the 
Screwed 2 to Saucy y 9g P plug 
24 inches seat can be quickly reground. All parts are made to 


gage and interchangeable. 





Reading Steel Casting Company, Inc. 
An Associate Company of the American 
Chain Company, Inc. 
BRIDGEPORT, CONNECTICUT 
Offices and Warehouses: 
Boston, Charlotte, Chicago, Cleveland, 
troit, Hartford, Houston, New York, 
delphia, Pittsburgh, Rochester, St. 
San Francisco, Tulsa. 


PRATI s+ CADY 


IRON BODY 
SWING CHECK VALVES 


De- 
Phila- 
Louis, 





Fig. 223 
Hub End 2 to 


24 inches 








4 
i 


boys to do it. On the other hand, if 
his paint, for instance, is adopted 


| even partially in the locality, the news 


will soon travel to the distributor and 


: | his men, who will see sales getting 




















Ball Bearing Equipment 


—A Line It Pays Distributors 
to Sell 


If you are interested in 
selling mechanical power 
transmission appliances 
that meet fully the de- 
mands imposed by mod- 
ern production methods, 
write to us today. Your 
territory may be open. 





Chicago Line Ball Bear- Daggett 
ing Equipment is a fast Ball Bearing Hanger Box 
mover and a profit maker One of the “Chicago Line. 


Simple in construction and easy 


4 yreceive ice . 
for many progressive dis to install. Operates at any speed 


tributors because of its without heating. Cannot wear 
high standard of per- the shaft. Noiseless and dust- 
formance and the undeni- proof. 


able fact that it does its 


The “CHICAGO LINE” Includes: 


mae OO POLO 





work economically. 


We will be glad to send 
you our catalog and our 
distributor plan. 


Daggett Loose Pulleys 
Daggett Hangers 
Daggett Friction Clutches 
Daggett Countershafts 

— All Ball Bearing 


Chicago Pulley & Shafting Co. 


19 N. Desplaines St. 


Chicago 








away and will then consider taking 
on the product because proof of de- 
mand has been furnished. In many 
such cases, the salesman will recom- 
mend that his house immediately take 
on the product in question. 

It may be that several salesmen 


| from different houses are cognizant 
| of the fact that the new paint manu- 
| facturer is making headway. In this 
| case, there will follow spirited bid- 
| ding for a connection with the fac- 





tory. It is then time for the manu- 
facturer to step in and select the dis- 
tributor he feels best fitted to sell the 
line. After turning his line over to a 
distributor, the manufacturer, of 
course, should cooperate with him in 
every reasonable manner. 

The time is past when a manufac- 
turer, seeking an outlet in any terri- 
tery, can step in and wrest a valuable 
distributor account from a competi- 
tive manufacturer, without doing any 
advertising or preliminary work 
whatsoever. It is generally true that 
industrial distributing executives have 


| given considerable study to the selec- 


| tion of the lines they are handling 


and have thus satisfied themselves as 
to their merit. Under these circum- 
stances, distributors are very apt to 
shake their heads at the offer of com- 
petitive articles, the future of which, 
in their territories at least, is veiled 
in mystery. Particularly will distrib- 
utors turn a deaf ear to a new propo- 
sition, if taking it on means sacrific- 
ing an old established line. 
Therefore, if a manufacturer in at- 
tempting to secure distributor outlets 
will go to the distributor with infor- 
mation to prove definitely there is a 
ready market for his merchandise in 
the territory, he can expect far bet- 
ter results than if he asks the dis- 
tributor, not only to take on the line, 
but to create a demand for it as well. 





We Heartily Endorse the Mer- 
chandising Plan 


(Continued from page 19) 


| program of The Joint Merchandis- 


ing Committee very carefully and are 
confident that it is one of the greatest 
movements ever undertaken in the 
mill supply industry. With the abil- 
ity that is behind the movement, it 
should certainly meet with marked 
success. (Continued on page 100) 
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AG: Dente tik ca se Wright High Speed Hoist and 
aes Wright Timken Roller Bearing Trolley is 

- ¢embined into one unit... to save head- 
room and provide compactness. 


There is a Wright Distributor nearby. 











DISTRIBUTORS 
SERVE INDUSTRY 
ECONOMICALLY 


WRIGHT MANUFACTURING COMPANY 


BRIDGEPORT, CONNECTICUT 


An Associate Company of the American Chain Company, Inc. 











WRIGHT 
PRODUCTS 


Type “'W” Electric Hoist 


High Speed Chain Hoist 








Type WH—Low Headroom 
Electric Hoist 








100 


MILL SUPPLIES 
















Grinding 
Wheel 
Dresser and 
Boiler Tube 
and Flue 


Cleaner 


Cutters 
that Win and 
Hold Trade 


Oh, yes, there is a differ- 
ence in cutters. Not in 
physical appearance, may- 
be, but in the stuff that 
goes into them—in the 
service they give. Quality 
steel, quality workmanship 
(milling, not stamping) 
and scientific heat 
treating make Vincent 
cutters last longer. 





They can be sold on 
that point—especially 
these days. They are 
being bought for that 
reason all over the 
country. 


How’s your stock 
of cutters? 


The Vincent Steel 
Process Company 


Cutters of All Kinds— 
regular or special 


2434 Bellevue Ave. 
DETROIT, MICH. 


“In my opinion, the program mer- 


|its the support of all mill supply 


distributors.” 
*x* * x 


Another prominent distributor who 


asks that his name not be mentioned | 


writes: 
“T think the members of the Com- 
mittee are entitled to a lot of credit. 


| The idea of a campaign to sell indus- | 


try on the economic importance of 
the distributor is sound.” 


x * x 


These leading distributors and 
manufacturers have expressed great 
confidence in the forward-looking 
movement whipped into shape by 


The Joint Merchandising Committee.. 


They want to see it carried through 
successfully and are willing to do 
what they 
enthusiastic as to the results which 
the program, outlined by the Com- 
mittee will produce, 





The Stamp 
of Quality and Service 


Mr. Supply Dealer: 


| 
| 
| 


can to help. They are | 


provided it is | 
given a fair chance. But to give the | 


program a fair chance, the support | 
of many more distributors and manu- 


facturers than 


needed. 


already obtained is 

The Triple Convention can supply 
the additional support necessary. 
Whether it will or not is a question 
that is to be answered in Washington. 


What the Committee Has 
Accomplished 
(Continued from page 16) 
upon and a subscription blank at- 
tached to the report which was sub- 

mitted to the entire industry. 
Handicapped, as it was, by the 
severe business depression, the Joint 


e- ~ . | 
Merchandising Committee has made | 


remarkable progress. Subscriptions 
amounting to approximately $65,000 
have 
distributors and 50 manufacturers. 

A nation-wide research program 
conducted among manufacturers, 
users and distributors, has brought 'to 


been secured from about 150 | 


light a tremendous fund of informa- | 


tion concerning the economic impor- | 


tance of the distributor. 


In fact, despite unsettled business 
conditions, the Committee has suc- 


far-reaching educational campaign in 
the interests of economical industrial 


We manufacture 
supplies as listed 


Belting & Accessories 


Leather Belting 


Flat, Solid, 
Twist, Oak, 
Chrome, Raw- 
hide. 


Lace Leather 
(Sides and Cut) 


Rawhide, Indian 
Tan, Chrome. 


Rawhide Round 
(Safety Lace) 
Rawhide Pins 


Mechanical Leathers 


Packings, Wash- 
ers. 


Leather Specialties 


Straps, 
Covers. 


Rawhide Mallets & Hammers 


“If it’s made of Leather for 
Mechanical oo 
we make it’’. . a 3 


Joint 


Gears and Pinions 
(Spur, Spiral or 


Bevel.) 
(Non-Metallic) 
Rawhide, Fab- 
roid, Bakelite. 
(Metal) 
Iron, Steel, 
Brass. 


“Perfect” Oil Seals 
The 





MANUFACTURING CO. 


ceeded in laying the foundation for a | 


distribution—a campaign that will | 
prove a real benefit to every link in | 





CHICAGO 





ILL. 
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INDUSTRY IS BECOMING 
PIPE CONSCIOUS 


Realization of the terrific cost of pipe failure in 
industry is causing owners and engineers of power 
plants, mills, mines and factories to become more 
and more pipe conscious. While the pipe in any 
installation accounts for only a reasonable per- 
centage of the total cost of the plant, its failure 
usually results in loss and damage out of all propor- 
tion to the saving supposedly made when pipe 
unsuited to the service was originally specified 
and installed. 


Play safe. Out of the bag of tricks of modern 


ore, 


Pd aig mens  @ 
<TONCA 
%, PV faelt 


N o 
e 
ER ~.9" 


»~ 
COPP 
wr MO-LYB DEN-UM 


IRON 





science has come a pipe material that is intensely 
practical. About this metallurgical triumph there is 
nothing mythical, nothing theoretical. It is the 
result of more than twenty years of constant research 
and steady betterment. It is known as Toncan lron, 
and today this alloy of refined iron, copper and 
molybdenum, from the standpoint of resistance to 
rust and corrosion, unquestionably holds first place 
as a commercial pipe material, ranking second only 
to the far more expensive stainless alloys. 


Write for a copy of “Pipe for Permanence’— 
second edition. It will tell you why you should be 
in a position to supply this longer lasting pipe to 
your trade. . 





REPUBLIC STEEL CORPORATION 











GENERAL OFFICES =3Rg=" YOUNGSTOWN, OHIO 
PITTSBURGH SAN FRANCISCO BOSTON EL PASO BUFFALO ST.PAUL LOS ANGELES MASSILLCN 
CINCINNATI GRAND RAPIDS TULSA TOLEDO CHICAGO DETROIT BIRMINGHAM CLEVELAND 
NEW YORK INDIANAPOLIS DENVER SEATTLE ST. LOUIS DALLAS PHILADELPHIA MILWAUKEE 
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Ihe MATTHEWS 
COMPANY 


puts its cruisers 
logether with 


AMERICAN 
SCREWS 


OWHERE has the 

slogan ‘‘Put It To- 
gether With Screws’’ a 
more significant applica- 
tion than in the yards of 
a yacht builder. 


The Matthews Company, 
after considerable experi- 
mental work, decided to 
put its cruisers together 
with American Screws 


and has done so ever since. 


American Screws have 
gimlet points which are 
easy to start, true-run- 
ning threads which are 





easy to drive and deep 
slots and tough heads 
which make insertioneasy, 


oot 
You can do any job better i \ 5 
with American Screws. A 5 
Ask for them by name % SZ g* 

WwooD MACIINE stove Tre 

SCREWS scerws BOLTS BOLTS 


AMERICAN SCREW CO 


PROVIDENCE,R.I.,U.S.A, 


WESTERN DEPOT,225 WEST RANDOLDN SL.CNICAGO.ML, 


Put It Together With Screws 








the industrial chain—manufacturer, | 
distributor and user. | 
| 


The Committee can go to Wash- 


ington proud of its achievements. It 


has done a splendid job by setting the | 
stage for future progress. What that | 
future progress will be, however, de- 
pends entirely upon the action taken 
by the industry at the Triple Con- 
vention. 

A definite program to hammer 
home the economic importance of the 
distributor is in readiness. It’s up to 


the industry at large to put that pro- | 


gram into operation. 





Why We Are Buying More From 
the Distributor 
(Continued on page 25) 
business is transacted not only re- 
ceives the gratitude of the buyer, but 

also his respect. 

Many salesmen feel that a pur- 
chasing agent has nothing to do but 
interview salesmen. In reality this is | 
only a small part of his duties. 


where each item on his want list 
should be used in the plant. He must 


be familiar with all modes of trans- | 
portation. Years ago, all he had to | 


J 


do was to specify “express” on rush 
orders and “freight” on the rest. But 
today, with air, motor and interurban 
transportation, it is essential to have 
a general knowledge of traffic condi- 
tions. Schedules under which these 
various modes of transportation oper- 
ate should also be known. 
the buyer not only must understand 


A | 


successful buyer must know how and | 


In short, | 


NO STEAM TRAP 
IS LARGER THAN THE 
CAPACITY OF ITS 
DISCHARGE VALVE 





DP not be misled by the bulk of 
cumbersome float or bucket traps. 
_ They cannot remove condensate faster 


than the water will pass through their 
pin-hole orifices. 


The Sarco needs no pool in which to 
swim a float, nor does it waste time by 
waiting to fill and empty a bucket. It 
discharges condensation continuously 
as fast and as long as it forms. 


That's why it is one-third the size 
and one-third the price of big bucket 
and float traps. Sarco takes up no 


_ more space than a street ell. 


how each item is to be used and from | 
whom it may be purchased at the low- | 
est price, but how it can be shipped 


most economically. To acquire all of 


this knowledge takes much study. So | 


the next time you begin to narrate 
your favorite story, remember that it 
may mean the buyer will have to 
work overtime in order to hear it. 
Regardless of all the articles which 
have been printed in various maga- 
zines from time to time, many sales- 
men still think that the man in the 
plant has the power to eliminate price 


from the buyer’s vocabulary; that | 


through his friendship, business can 
be held longer. These salesmen will 


even go to a foreman’s house at night | 


if they cannot see him during the 
day. This is poor psychology because 
we nearly always hear about it, and 
the salesman practicing such tactics 
is almost sure to lose the business. 


Has only one moving part, the ther- 
mostatic element, which operates on a 
slight difference in temperature be- 
tween water and steam. Sarco is self- 
adjusting for all pressures up to 100 
Ibs. 


Over one million have been sold. 
Get your share of the profits on the 
next million. Write for our proposi- 
tion to jobbers, or use the coupon. 


SARCO COMPANY, INC. 
183 MADISON AVE. NEW YORK, N. Y. 


Branches in Principal Cities 


SARCO STEAM TRAP 


‘ SARCO CO., INC. 
' 183 Madison Ave., New York, N. Y. | 


Please send Booklet Z-95 and your 


‘special proposition to Mill Supply 
' Distributors. : 
sacs cater tas acca ond asset eetaneeeesi eae 
SAREE Shree OCR Ire ee ; 
ON adic eslnaicieuinncion State..... 
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Vhy Did He Come Back 
ig 









for 














HE attractive, clear-cut labels sold 
him his first box of Buffalo Bolts. 
But it took more than just labels to 
make a repeat customer out of him. 


Quality did it! 


Buffalo Bolts measured up to his ex- 

















pectation in every way. His men 


couldn’t strip the threads, couldn’t loose in the box, either. No wonder 
break the heads and every nut fitted he recommends Buffalo Bolts to every- 
every bolt perfectly. The nuts weren’t one! 


NORTH TONAWANDA, N. Y. 
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MAKE YOUR SALES GROW 


Welding and Cutting 


Equipment & Supplies 


VERY distributor knows 

that the market for high- 
grade welding and cutting 
equipment today is practically 
limitless. 


Take advantage of this great 
opportunity to step up your 
sales and profits with TORCH- 
WELD—the equipment that 
will increase your customers’ 
production, decrease their costs 
and minimize their repair prob- 


Write for 
Details on our 
Exclusive Money-Making 
lems. Proposition for Distributors 


TORCHWELD EQUIPMENT COMPANY 
224 N. Carpenter St., - - - - Chicago 




















HANDLE 


SHUR-GRIP 


handle you’d use yourself. It 
appeals instantly because of its 
obvious superiority. Here is a file 
handle that doesn’t have to be 
pounded on—it screws on—and no 
amount of pull, pressure or hard 
work can budge it. But just give 
it a little turn and it comes off as 
easily as the cap on your toothpaste 
and can be used over and over, 
outlasting many files. It’s this 
efficiency and economy that makes 
the SHUR-GRIP sell, that makes it 
an excellent entering wedge 
for salesmen. It is well 







The handle is made of 
\ selected hardwood, 
\ shaped to fit the hand 
. comfortably. 
\ 
Y 


| The hollow center takes 




















HE SHUR-GRIP is the file 


the extended tang of even 
|the longest file. 


This flexible spiral of 
ease-hardened, square 
steel cuts its own thread 
right into the tang, like 
a die, holding the file 
absolutely rigidly. 


This pressed steel casting 
prevents the gripping de- 
vice from turning or ex- 
panding. 


rhe steel ferrule is forced 
securely into the wood 























1 

worth the difference in price ‘ y Oo FG CO 

to your customers—and the : Hi R M ad or INC. 

profits are worth your ' 205 VARICK STREET, NEW YORK, N.Y. 

while. The coupon brings : ; : 

you quotations. i interested in selling SHUR-GRIP 
t file handles. Please send me further infor- 
: mation and price list. 
: PEE erent siaicccucsnunkaaaaadaneeduese wae 
OO a ca thd wie cate Siah bb ny he paunaion 
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This attitude on our part does not 
mean we want to keep the salesmen 
out of the plant. On the contrary, 
they can only perform the greatest 


| amount of service to the buyer when 
| they do get into the plant. My point 
| is that a salesman should never go 


into the plant without the consent of 
the buyer. If your customer is averse 


| to this practice, sell him on the idea 


that he is passing up important 


| opportunities by not capitalizing on 


your experiences concerning the 
products you are offering. Sell him on 


| the opportunity he is passing up by 


not letting you in the plant, but do 
not risk your chances for business by 
going over his head. 

After years of buying experience, 
I have concluded that there are no 
permanent business relationships. 
Sometime, between the most satisfied 
user-distributor combination, there is 
going to be a rift. Therefore, it is 
my advice to all salesmen to establish 
a regular time for calling on impor- 
tant prospects regardless of whether 
you get an order or not. Then, when 
that slip-up does occur the name of 
your house will be the first to enter 
the buyer’s mind. 


(. RAL curtailed buying has 
proved again, “It’s an ill “wind 
that blows nobody good.” Obviously, 
the industrial user has now turned to 
the distributor for many items which 
were formerly purchased direct. This 
should present a new opportunity to 


| the distributor’s salesmen. 


If you are “on the job” now and 
endeavor to keep in good standing, 


you have a real opportunity for in- 


creasing your volume substantially 
with the return of more activity in 
business. This reminds me of a story 
which I heard Charles M. Schwab 
tell on himself the other night. As a 
young man, Mr. Carnegie made him 
manager of a steel mill. One day on 
a trip of inspection he found every- 
body at work except an old Irishman 
who was sitting in the pit of an open 
hearth furnace, contentedly smoking 
his pipe. Mr. Schwab called to him 
to get out of there. 

“And who might you be?” yelled 
the old man. 

“I’m the new manager,” replied 
Mr. Schwab. 

“You’ve got a damn fine job, 
young man; take care of it!” 

And so, I should like to say to 
every distributor’s salesman, “You've 
got a fine job, take care of it!” 


— 
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THE NEW ANDERSON 
MODEL A STEAM TRAP 
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THE NEW MODEL”A” ANDERSON STEAM TRAP 

















Recessed gas- 
ket prevents 
any possibility 
of F enwangrimart 


Valve of 
Nitralloy. 


Bucket clevis 
heat treated, 
rust-resisting 

alloy. 


Valve seat of 
Nitralloy. 


Deflector pre- 
vents partial 
closing o 
valve when 
there is an in- 
rush of con- 
densate. 


Clevis pin and 
lever pin heat 
treated, rust- 
resisting alloy. 


HIS ADVERTISEMENT announces Silvertop, the 
new Anderson Model “A” Inverted Bucket Steam 
Trap. This trap combines all that is best in ex- 
isting inverted bucket traps with a simplicity, capacity 
and certain features to be found in no other steam 
trap. Silvertop Traps will take care of more pounds of 
condensate per dollar than almost any trap youcan buy. 


Notice the following features: First, the simplicity 
of the working parts, which makes for longer wear 
with uninterrupted service. The valve is mounted on 
a lever, eliminating compound levers and valve 
stems which retard the flow of discharge. Second, 
the deflector on which the inverted bucket rests 
when the trap is discharging. In the center of this 
deflector is a small orifice which prevents excess of 
inflowing condensate from impinging on the bottom 
of the bucket, which would cause it to rise and parti- 
ally close the valve. The excess condensate is deflected 
toward the trap body and passes - through the trap 
on the outside of the inverted bucket. This deflector, 
in diverting the inflowing stream, washes the heavy 
sediment not in suspension from the bottom of the trap 
and carries it off with the discharging condensate. 
Third, both valve and seat are made of Nitralloy, the 
best erosion-resisting metal obtainable and all levers 
and pins are of heat treated, rust-resisting alloy. 





Silvertop “the copper colored trap with the silver 
colored top” is a steam trap triumph that will 


“He : The illustration above shows the manner 
revolutionize steam trap problems. Silvertop becomes 


a noteworthy addition to the nationally known - which the air - discharged along with 
Anderson “Man-size” Steam Trap Line. Send the the discharging condensate. Notice thenew 
coupon for details and prices. exclusive Anderson deflector at the bottom. 





Please send me complete information including sizes, capacity and prices on 
the Anderson Silvertop Steam Trap. 








Nome of firm 





Attention of alii 
Address STEAM TRAP 







City iesiiticanliecapinniansisss 


THE V. D. ANDERSON COMPANY 1935 WEST 96th STREET 


CLEVELAND, OHIO 
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Buying Modern Equipment 
Is Buying Net Profit 


NET profit equals gross receipts minus operating ex- 
~ * penses. Gross receipts are subject to violent shrink- 
age—such as they have suffered during the past year. Oper- 
ating expenses are subject to limited control. 


As gross receipts shrink, operating expenses must shrink 
unless net profit is to suffer. 


As plant operation recedes below normal, the control of 
operating expenses becomes increasingly important. 


In these days of 50% operation, modern equipment af- 
fords the opportunity to obtain decreased operating ex- 
penses. Modern equipment means, in the product, higher 
quality, greater uniformity, fewer rejects; and, in plant oper- 
ation, fewer shutdowns, less floor space, reduced mainte- 
nance costs. In other words, it means greater net profit. 


Any increase in net profit immediately increases the com- 
petitive ability of your sales force. 


More than ever, the man in the plant has the oppor- 
tunity to make equipment recommendations that will mean 
lower operating expenses. Purchasing modern equipment 
now means buying net profit now. 


ACID 


Editor 


Maintenance Engineering 





REPRINTED FROM THE JANUARY, 1931, ISSUE OF MAINTENANCE ENGINEERING, 
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Broader 





This Splendid Line 


FASTER 




















Drills 


The U. S. line comprises the 
world’s widest range of portable 
electric drills — 4 to 1%-inch 
capacity, light and heavy duty. 
Drill stands. Drill accessories— 
saws, wire wheels, etc. Also port- 
able electric screw drivers, tap- 
pers, blowers, saws, sanders, 
socket wrenches, etc. Their 
greater power, lighter weight and 
longer life have made U. S. Port- 
able Electric Tools “The Good 
Mechanic’s Choice’ ever since 
U. S. introduced the first drill to 
the world over thirty years ago. 
All ball bearing. Chrome nickel 
steel gears. Trigger switch, etc. 














Grinders 


U. S. Grinders, (all ball bear- 
ing), supply practically every 
grinding need in industry: Port- 
able, bench, pedestal, tool post, 
flexible shaft, internal, surface, 
variable speed, high speed, snag- 
ging, etc. Patented features in 
many of these give you the exclu- 
sive advantage in their sales. U. S. 
Grinders are built in accordance 
with the Safety Code of the Amer- 
ican Engineering Standards Com- 
mittee, Bulletin 436 of the United 
States Bureau of Labor Statistics! 
Their motors are built for contin- 

uous, heavy duty service—built 
to A. I. E. E. standards. 





~ Phe United States 


Dept. H, 2498 West Sixth Street, 
Export Sales Representative-WESTINGHOUSE ELECTRIC 


Canadian Division—MAPLE LEAF 
Atlanta, Boston, Chicago, Cleveland, Dallas, Denver, Detroit, Minneapolis, 
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—-Better 


| SELLING 
of U. S. Equipment 





— 










~ 


Flexible Shafts Buffers 


U. S. Buffing and Polishing Ma- 
chines, too, enable you to supply 
every need in all the plants in 
your territory. More than that, 
many of the new, patented mod- 
els give you and only you the op- 
portunity to sell in many in- 
stances. The construction and de- 
sign of all U. S. products are not 
surpassed. U. S. prices and dis- 
counts are right. And the U. S. 
Policy protects you in your ter- 
ritory. Nearby branch offices and 
servicing points give you every 
advantage. U..S. advertising and 
sales helps support you. 





The U. S. Flexible Shaft line 
not only provides every type of 
machine and attachment for flex- 
ible shaft use, but embodies a 
host of new, patented features ex- 
clusive to this line: SIX differ- 
ent speeds (1000 to 6000 r.p.m.) 
from one machine! Rotary mill 
cut files that outlast ordinary files 
2 to 8 times! The core is the 
strongest made! Ball bearing 
hand piece! Slide couplings in 
casing taking up all end play! 
Shafts running on spiral bearing 
the full length of housing, etc. 

















Electrical Tool Co. 


Cincinnati, Ohio, U. S. A. 

INTERNATIONAL CO.—150 Broadway, New York City 

ELECTRIC TOOLS, Ltd.—Toronto 

New York, Philadelphia, Pittsburgh, San Francisco, St. Louis, Seattle, Syracuse 
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BELMONT STYLE No. 606 ASBESTOS GASKET 





BELMONT VALVE STEM-BRAIDED AND TWISTED 





BELMONT FLAX COIL 


DISTRIBUTORS 


OP 


Belmont Packings are the an- 
swer to that long-felt need for 
better packings! Only the high- 
est grade asbestos, flax and rub- 
ber is used in Belmont products. 


Our asbestos, flax and rubber packing 
lines are complete in every detail. 


Belmont’s Policy 


is to market its product through the 
distributor and in so doing to give 
the latter every sales help within its 
power. Consequently BELMONT S— 


National Advertising 
in consumer trade papers, brings 


out the features of BELMONT pack- 
ings and makes widely known the 
fact that they are to be obtained 
through the distributor— 


Field Service 


by means of which factory trained 
men are available to work with dis- 
tributors and their salesmen among 
customers and their prospects, assur- 
ing proper application of BELMONT 
packings— 














SELMONT 





> “THERE IS A BELMONT PACKING FOR EVERY SERVICE” - - - 








XU 
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LOOKING 


for BETTER 
PACKINGS / 


Catalog and Circulars 
our 92-page catalog is distributed 
freely, and a series of circulars, bear- 
ing the distributor’s imprint, are 
offered for direct mail service. 


Belmont’s Distributor Policy 
with its co-operative sales plan, com- 


bined with BELMONT quality, 
make this line a winner for the in- 
dustrial supply house. 








Write for Details of the Belmont Plan 





BELMONT STYLE No. 611 





THE BELMONT PACKING & RUBBER CO. 





OO 


PHILADELPHIA, PA., U. S. A. 
HIGH PRESSURE VALVE DISCS—OVAL AND ROUND 


PACKINGS 


- - > “THERE IS A BELMONT PACKING FOR EVERY SERVICE” 

















SACSIP UNIVERSAL 
PILLOW BLOCK 
adaptable for the varying and 
exacting requirements of 
machine applications 


SiS UNIT PILLOW BLOCK 
for applications where 
simplicity of installation is desired 


LOW BLOCK 
heavy duty 
pplications 





SACS” ROLLER BEARING PILLOW BLOCK 
for the most severe applications 
in industry. 





SCS” FAN BOX 


for universal use 


on majority of 


fans and blowers 


OMPLETE bearing units... 
housings and bearings... in 
variety to meet every need and 
produced up to KNOWN Sis 


standards of quality. 


GS Pillow Block housings 
are made with the same atten- 
tion to essential detail that is 
characteristic of SSF Anti- 
Friction Bearing Production. 

Designed to meet the lubri- 
cation needs of the bearings... 
machined to FIT the bearings 





A NEW COMPLETE 


LINE OF SKF PILLOW BLOCKS 


to the exacting requirements of 
good performance . .. these hous- 
ings, coupled with the bearings, 
offer you the advantage of a 
perfectly coordinated bearing 
unit that will measure up in 
every way to time-tried stand- 
ards of performance. 


And where performance takes 
preference over price, there is 
an SStS Bearing and Housing 
.-. for every need. Write for 
more details now. 


SKF INDUSTRIES, INC., 40 East 34th Street, New York, N. Y. 
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»~...e-AND A NEW CATALOG 


TO HELP YOU GET THE BUSINESS 
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BALL AND ROLLER BEARING 


PILLOW BLOCKS 
SHAFT HANGERS | 








A BC MILL SUPPLY CO. 


AUTHORIZED DISTRIBUTORS 
1492 COLUMBUS AVE., TRENTON, N. J. 


(Typical Distributor Imprint) 
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THE PAPER INDUSTRY » 


for donee Speed 















W. A. JO 


HE really modernized Paper Plant employs 

speed reducers in a majority of the opera- 
tions requiring speed reduction. But many ex- 
ecutives in this field have not yet fully investi- 
gated the advantages of installing speed reducers 
in their plants. There is where the enterprising 
distributor handling JONES equipment has an 
opportunity to do a comprehensive and profit- 


able selling job. 


Compare the compact, power sav- 
ing JONES Speed Reducer Drive 
in the upper photo with the cumber- 
some, trouble brewing installation at 
the right. 





JONES Speed Reducers are preferred 
by leaders in the Paper Industry because 
they effect increased plant efficiency, 
lower power costs, practical elimination 
of maintenance costs, and, most import- 
ant of all, maximum drive dependability. 
JONES provides the right drive for 
practically every operation in the mod- 
ern pulp and paper plant. 


OPPORTUNITY FC 
~ ie Fm 1 ‘e to 
DISTRIBUTOR: 
-) > EINE VW J i it . 


A JONES distributor is a protected dis- 
tributor. We provide him with adequate 
sales information and expert engineering 
service. A special advertising plan helps 
establish JONES distributors in their terri- 
tories. Write today for more information 
on our products and our distributor policy. 
Remember—there is a substantial profit on 
every sale of JONES Speed Reducers. 


ES FOUNDRY 


4401 ROOSEVELT ROAD, CHICAGO, ILL. 
V-BELT SHEAVES, CLUTCHES, COUPLINGS, HANGERS 
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Another Key Market 


Reducers 


The Paper Machine - - Nowhere 
in all Industry is Power Drive 
Dependability more important 


That is why executives of modernized paper 
plants employ JONES Speed Reducers on it. 
Every one of its drives — screens, wire shake, 
couch roll, presses, dryers, calender stacks, reels, 
winders—all can best be powered through JONES 
Speed Reducers. JONES Reducers occupy less 
space, make less noise, consume less power, re- 
quire less maintenance — and render maximum 
dependability. Distributors can profitably drive 
for sales of JONES Speed Reducers in connec- 
tion with Paper Machines in the many plants 
that have not yet been modernized. 


TYPICAL APPLICATIONS OF JONES SPEEI 


r « ‘ : ir AA RE Rae 
- WS Nm ~t > i f he i) 


THE HERRINGBONE 
Two Types---Herringbone and Herringbone-Maag. 


For heavier duty work, requiring medium ratios where 
large motors are employed. Especially suitable for shock 
loads and reversing service. Typical applications include 
drives for paper machine, rod mills, conveyors, elevators, wet 
machines, coal handling equipment, etc. 


THE SPUR 
For medium duty work, where load is fairly smooth, even 
and uniform; for medium sized motors where large ratios 
are required. Typical applications include drives for wet 
machines, deckers, thickeners, super calenders, etc. 


THE WORM 


For installations requiring a right-angle drive; where silent 
operation is essential and high efficiency in heavy, shock and 
peak loads is required. Typical applications include drives 
for paper machine, conveyors, elevators, barkers, rod mills, 
agitators, etc. 


& MACHINE CO. 


MANUFACTURERS OF SPEED REDUCERS, GEARS, PULLEYS 
AND GENERAL POWER TRANSMISSION APPLIANCES 





WIRE SHAKE 


Wire shake driven by JONES Herring- 
bone Speed Reducer, Ratio 4 to 1. 





COUCH ROLL 
Couch Roll driven by JONES Worm 
Gear Speed Reducer, Ratio 454 to 1, 450 
r.p.m., 65 h.p. motor. 





PRESSES 


Presses driven by JONES Worm Gear 
Speed Reducer, Ratio 454 to 1, 450 r.p.m., 
65 h.p. motor. 





Next Month: — “The Paper 
Industry” Continued — Data 
on opportunities for sales of 
JONES Speed Reducers in 
connection with Pulp Mill 
Process Equipment and Con- 
veyors and Elevators. 
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LOWELL 


BIAF Ewe -STEEL 
» WRENCH 


Bends to Warn 
You, BUT WILL 
NOT BREAK 
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The New Lowell Safety-Steel Wrench 
Tested to Stand a Pull of 2200 to 


2400 Pounds and Guaranteed not 
to Break... 


The new Lowell Safety-Steel Wrench is made 
of an electrically treated metal of unusual strength. It is so strong that a 2-foot 
wrench cannot be bent or broken by ten men. Along with this added strength 
of metal, Lowell Safety-Steel Wrench has full enclosed ratchet and parts that 
have an absolute crushing action on hardened Steel Pawls. 


Every handle of Lowell Safety-Stee/ Wrenches 
is unconditionally guaranteed not to break ...anew handle without charge if 
one breaks. Put them to work soon. . 


LOWELL WRENCH CO. 


WORCESTER, MASS., U.S.A. 


PUMP IT HOME WITH SAFETY WITH A LOWELL SAFETY-STEEL WRENCH 
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Consistently 
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HESE five advantages 
make Brown & Sharpe 
Tools and Cutters consist- 
ently profitable lines for the 
Industrial Distributor: 





Completeness 


Over 2300 useful precision tools. 
Also arbors, collets, pumps, vises, 
etc. Over 35 styles and 2000 
sizes of Stock Cutters, also Spe- 
cial Cutters for any requirement. 


Ready 


Acceptance 


Brown & Sharpe Tools and Cut- 
ters have been readily accepted 
for over 80 years for the most 
exacting mechanical work. 
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Cooperation 


Continuous advertising to the dis- 
tributor’s customers. 


New Tools and 
Cutters 


Frequent and timely additions to 
these lines enable the distributor 
to fill every usual and unusual 
demand for tool and cutter equip- 
ment. 


Dealer 
Protection 


The Brown & Sharpe Policy has 
always been to protect Brown & 
Sharpe Dealers and to encourage 
buying through them. 


These features make the 
Brown & Sharpe line always 
easy to sell. Brown & Sharpe 
Mfg. Co., Providence, R. I. 
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ILWAUKEE 
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MILWAUKEE BRUSH MFG CO 


“Mono- 
Bilt” 
Center 
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ers, who, once using MILWAU- 
KEE Brushes, insist upon them 
thereafter. 
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INDUSTRIAL BRUSHES 


REWARD SALES CONCENTRATION 
by DISTRIBUTORS ~» ~» 





NDUSTRIAL brushes 
are worth sales race ay 
eal tion when they are MIL- 


WAUKEE made. Such is the 
quality and salability and so allur- 
ing are the profit possibilities on the 
MILWAUKEE Industrial Brush 
line that distributors who handle 
it are thoroughly sold on it—but 
no more so than are their custom- 

















“A COMPLETE LINE” 

e “Right” brush for every 

Industrial Application 

It is MILWAUKEB’S proud and 

justifiable claim that its Industrial 

Brush line is complete. You can 

cell al thi requirements on 
tically all their requirements from 

our standard stock. And if they 

require special brushes, we'll make 

them from specification. The com- 

Brush line enables the distributor's |S res 
Brush line enables the distributor’s 

salesmen to sell it with confidence 

and profit. And we are always |S RS 
ready to help you with advice in 











choosing the right brush for a par- 
ticular application. Ask for our REMEMBER 
Catalog No. 29. 





MEANS “BRUSH £X CELLENCE”’ 


THE MILWAUKEE BRUSH MANUFACTURING Co 


764 TO 790 SOW STREET 


MILWAUKEE 
WISCONSIN 


_ 


| Seay a PR ie enclose 
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per HE Bunting Brass & Bronze Company takes this 
dein of expressing gratitude and appre- 
ciation for the practically unanimous endorsement of 
Bunting Phosphor Bronze by the Mill Supply Whole- 

salers of America and the world. 
The company’s manager of mill supply sales . . . 


Mr. E. N. Beisheim, will be pleased to 










meet the trade in his quarters at the 
Wardman Park Hotel during the 
Triple Mill Supply Conven- 
tion in Washington. Be 
friendly. . . Drop in. 





The new Bunting 
Copper-Bronze and 
Bunting Lead Hammers 


are creating aw velewe and T te E ak U N T I N ds ae Rr A “ey % 
profit for Bunting distributors. TOLEDO 


BRANCHES AND WAREHOUSES AT NEW YORK » CHICAGO » BOSTON 


— BUNTING — 


QUALITY’ 


CORED and SOLID BRONZE BARS == 
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-~q AR MORE than a product of such spectacular quality 





< that one trial produces a life-long customer is offered 
to the mill supply wholesaler in Bunting Phosphor Bronze 
Cored and Solid Bars. 
The experience of leading successful wholesalers in 
all markets reveals that the Bunting franchise is a perma- 
THE LEADING f | h hi h h h “ 
OSARINS Weta nent asset of real worth which enhances the entire oper- 
ae ation of the wholesaler holding it. Here is a real bearing 


metal deal that works out with absolute fairness, the 





constant assurance of adequate profit and truly mutual 








56 
Lorner COUNTRIES P 


constructive benefits. . . . It will pay you to look into it. 


& BRONZE COMPANY 
OHIO 


PHILADELPHIA » SAN FRANCISCO »» EXPORT OFFICE: TOLEDO, OHIO 
QUALITY sii. 
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THE DISTRIBUTOR) 
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RVINDICATES 
OUR JUDGMENT 


\4 OOD’S cast its lot with industrial 
distributors many years ago when it de- 
termined upon a policy of marketing its 
products through them. 





Consistent adherence to this policy has 
vindicated Wood’s judgment—repaid am- 
ply its faith in the distributor. For only 
through this method of marketing could 
Wood’s have attained the preeminence in 
the manufacture of Power Transmission 


Machinery which it holds today. 


And many distributors will tell you that 
their present high standing in their com- 
munities was made possible in large meas- 
ure by the wholehearted cooperation of 
the T. B. Wood’s Sons Company and 


other far-sighted manufacturers. 


On the eve of the 1931 Triple Mill Sup- 
ply Convention, Wood’s desires to ex- 
press again its unbounded faith in the dis- 
tributor and its intention to continue the 
thorough cooperation it has long pro- 


vided him. 


T. B.Wood’s Sons Co. 


Chambersburg, Pa. 











New England Branch: Southern Branch: 


Cambridge, Mass. Greenville, S. C. 


' POWER 
.| Beles 
oy MACHINERY 
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Mr. Distributor — 
Do You SELL|| 
Money on It— 


























First Distributor—‘‘Leather Belting has Second Distributor—‘I was pretty near licked, too, till I tried the 
certainly got me licked! My salesmen ‘Johnson Way’. Now I make money on Leather Belting—on every 
are all washed out on it. We just can’t sale. My salesmen are enthusiastic about the Johnson line and push 
meet the prices of direct sellers. True, it hard. Believe me, I can meet the prices of direct sellers. Johnson 
we carry a stock because we have to has no salesmen—and passes the savings along to us in lower prices. 
but that’s about all. We just handle And, man, how they cooperate with us—and how my customers like 
Leather Belting—we don’t sell it.’”’ Johnson Belting!’’ 


TANNERS > > > » > > < MANUFAC 


Bt 
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In Which Class Are You? 


Leather Semen and Make 
or Do You Merely “Handle” It? 











You must be chafing under your Leather Belting 
problem—if you are not handling the right line. You 
wonder—and rightly so—why you should carry items 
you can’t really sell—and can’t make a profit on. Yet 
your status as a distributor demands that you handle 
Leather Belting. Then why 
not make money while doing 
it? 


Absolute sales protection. | 

(We sell our products 100% 

through distributors.) | 

Now—at this Triple Mill Supply Convention— 


take up this question of Leather Belting seriously. (We Ve _ | 
guarantee uni- || 


You can sell Leather Belting and make your ef- | formly high quality in our 
forts pay by handling the Johnson line—if yours is | Americas Niagara and 
a live wire organization, serious about doing a real Jobeco brands of Leather 
job, completely out of the “warehouse” class. Belting because of our com- 
Johnson’s attractive prices, quality and complete- plete manufacturing control 
ness of its line enable you to profitably meet direct from green hide to finished 
selling competition. Johnson’s sales cooperation helps product.) 


you to do an aggressive and effective selling job. fn ein dies ole 


Ask any Johnson distributor about our products, promotion service to your 
our prices and our sales policy. We have distribu- | customers and prospects. 
tors in every section, though our present merchan- 1] pa ee 
dising policy has been in effect only six years. And | 2 ee eee wee 


|| ice for your salesmen to help 
we haven’t lost a distributor during that period. | hom do 0 “vel” ellen ak 


If you want to make money on Leather Belting, 
write us. Remember we have no salesmen. That’s 


One price — the lowest — 
why we can offer you such attractive prices. 1} 
1} 


for all distributors. 


i 
i 
i 


L — a 








Write for Complete Information 
on Our Line—and Our Distributor Plan 








CURRIERS 
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GC ila Ee Sees 
—_WELL BALANCED _ 


ef METAL DOWELS 


-/ nvestigate 
this new 
and better 
Pulley 











Maximum Efficiency 
at Minimum Cost \ 


\ 
\ / 
A‘. Leather Fibre Pulleys ably meet \ ] 
the demand for maximum power effi- / 
ciency at minimum cost. This new pulley de- / 
velops to a remarkable degree the recognized / May we send 
high efficiency of leather for transmission of ee eT 


power. 


ATLAS Leather Fibre Pulleys embody an im- 
proved type of construction especially adapted 
to electric motor service and other drives 
where speed constancy and durability are es- 
sential at no increased cost over other motor 


pulleys. 





Your sales opportunities with this new and 





modern pulley are virtually unlimited. We 





Nene al will be glad to give you prices and complete 


NULLEYY, aa ile ak. Se aR 
ATLAS LEATHER COMPANY 


CASEYVILLE, ILLINOIS 


Established 1905 
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RED. MEN 
BLACK MEN 








to this Industrial Buyer of Files 


HEN he comes down to the office there 
are certain decisions which to him are no 
more difficult than the choice between red and 
black men in a game of backgammon at home. 


For instance, he will not worry whether you 
offer him Nicholson or Black Diamond Files, 
knowing that both brands are made to a uni- 
form level of excellence under the direction 
of the world’s foremost manufacturer of files. 


This year, national advertising is featuring both 
Nicholson and Black Diamond Files. And 
the mill supply dealer is mentioned to 
the industrial buyers who read this advertising. 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S.A. 


Providence Factory Philadelphia Factory 
Nicholson File Co. G. & H. Barnett Co. 
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AStandard For Your Production 


You have a standard for square dealing, a standard for purchasing, a standard for selling and discounting and a standard for all 
around efficiency. All of these measure the worth of the several phases of your business. 





There is also a STANDARD that is a real measure of value for your production, a STANDARD on which to rely. 


You'll find this value in STANDARD Drills, Grinders, Buffers and Polishers. It is real value made possible through many years 
of experience in the manufacture of Electrical Tools. 








A combination such as 
General Electric Motors 
SKF Ball Bearings 
STANDARD Precision Workmanship 


can mean but one thing, REAL VALUE. 


There is a copy of our new catalog No. 36 for you. Write today for yours and see the STANDARD that fits your needs. 


No. 50 HIGH SPEED BALL BEARING SNAGGING GRINDER 


General Electric 40° ball bearing motor and push button control. For 
use with High Speed Wheels operating 9000 S.F.P.M. Dayton V cog 
belts. Spindle 4” nickel steel. 


















Horse- WHEELS No. of 
Power Dia. Face Hole “V" Belts 
1% 20” 2” to 4” 10” or 12” 3 

10 24” 2” to 4” 10” or 12” 3 


15 30” 2” to 4” 10” or 12” 4 

























Three Speeds provided by 
three step pulleys on arma- 
ture shaft. 

Arrangement to prevent 
wheels from operating in ex- 
cess of recommended periph- 
eral speed. 


Specifications on request 





DEALERS 


There is an attrac- 
tive sales plan for 
you. Let us send 
you full particu- 
lars. 





THE STANDARD PROPER SPEED BALL 
BEARING BUFFERS AND POLISHERS 















HEAVY DUTY GRINDERS 





Dayton “V” Cog Belt Drive = E. ."a — - Push Button Control. 

The spindle overhangs the bottom of the front of aes - ». oe Bearings. Nickel Steel 

base 8 inches, which is a big advantage for large Armature Shaft. Made in 5, 744 and 10 H.P. 
work. Made in 3, 5 and 7% H.P. sizes, any speed sizes, 


from 2000 to 3200 R.P.M. 





ALSO 


Various sizes and types of 





Angle Plate Grinders 
Internal-External Grinders 
Tungsten-Carbide Grinders 

Aerial-Portable Grinders 
Dise Grinders 
Tool Post Grinders 





BALL BEARING BENCH GRINDERS Buffers 
ee Se ae co who % Special Machines G. E. Universal Motor Drills made in 
H.P., 12-inch wheels. : sizes from % to 1%-in. Ball Bearing. 
THE STANDARD ELECTRICAL TOOL CO. 
. 1950 W. 8th St. CINCINNATI, OHIO 
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THE INDUSTRY 
PROGRAM 
DESERVES SUPPORT 

















HE Skinner Chuck Co. 
was one of the manu- 
facturers to support 
the progressive program undertaken by the Joint Mer- 
chandising Committee of the Mill Supply Business. The 
Skinner organization looks for great benefit to come 
from it to the whole industry. 


The Skinner Chuck Company's sales policy has for many 
years recognized the distributor in a practical way. We 


have supported him, protected him and cooperated 
with him to the fullest extent. 


And now we go on record again as being ready to do 
everything within our power to help bring about gen- 
eral recognition of the important role the distributor 


plays—and to cooperate with him in a constructive pro- 
gram of profitable sales specialization. 


Skinner Chucks 
Hold Everything! 











Large work or small—on every type of 
modern machine tool requiring a 
chuck. No matter what the chuck re- 
a i quirement, the Skinner distributor can 
| ee fill it with a "Grip Quick and Hold 
| Tight" Skinner. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN, CONN U.S.A, 


The complete Skinner line meets every chucking need on 
lathes, tappers, milling machines, turret lathes, automatic 


si — machines, surface grinders, multiple spindle chucking ma- 
Skinner Air Operated chines, broach grinders and drills. 


| Wrenchless Chuck | 










































¥ 


Skinner Independent Chuck 

















Skinner Universal Scroll Chuck Skinner Drill Press Vise 
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More than fifty de- 





signs to meet your 
every need 






















tampering 



















Protected Nozzle 
Guarded Hood 


Volume control 
is protected from 


Filter removable 
for cleaning 





Approved Sanitary Designs 
Large catch bow] easy to clean 













Nozzle above line 
of overflow of 
bowl 















Nozzle back out 
of line of drip 
from orifice 
in hood 











Automatic stream regulator 


Self closing valve 








Meets specifications of leading 
sanitary authorities, 
architects and educators 
everywhere 














Puro Sanitary Drinking Fountain Co. 


If your dealer cannot supply you ask 
for our large catalog describing 


the full line 


15 Main Street 
Haydenville, Mass. 
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the right file for 


their work. 





from the many unsolicited let- 
ters received from our satisfied 
distributors, we quote 


A Letter 


. from one of our 
oldest distributors 


Distributors who are interested in the profits possi- 
ble from handling American Swiss Files of Precision 
will be interested in the experience of other distribu- 
tors with this nationally known quality file. 


American Swiss co-operation with distributors is a 
matter of some thirty years standing. And the result 
is that American Swiss’ Distributors Directory reads 
like a “Who's Who” of the mill supply world. 


Of the many friendly letters on this subject (on 
file in our office) the following from a prominent mid- 
west distributor is typical: 

“Our appreciation of your line is evidenced by it being 
the only line to receive seven full spaces in our calendar 


—which is further supported by the individual and collec- 
tive interest of our entire sales organization. 


“We are only too happy te voice the remarks of other 
dealers in that we have less trouble with American Swiss 
Files than we do with any other item and when you con- 
sider that it is a Precision Tool, it reflects not only high 
quality but very careful inspection on your part.” . 
Distributors in open territory for either American 

Swiss Files or American Swiss Mechanics’ Hand Tools 
(the two lines are separate) may be interested in hear- 
ing how we co-operate with our distributors in selling 
this profitable and widely known line. An inquiry 
will receive prompt attention. 


AMERICAN SWISS FILE & TOOL CO. 
410-416 Trumbull St. Elizabeth, N. J. 


pNZEaN 


wisS 


files of precision 


Also manufacturs of 
Mechanics’ Hand Tools and Knurls 





DIRECTORY 
of 
AMERICAN 
SWISS 
DISTRIBUTORS 


Baltimore, Md. 

The L. A. Benson Co. 
Boston, Mags. 

Chandler & Farquhar Co. 
Bridgeport, Conn. 

Hunter & Havens 
Brooklyn, N. Y. 

—— & Koetzle Hardware 

0 

Buffalo, N. Y. 

Louis F. Seltenreich 
Chicago, Ill. 

Samuel Harris & Co. 
Cincinnati, Ohio 

Bingham Tool & Supply Co. 
Cleveland, Ohio 

White Tool & Supply Co. 
Dayton, Ohio 

M. D. Larkin Co. 
Detroit, Mich. 

The Boyer-Campbell Co. 

Chas. A. Strelinger 
Elizabeth, N. J. 

Hand Hardware Co. 
Hartford, Conn. 

—_ Robinson & Williams 


Kenosha, Wis. 
Wm. Burke Hardware Co. 
Long Island City, N. Y. 
Long Island Hardware Co. 
Los Angeles, Calif. 
Ducommon Hardware Co. 
Milwaukee, Wis. 
Phillip Gross Hardware & 
Supply Co. 
Newark, N. J. 
Banister & Pollard 
Oppel, Glanfield & Rowe 
Seither & Ellis 
Squier, Schilling & Skiff 
Wilcox, Slidders & Jones 
New Haven, Conn. 
The C. 8S. Mersick & Co. 
New York City 
Anchor Tool & Supply Co., 
Inc, 
J. & OC. Ernst 
Carter, Milchman & Frank 
Franklin Hardware Co. 
Oakland, Calif. 
Cc. W. Marwedel 
Passaic, N. J. 
New Jersey Eng. & Supply Co. 
Paterson, N. J. 


Pittsburgh, Pa. 
Joseph Woodwell Co. 
Philadelphia, Pa. 
Theo. C. Ulmer, Inc. 
ah ag oe R. I. 


Berberian Co. 
George L. Claflin Co. 
Rochester, N. Y. 
Sidney B. aed Co. 
St. Louis, M 
+ Louis * Machinist Supply 


San Francisco, + 
Cc. W. Marwed 
—— =n 
W. J. Foss Co. 
me, N. Y. 
Syracuse Supply Co. 
Toledo, Ohio 
= Machinery & Supply 


Toronto, Ont., Canada 

The Masco Co., Ltd. 
Troy, N. ¥. 

Fred K. Blanchard 
Waterbury, Conn. 

Hamilton Hardware Corp. 
Worcester, Mass. 

Duncan & Goodell 








A. Swiss Type File 


- « « made in America 











for over 30 years. Sold 
by satisfied distributors 
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When I buy 


a 


Universal 
Chuck 


To my mind, there is no tool more important 


than a good Self-Centering Chuck. 


A Good Self-Centering Chuck 
is Accurate 
To satisfy me, it must center work within 
.003 inch of truth and retain that accuracy for 
a long time, assuming, of course, that it is prop- 
erly handled and oiled. 


Phe Jaws Must Hold the Work 
Firmly on Centers 
The Jaws must be supported for their entire 
length, for, if so, wear will develop very slowly, 
and they will be less likely to bell-mouth in a 
way that is common with other types of chucks. 


it Viust Have the 
Geared Scroll Jaw Movement 
In a Geared Scroll Chuck, the scroll (an 
actuating disc which controls the jaws) is rig- 
idly centered on a large bearing of ample diam- 


eter, and also the jaws are supported for their 
entire length. 








It 
will be 
a 


Che Builders Must Have 
a Reputation 


With the geared scroll movement, there is an 
opportunity for a chuck builder (if he has the 
facilities and will make use of them) to so align 
a set of jaws that all will move an exactly iden- 
tical distance at the same time; also, to build 
this part of a chuck so well that it will continue 
to function in the same way indefinitely, usually 
for many years, if the chuck is properly used. 


Its builder must be known for making only 
the best. He will Know How to design a good 
chuck, for to do this experience as well as skill 
is needed. 


He must have at his command all of the 
special machine equipment that is required, and 
back of such, a force of men who have been 
trained to make chucks right. 


Which Means, Of Course-- 

I Prefer Cushman Geared Scroll Self-Center- 
ing Chucks to any others, for they are accurate, 
powerful, and are made by a concern which for 
nearly seventy years has continued to maintain 
a reputation for building chucks which are a 
standard for excellence in this country and every 
other one in which lathe chucks are used. 


Yours truly, 


Cushman 




















THE CUSHMAN CHUCK COMPANY .. HARTFORD, CONN. | 
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Our modern production facilities permit us to offer 
to the Distributor a uniformly high quality line of 
Piston and Sheet Packings, attractively labeled and 
boxed, and put up under your brand if desired. 


In addition, our sales policy of “Resale Only” 
is strictly adhered to and assures you of freedom 
from competition from your source of supply. 


Standard quality Linear Packings for all conditions 
of steam, water, air, le oll, ammonia and acids; 
for all types and sizes of machinery. Delivery on 
standard types within 24 hours. All packings can be 
packed, labeled and shipped under your brand name. 














Send us your 
inquiries 
and orders 























— — 


inear Packing & Rabber Co, inc. 


PISTON AND SHEET PAGKINGS 


STATE ROAD AND LEVICK STREET, TACONY 
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Your Customers Demand 


® 





gy And This is Why 


They are Fast in operation 


You 
Want 
Them 


Because they Sell 


They are Safe 
Because they are 
the Best 


Because your Customers 


want them That is Why 
And because you want ( 


Satisfied Customers You Need 


They are Positive in action 






They are Quality products 


They are Economical 


Them 






Again, That’s Why 
You Need Them 





= Hopper Wrenches and Car Movers 


SAFETY WRENCH & APPLIANCE CoO. 


42 LA GRANGE ST. WORCESTER, MASS. 
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CO-OPERATION 





A PROMISE FULFILLED » » 
A PLEDGE RENEWED 


he year, at convention time, we 
expressed definitely our belief in 
exclusive distribution through the in- 
dustrial supply house and our willing- 
ness to cooperate in establishing this as 
the only plan of operation that will 
insure success and mutual satisfaction 
to all concerned. 


Our opinion is unchanged, 
and we have made good on 
our expressed willingness 
to give of our time, effort 
and money in cooperation 
with the Joint Merchandis- 
ing Committee, to help 
establish more firmly the 
plan of distribution to 
which we believe all manu- 








facturers in our fields should adhere. 


The policy of this company is to manu- 
facture products of unquestioned top 
rank quality, to market them to indus- 
trial users exclusively through distribu- 
tors and to give distributors and their 
salesmen every possible 
sales cooperation. Over a 
long period of years it has 
brought success to us—and 


to our distributors. 


We stick to that policy, and 
renew our pledge to do all 
we can to more firmly in- 
trench the manufacturer to 
distributor to industrial 
user plan of distribution. 


BEE ee ee ee ee UU es 


Indianapolis Brush @ Broom Mig. Co. 


Established 1890 


126 Brush St. 





Indianapolis, Indiana 
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One Man in Forty— 


and YOU are the Man 


ID you ever stop to think that you are one of the comparatively 


small percentage of men whose “yes” or “no” really matters 
to American business? 


Every morning 40,000,000 men start to work—in factories and 
mines, banks, railways, stores and other centers of industry or trade. 


Forty million men turn the wheels that keep America clothed, shel- 
tered and fed. 


But only one million of them make business decisions. Only one 
man in forty has the ability, the responsibility or the authority to 
say yes or no in business matters. Hence the real managing power 
of the country lies in the hands of these million men—less than one 
per cent of its total population. 


As a member of this group—this controlling minority—you share 
an important responsibility—the triple responsibility of wisely liberal 
purchasing, of generous employment and of sane management to 
hasten the return of general prosperity. 


How, you ask, do we know that you are one of the million who 
make decisions for others to follow? Because men who read busi- 
ness papers are alert and eager for news of new plans, new methods, 
new equipment. That is why they are the men who control affairs. 


Ayo 


THIS SYMBOL identifies an ABP paper... It 
stands for honest, known, paid circulation; 
straightforward business methods, and editorial 


standards that insure reader interest . .. These 
are the factors that make a valuable advertising 
medium. 


MILL SUPPLIES 
IS A MEMBER OF 


THE AssOcIATED Business Papers, INC. 
TWO-NINETY-FIVE MADISON AVENUE - NEW YORK CITY 
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erated) 38 Gl) 
PRATT | 


| 
1500 GOOD TOOLS §/ 


—TSA7 MERGER Chal 
BENEFITS dstrihutors 





The entire line of Goodell-Pratt tools, as well as Millers Falls tools becomes 


immediately available to our mill supply accounts—a practical advantage in 
securing the advantages of “concentrated” buying. 


It is the purpose of the management to help our distributors “trade up” on 
lines that carry a profit. Promotion plans will be directed toward this end. 
No changes in Millers Falls policy are contemplated. As in the past, pro- 


tection of our distributors’ interests will be our first consideration. 


The merger and its resulting economies are making possible an enlarged 
research program for the development of new and improved tools, both hand 
and power, in order to take advantage of the changing conditions and selling 
opportunities of this mechanical age. 


@ With a sixty-three year background of fine tool making experience and an 


enviable international reputation, the combined companies will strictly adhere 
to their quality tradition. 


@ Management of the combined companies will be in the hands of the Millers 
Falls Company as the operating company, with offices at Greenfield, Mass. 


MILLERS FALLS COMPANY 
GREENFIELD «© MASSACHUSETTS 
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Fairbanks 


VALVES “TRUCKS » BARROWS 
backed by a good 


Fig. 01 S 1 P | . | 
B Globe Val ith 
cr fe eiaied. Val a es O t cy | 


cabeston Ring Discs. Made 


in sizes 1” to 3” inclusive. The policy of The Fairbanks Company is to sell through 

For 150 pounds S.W.P. and the distributor. This policy is strictly adhered to and | 

200 pounds W.W.P. Also gives the distributor and his salesmen the protection so | 
made in Angle Pattern. necessary in these days of keen competition. It enables 


the distributor to handle these high grade lines of Hand 
Trucks, Wheelbarrows, Valves and Dart Unions at a 

profit, supplemented by sales helps, advertising planned 
to interest his customers, and the required delivery service. 
These facts are backed up by the time tested and time | 
proven Fairbanks Quality which has always been the fore- 
most characteristic of Fairbanks products. 


DART 
UNIONS | 


Service—Quality at a price is our slogan 


Satisfied customers increased our business and will yours | 


Without them what have you? 


THE DART UNION with its two heavy 
Bronze to Bronze seats at the joint will not cor- 
rode even if used over and over again. They are 
properly ground. It has the strength of high grade 
malleable iron in the pipe ends and nut and is a 
guaranteed product. 

MR. DISTRIBUTOR are you building right? If 
you sell Dart Unions you know. If not, investi- 
gate. Catalog and sample for the asking. 


TEES-UNIONS-ELLS (Screwed-Flanged) 
E. M. DART MFG. CO., Providence, R. I. 


Sales Agents Canadian Factory 
_ nor une COMPANY DART iia co., "Lrp. 
Canada 





Fig. A4169 
One only of many types 
of hand trucks which we 
manufacture. There is a 
Fairbanks truck for every 
service. Write for Catalog. 





Dart Fig. 0832 
Screwed Unions made of 
Certified Malleable iron. 
In sizes 4” to 4” inclu- 
sive. Black and Galvan- 
ized. 








The FAIRBANKS company 
BOSTON gio id ae PITTSBURGH 





VAL VES—Binghamton, N. Y. «« »» TRUCKS AND BARROWS—Rome, Ga. 
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SMALL TEETH FOR STARTING 44 4 LARGE TEETH FOR CUTTING 4 4 4 





y sooner you begin to use the 
new MILFORD DUPLEX, the sooner 
you will appreciate the remarkable 
qualities of this blade as compared 
with the old style hack saw blade. 


small sections, squares, angles and 
flat stock with equal accuracy at any 
angle. It is especially adapted to the 
work of machinists. 


MILFORD DUPLEX (all hard) hand 


You'll find it the easiest starting, fast- 
est cutting blade you ever used. 


The fine tooth section of the MIL- 
FORD DUPLEX starts the cut on the 
first stroke, and it cuts in a clean, 
straight line precisely where you 
want it. 

In addition to faster, cleaner cutting 
of regular work, the miele x; cuts 


frame sizes. 

MILFORD DUPLEX (High Speed 
Steel) hand frame sizes. 

If you cannot obtain the new MIL- 
FORD DUPLEX from your jobber or 
dealer, write us direct. 

Made in 14/28-pitch and 18/36-pitch. 
The fine teeth start the cut like the 
feed screw of an auger bit. 





MILFOR D . 
DUPLEX 


PATENTED U.S.A. 


-f1mous MILFORD 


HIGH SPEED STEEL 






‘* 





POWER SIZES. Produced and sold on a Work 
Value basis, these fine blades give definite assur- 
ance of less time per cut and more cuts per 
blade. Satisfactory performance is guaranteed. 
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A GREAT SALES COMBINATION 


THE ADVANCE 
Safety Car Wrench 


THE NEW BADGER 


Car Mover 


Rm: you handle The New Badger Car Mover and The Advance 





fety Car Wrench, you have something more than two items of 


established superior quality that pay you a worth while profit on every sale. 








THE ADVANCE 
SAFETY CAR WRENCH 


Automatically adjusts itself to 
any size winding tap on hopper 
bottom cars. Used successfully 
when other styles of wrenches 
have failed. Unbreakable with 
normal usage. 


THE NEW BADGER 


CAR MOVER 


A one-man car mover that 
quickly spots the heaviest car. 
Compound leverage provides 
powerful thrust. Slip-proof spurs 
prevent lost motion. Weighs 
only 17 pounds. Moves loaded 
cars farther, easier and faster. 


You have two indispensable tools 
for which there is a wide and 
receptive market. Every organ- 
ization with a railroad siding— 
whether it be an industrial plant, 
grain elevator, sand and gravel 
pit, lumber and coal yard, mine, or 
what not—is a "hot" prospect for 
sales. Reliability, power, maximum 
efficiency at minimum cost—that's 
what you can offer your customers 
with "The New Badger" and "The 
Advance." Investigate your oppor- 
tunities with this great sales com- 
bination. 

















Write for information on the sales features of this “Pair of 
Aces” and suggestions as to the definite markets for them 


APPLETON 


ADVANCE CAR MOVER CO. 


WISCONSIN 
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“BOSS” HOSE COUPLINGS 


BUILT FOR BETTER HOSE PERFORMANCE 
| 


pee ttn: 


DIXON 


VALVE & COUPLING CO. 
PHILADELPHIA, PA. 
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tennis champion. 











It’s Performance That Marks The Victor 


Tennis, of all the sports, is the best example of skill and performance, when 
perfected to a degree that pr 





Victor Saws have attained a degree of perfection far greater than that of a 
Years of manufacturing experience, testing, and conscien- 
tious effort to produce a better saw, have resulted in the Victor Saw of today. 


Mechanics throughout the country, in increasing numbers, demand Victor 
Saws because with them it is only 


‘PERFORMANCE THAT COUNTS” 
Increase your saw business with Victor. 


VICTOR SAW WORKS, INC. 
MIDDLETOWN 





W YORK 
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FOLEYxincSAW FILER 


One Machine Files 
Circular, Band and 
All Hand Saws 


The Foley Automatic Saw Filer is a most valuable labor-saving 
money-making piece of equipment for any saw user. It will increase 
their sawing production 25% to 40% because Foley-filed saws cut 
better, faster, cleaner, truer and stay sharp longer. Every tooth is 
mechanically filed precisely the same size, height and spacing, so 
every tooth does its share of the cutting. Quicker, cheaper and 
better than the best hand filing. Thousands of Foley 
Filers in use by industrial plants, woodworking 
shops, contractors, carpenters, schools, aa 
etc. 


















Model F-24 Filing 
a Circular Saw 














The Foley Filer is easy and sim- 
ple to operate—anyone can do it. 
After saw is adjusted in machine, 
just turn on the power and it 
files automatically. Every saw is 
filed perfectly. 


Model F-24 for 
mounting on 
bench, filing a 
hand saw 






Model F-24 on pedestal, 
Write for complete information and industrial distributor's Gling « band cow 
discount on the Foley Automatic Saw Filer and other Foley 


Saw Conditioning Products. 


e —_— 46 Main Street, N. E. 
Foley Manufacturing Co., pibasseiidiies, Wiha. 








Other Foley Saw Conditioning Products 








Model 280 Circular Saw Set Model HG-12 Sharpener 
accommodates saws 6” to -— oe —v- 
” and rip circular saws i) 
aa ae oe 44” in diameter, and also 
: for 1-man and 2-man cross- 

mer adjustable to any an- cut saws. Either motor 
gle to set either rip or drive or belt drive with 





Model 301 Automatic Band Saw Set cross-cut saws. tight and loose pulley. 
sets both sides of the saw at the 
same time, with hammer stroke on Other Foley Products are Foley Retoother for Hand Saws, 


Hand Saw Sets, Grinders for High Speed Hack Saw 
anvil, making all teeth exactly even. Blades and Metal Cutting Band and Circular Saws, All- 
Sets 150 teeth per minute. Purpose Grinder, etc. 
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MARATHON 
a 
PRODUCTS 








Stand Up Under Punishment 


























| 














The Quality of the Marathon Line 


unquestionably gives it leader- 
ship. There are no mysteries, no 
high sounding names to Marathon 
“OK” Motors, Grinders and Fans. 
They are products with under- 
standable features. They meet 
the exactness of industrial require- 
ments. A line of distinguished 
service—of quality measured by 
performance. 





Marathon Will Increase Your Profits 


The Marathon “OK” Line, 
because of its quality and depend- 
ability, is profitable for the dis- 
tributor. An attractive sales plan 
awaits your inquiry. Let's get 
acquainted. 





Marathon Electric Manufacturing Co. 


Box 440 
Wausau - Wisconsin 
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Krome 





Holo-Krome products are sold through 

the Industrial Distributor because we 

know this to be the best method of 

Merchandising . . . We look upon our 
. distributors as a part of our organization 
1}, working with them on this basis. 





ne, fl 
f 





Thr. ps HOLO-KROME Screw Corp. 


Hartford, Connecticut 





Sales Offices: 
Detroit, Mich. 
3360 Pasadena 
Ave. 






































Evanston, Il. 
816 Mulford 
Street 














‘products 





SET SCREWS 


Milled from the bar. Threads 
are die cut and held to 
closer limits than _ ever 
thought possible to main- 
tain in volume production. 
Hexagon holes are drawn, 
being clean to the full depth 
of the socket. Modern heat 
treatment, unusual precision, 
uniform accuracy. 








CAP SCREWS 


The heads are turned con- 
centric with the body and 
are finished all over. Can 
be set tight or loosened, as 
often as work requires, with- 
out mar on the head or 
wear on the socket; a fea- 
ture of extreme importance 
in die work. 





New York City 
407 Broome 
Street 

















PIPE PLUGS 
Holo-Krome quality 
throughout. Can be furnished 
treated to resist chemical ac- 
tion if desired. 
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SHERMAN 


The Hose Clamp 
That Cannot Rust 





Made from Heavy Wrought Brass 
Rust-proof, Clear Through 


Sliding tongue in groove insures 
uniform grip on hose and pre- 
vents bulging. 


Stiff, heavy ears form a nut lock 
which prevents nut from turning 
when tightened. Can be held in a 
vise and drawn tremendously 
tight. Cannot injure hose and is 
everlasting. 


Made in all sizes and packed in 
strong, plainly labeled cartons. 
We carry the largest stock of 
hose clamps in the world, which 
insures prompt deliveries. 


Sold by Jobbers 


Send for sample and illustrated 
booklet 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


Largest Manufacturers of Brass Pipe Fittings in the World 


A Complete Flat Bead Line from new 
patterns available for immediate shipment 


























The Market 
Determination 
Plan 


Is of particular 
interest to the 
Sales Manager 
and Salesmen 
of the Industrial 
Distributor. 


a 


Be sure that your 
Sales Manager 
and your Sales- 
men are getting 
Mill Supplies each 
month. 


it will cost you 
only 81, cents per 
month per man --- 
a small invest- 
ment that will pay 
big dividends. 
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Greater Hack 


Saw 
Profits! 
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RRR RRR Backed by a sales plan 









SRR ERR that assures you of stead- 
DS SS ily increasing hack saw 
RAR business from your own 
SSS es NESS ANE pecepects. 
WA AAAAA Eager to drive in greater 
RR RR hack saw profits — these 
RRR rangy Wolves of Lenox 
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saw blades, high speed, long life, and the economies 

of increased production have turned to the Wolves 
of Lenox. Their popularity is sweeping the country as 
the name of that famous wolf pack swept thru the hills 
of old Scotland. 


Each blade uniform in quality and workmanship—attrac- 
tively packaged—well advertised—priced to build up for 
mill supply dealers a rapidly moving, profitable account. 


Ca throughout the country that demand of hack 


Let us tell you of a sales plan we use to introduce these 
blades and to build steady sales for you. 


“She Soots tn the Pua Bor” 


AMERICAN SAW & Mrc. COMPANY 1our ORY 25 
Springfield, Mass. Wolves of Lenox 
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Send today for 
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Pictured above is the MILL SUP- 
PLIES CATALOG & DIREC. 
TORY, which in its first year as a 
complete, condensed catalog and 
directory combined, established itself 
as an invaluable buying guide to prac- 
tically every industrial distributor in 
the United States and Canada. Hun- 
dreds of distributors testify to its 


value. 


Mill Supplies 


520 NORTH MICHIGAN AVENUE 


NOW 20,000 
Will Know 


Think of what it will mean to place in 
the hands of 20,000 hand-picked in- 
dustrial users a directory of leading 
manufacturers of supplies, equipment 
and tools, showing the names and 
addresses of all distributors carrying 
stocks. That’s the new service offered 


in 1931-1932. 


The MILL SUPPLIES CATALOG 
& DIRECTORY enables the manu- 
facturer to place buying information 
in the hands of all distributors. It is 
a composite catalog of the field, giving 
the distributor in one volume just the 
information he wants—when he needs 


it. 
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Industrial Users 


Where to uy 





NOW— 


Through the “Where to Buy” Indus- 
trial Supplement the manufacturer 
can tell the industrial user where his 
products can be secured locally, saving 
him time and money and increasing 
both the manufacturer sales and those 


of his distributors. 


See the next page for illustrations of the 
two sections of the ‘WHERE TO BUY” 
Industrial Supplement. 


Here is the “Where to Buy” Indus- 
trial Supplement, a new directory 
which enables 20,000 selected indus- 


trial users to instantly locate distribu- 


tors of a given product closest at 
hand. Obviously this is the most im- 
portant service that can be furnished 
the industrial buyer. Likewise it will 
direct thousands of orders to local 
distributors, 


Catalog & Directory 


CHICAGO, ILLINOIS 
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The industrial user will refer to the Classified Products Section to determine 


the manufacturers of a given line. 


Selecting one manufacturer, he will 


turn to the Geographic Section to determine the nearest point at which 
this manufacturer’s line is stocked, and will, logically, communicate with 


that distributor. 


That means a saving in time for the user—the direction 


of business to distributors—and increased sales for manufacturers. 





Tue, 


© Serety Co. we 5 





MILL SUPPLIES CATALOG & DIRECTORY 
520 NO. MICHIGAN AVE., CHICAGO, ILL. 
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YOUR GUARANTEE OF 


PERFORMANCE 


Renewable Steel Jaws. 


Swivel Base,360 degrees grip- 
ping power. 


Outside Saddle permiis easy 


‘removal of screw for oiling. 


Solid underportion gives 
added strength. 

Set Screw in handle. 
Castings of Parkco Metal. 


Full sized screw and nut. 


MILL SUPPLIES 


The better de- 

signed stronger 

built machinists’ 

Swivel Base Vise. 
No. 229% 


PARKERS HOLD and do 


Asked why he prefers 
PARKER VISES, a good me- 
chanic would probably say it was 
because the PARKER is a non-slip, 
non-chattering vise. He could 
consistently add that it is easily 
handled and unusually strong. 


Each of the “‘Seven Points of Pref- 
erence” of the PARKER clearly 
indicates its high standard of per- 


not ehatter 


formance and long wearing quali- 
ties. Made in a complete range of 
types and sizes to meet every shop 
requirement. 


Jobbers’ salesmen receive fullest 
cooperation from Parker by na- 
tional advertising which reaches 
all of their prospects. 


Sold through the Jobber exclusively 


PARKER «+ VISES 


THE CHARLES PARKER CO. 


MERIDEN, CONN., U. S. A. 
New York Salesroom: 25 Murray Street 


Master Vise Makers 
Makers of the famous Parker Gun 
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’Lonergan > 


6 REASONS 


why the 


“LONERGAN LINE” 
spells “profits” 


1. Extensive advertising helps you to make sales. 
2. Prompt service insures pleased customers. 


3. A complete line enables you to meet every 
requirement. 


4, National reputation has created a demand for 
Lonergan specialties. 


5. Quality goods bring repeat orders. 


6. Fair dealing will make our business relations 
mutually profitable. 


LONERGAN LEADERS— 


PRESSURE GAUGE, Model “BOE”— Strong; accurate; 


dust- and moisture- proof case; suspended movement; deep- 
bushed; cast bronze wide-faced sector; phosphor bronze pinion. 


POP SAFETY VALVE, Model “WT”’—Extremely high lift; 
powerful cam lifting device can be turned in any direction. 
Interior readily accessible. Springs of heat-resisting steel. 


WATER GAUGE, Model “USN”—Imported Scotch glass 
to withstand high temperatures and pressures; special built-up 
packing; quadruple-threaded quick-closing seat stem. 


CHIME WHISTLE, Model “WV”—Lonergan whistles sound 


clear, vibrant notes that are distinctive and command respect. 
Each whistle is carefully tested before shipment. 


POP SAFETY VALVE, Model “KDP”— 4 reliable valve 
for portable boilers. High lift; free discharge; prompt closing; 
equalizing top and bottom spring steps; steel spindles; power- 
ful cam lifting lever and outside adjustable blow-down ring. 
Exceeds A. S. M. E. standards. 


THE “LONERGAN LINE” 

Pop Safety Valves... Relief Valves .. . Steam Gauges 
Hydraulic Gauges ... Air Gauges ... Water Gauges 
Pressure and Temperature Gauges...Test Gauges...Gauge Boards 
Oil Gauges ... Clocks . . . Counters... Gauge Cocks 
Steam Gauge Syphons... Lubricating Specialties 


SOLD BY JOBBERS 
EVERYWHERE 

















[t Takes Ideas 


Lo Sell 


CONSTRUCTION 
HOUIPMENT 


When you sell a man ideas, you 
elevate yourself above ordinary 
competition 


ELLING a man what he 
S actually needs, not neces- 

sarily what he thinks he 
needs, is the best rule I know of, 
for the construction equipment 
salesman to follow. Of course, 
in order to live up to that rule, it 
is essential to know your stuff, 
for it’s not always an easy task to 
sell a man on a new idea in 
preference to one of his own 
origination. However, if you can 
show a prospect definitely where 
he will profit by following your 
advice, your battle is more than 
half won. 

Just recently, I had occasion 
to apply the principle referred to 
above. Word had just gotten out 
that a large construction engineer 
wanted to buy a second-hand 
paver. 

Salesmen whose houses did not handle used equip- 
ment were combing their territories to find one. Instead 
of joining the angry mob, I decided to study the job. The 
paver, I found, was to be used mainly for mixing con- 
crete for the cable anchors on a suspension bridge job. 
There were two sets of forms for these cables, facing 
each other. This led me to believe that a paver was not 
the most efficient machine for the job: first, because 
traction was of no advantage; and second, the paver 
had an end instead of a side discharge. Thus the 
machine could not be moved from one form to another. 

It seemed to me that a standard building mixer 
equipped with a paver skip was required. This type of 
machine can be moved backward and forward from one 
form to another. A paver skip was desirable inasmuch 
as a supply yard was located within a very few blocks 
and was equipped tu furnish the aggregates measured 
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Says 
E. G. BISSONETTE, 


Salesman, National Supply Company 
Toledo, Ohio 


and delivered by truck to the 
mixer. In this way a consider- 
able saving in hand labor could 
be brought about. 

The engineers in charge of this 
construction work were self- 
termed cranks on the amount of 
water used. Therefore, accurate 
water control was absolutely 
essential. I suggested a tank, 
equipped with a plunger valve, 
which guaranteed absolute water 
control. 

Of course, this mixer equipped 
with a paver skip and a water 
control tank called for a machine 
of special design, so I had nothing 
to sell but an idea, one which 
pointed the way to maximum 
efficiency at less cost than was 
originally figured on. 

By working with the manufac- 
turer, I obtained blue prints showing the advantages of 
being able to move the mixer backward and forward; 
the labor and time saving made possible by a side instead 
of an end discharge; and the accuracy of the new water 
control tank. In spite of all the advantages of my plan, 
the entire cost amounted to no more than that of a 
second-hand paver in only fair condition. Of course, 
this contract wasn’t closed in an hour or a day. On the 
contrary it took an entire week. At the end of that time, 
however, I had succeeded in convincing the engineer 
that he did not want a second-hand paver after all. 


HIS contract brought home to me more forcibly 
than ever the fact that construction equipment 
buyers want more than equipment; they want ideas. 
I might have scoured the countryside for a good second- 
hand paver and offered it at a very small profit, but 
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with 5 or 10 competitive salesmen on the job, the 
chances are someone would have sold it at a much lower 
price than I could have. When you sell a man an idea, 
price competition isn’t so apt to enter into the picture. 
Equipment can be bought from any drummer, but it 
takes a real salesman to sell ideas. 


OR the last 10 years, I have specialized in selling 
construction and road-building equipment. Prior 

to that time, I sold industrial supplies. This experience 
has given me an opportunity to study and compare both 
types of buyers. To begin with, the industrial buyer is 


Loading Aggregates into the Mixer 





opportunity to talk with him. If I know a contractor is 
interested in some new equipment, I will follow him 
until I find him; not just for an hour or two, but a day 
if need be. 

I used to get discouraged and run down some other 
buyer if I failed to find the one I was after, within a 
reasonable length of time. As a result, I was traveling 
in circles, burning up gasoline and selling no one. I have 
long since give up this hit-or-miss type of selling as 
I have found that it is a waste of energy. 

To build a respectable volume I believe that it is 
absolutely essential to contact your customer regularly 





Concrete Flowing from the Drum 


It takes only one man to operate this mixer. All control levers are located at the drum 
end, enabling the operator to see both the power loader and the discharge. 


usually an office man while the contractor is an 
outside man. 

The contractor, with very few exceptions, has no 
office hours. The industrial buyer, on the other hand, 
will see you during certain hours every day in the week. 
You may have to warm your heels in his outer office 
for 15 or 20 minutes, but that is insignificant compared 
to the time spent in locating the buyer of construction 
equipment. If a contractor is working on several jobs, 
he is apt to be called from one to the other any time. 
You may call at one job only to find that your prospect 
has gone on to the next. You trail him to the next, and 
find that he has returned to the first. If you follow him 
persistently, though, in the end you will almost always 
locate him. 

I believe that the greatest mental hazard of the aver- 
age salesman who calls on contractors and engineers is 
that of becoming discouraged. If you are easily dis- 
couraged you won’t take the time to “get your man,” 
and naturally you can’t sell a man unless you have an 
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with a definite sales plan for eaci visit. Having a 
specific subject to talk about each time you call will at 
least open up the conversation. For instance, suppose 
you plan to suggest a new mixer. In many cases, your 
customer may say, “I’m not ready for a mixer, but what 
can you do for me on a grader?” And thus the door 
is opened. 


ANY salesmen hesitate to ask for manufacturers’ 

sales help because they are under the impression 
that the contractor will feel he is being two-timed. It 
has been my experience that nothing is farther from the 
truth. In most cases, the contractor appreciates techni- 
cal advice just as sincerely as you would, were you in 
his position. 

Even in times like the present, there is a market for 
construction equipment, but the salesman who is able to 
tap it must sell ideas, not equipment; contact buyers 
consistently ; and above all, he must never become dis- 
couraged. 
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NEws of the Construction 
Equipment Field ¢ 


Badger Tractor Company Con- 
ducts School 
A’ tractor school for operators, 
mechanics and owners of Allis-Chal- 
mers Monarch tractors was con- 
ducted by the Badger Tractor and 
Equipment Company at its Menom- 
onie branch February 25 and 26 and 
at Milwaukee February 27 and 28. 
All sizes of tractors were as fully 
dismantled and reassembled as was 
necessary to give those in attendance 
a very comprehensive idea of adjust- 
ments, care, operation and repair. 
Lectures on Monarch tractors 
were conducted by Glen F. Andrews, 
service manager of the Monarch 
tractors division, Allis-Chalmers 
company. More than 200 were in 
attendance, including county high- 
way commissioners, road and bridge 
committeemen, shop superintendents, 
contractors, operators and mechanics. 
Jim Harger, field engineer for the 
Galion Road Machinery Company ; 
Herman Yoakum, district sales man- 
ager for Monarch tractors; A. C. 
Thomas, general manager of the 
Stroud Elevating Grader Company, 
Omaha; G. S. Boers of the Schramm 
\ir Compressor Company; and J. J. 


MacKay of the Diamond Iron 
Works, were present. 

Lunch was served at the school 
every noon. A banquet was held at 
the Marion Hotel for the Menom- 
onie branch on February 25 with 
more than 60 at the banquet table. 
The dinner for the Milwaukee school 
was held in the Gold Room of the 
Wisconsin Hotel, February 28, with 


approximately 110 present. The ° 


outstanding feature of entertainment 
at this dinner was a ventriloquist and 
his dummy who rashly divulged 
many private secrets of several of 
the men at the table. 

The executives of the Badger 
Tractor and Equipment Company 
are: John A. Nagle, president; M. T. 
Nagle, vice-president; and Walter 
Osen, sales manager. All of these 
men were formerly associated with 
the Russell Grader Manufacturing 
Company, Minneapolis, and their 
experience dates back over 40 years. 

* * = 

Changes in Martin Machinery 
Company 

The E. A. 


Company, 


Martin Machinery 
Joplin, Missouri, has 
opened a new branch office and added 








two new salesmen to its force since 
January 1. The branch office is at 
420 West Commercial Street, Spring- 
field, which is a more central loca- 
tion than Joplin. The new salesmen 
are R. D. Glenn who is working out 
of the Joplin office and C. H. Wal- 
lace, working from the Springfield 
office. 

This company is a distributor of 
Caterpillar Tractor Company prod- 
ucts and in this connection held a 
sales school at the Springfield office 
recently, which was well attended 
and successful. 

x * x 


Implement Association to Meet in 
Chicago, in October 

The executive board of the Na- 
tional Federation of Implement Deal- 
ers’ Associations has voted to hold 
the thirty-second convention in Chi- 
cago on October 21, 22, and 23, 1931, 
according to an announcement made 
by H. J. Hodge, secretary of the 
board. 

The Hotel Sherman will be head- 


quarters of the convention. 
eS 


Hibbard-Eichman-Smith Issues 
New Catalog 
On May | the new 240-page cata- 
log of Hibbard-Eichman-Smith is 
ready for distribution. This book 


shows a complete line of equipment 





The dinner held for the Milwaukee school conducted by the Badger Tractor and Equipment Company, was held in the Gold Room 


of the Wisconsin Hotel, with approximately 110 present. 
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New Construction Equipment Products 





fg Construction Machinery Company, Waterloo, 
Iowa, is offering to the trade the “Marsh-Capron” 
Master 7. The machine is spring mounted; wheels 
are roller bearing and rubber-tired and steel wheels 
are interchangeable. 








HE contractor’s special elevating grader made 

by the Austin-Western Road Machinery Com- 
pany, Chicago, has recently been redesigned and 
improved in several respects. Anti-friction bearings 
are now used in ground wheels and carrier rollers. 
Each ground wheel contains two large-sized roller 
bearings. Formerly the front and rear axles rotated 
in their bearings. Now the wheels rotate on “dead” 
axles which thereby become a part of the frame 
structure. The carrier head drum is made of steel 
instead of wood and is covered with rubber lagging. 





HE Fate-Root-Heath Company, Plymouth, Ohio, 

has recently brought out the model JLD 12 and 
14 ton Plymouth diesel locomotive, built with short 
wheel base and flexible spring suspension, and with 
full size all steel cab. The power plant is a Buda 
M. A. N, diesel engine developing 94 horse power. 
The transmission of power from the final drive shaft 
in the transmission to the axles is through four 
sprockets and two short chains. 














[* the trackwheel hydraulic bottom dump wagon, 
the road machinery division of the Euclid Crane 
and Hoist Company, Cleveland, presents a modern 
piece of equipment for earth haulage. The tractor 
driver has complete control of dumping and door 
closing operations from his driving position. All door 
motions are operated hydraulically by means of a 
lever located at the driver’s seat. 


| 

















HE new 
spray outfit being made by the 
Aeroil-Burner Company, West New 
York, New Jersey, is particularly 
designed for spraying asphalt emul- T= Ohio Locomotive Crane Company, Bucyrus, Ohio, has devel- 


trailer type power 


sions, silicate of soda and other 
curing materials on concrete roads. 








oped a new tractor dump with a McCormick-Deering motor, 
4 cylinder, 4%4-inch bore, 5-inch stroke, and 38 horse-power. 
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FEATURES 
THAT SELL 


STERLING 


WHEELBARROWS 


2. INCREASED MANPOWER 


Another Sterling factor in lower operating costs. 
creased man-power means more production — quicker, 
with less effort and delays—decreasing your customer's 


costs. 


STEAL 


MILWAUKEE T 


LI ALAJHIE FIR ARRALAS CA 


STERLING ON A WHEELBARROW MEANS 


a Dz ici: angina ibaa 


F | ba 
“"V" SHAPED STEEL TRAY BRACES— 
GREAT STRENGTH—CAN'T TWIST. 






For the new challenge of “engineer- 
ing" salesmanship Sterling Wheelbar- 
rows give you the selling advantage 
of 12 Basic Features which help your 
customers lower their operating costs. 
Two are illustrated above. A scien- 
tific Sterling design which gives the 
greatest strength and rigidity at the 
point of load balance—over the 
wheel. Only 30% of the weight falls 
on the handles. 


Send for the full 12 Sterling Features and 
complete data on a Sterling ' “engineering” 
sales presentation. 


MORE THAN STERLING ON SILVER 


cuit ANY 


WISCONSIN 
Branch Warehouses—BOSTON, NEW YORK, PHILADELPHIA, PITTSBURGH, CLEVELAND, DETROIT, CHICAGO, ST. LOUIS 
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For Every Condition 


HOT 
COLD 
WET 


ly 


Servicised 
Quality Products 


The logical line for distributors to handle— 
Correspondence solicited. 


Preformed 
Expansion 
Joint 


FIBRATED ASPHALT PRODUCTS 


Expansion Joint 
Rail Filler 
Bridge Flooring 
Protection Course 
Railroad Crossings 
Industrial Flooring 
Sewer Pipe Joints 
Sewer Pipe Filler 
Saturated Felts 
Emulsion 


RUBBER PRODUCTS 


Duo-Type Flooring 
Tile 
Expansion Joint 
Insulating Material 


Cork and Rubber Products | 


Servicised Premoulded Products, Inc., 


General Distributors for Products 
Manufactured by 


Servicised Products Corporation 
Chicago, Ill. 

Factories and Sales Offices: 
Sandusky, Ohio Wilmington, Del. 


First and Church and F 
Sandusky Sts. Sts. 


Chicago 
53 W. Jackson 
Bivd. 





Bridge Wearing Surface 










| 
| 





atte TRACKSON 


eh Lobtheeell sat 


The new plant of the Trackson Company, Milwaukee, incorporates modern develop- 
ments in industrial architecture. 





for building construction work and 
for industrial plants. The company’s 
equipment index shows about 200 
| items. 





* * * 


| Nashville Tractor and Equipment 


Adds Lines 


| Products of the lowa Manufactur- 
‘ci Company and the Commercial 
| Shearing and Stamping Company 
are now being sold by the Nashville 
| Tractor and Equipment Company, 
| Nashville, Tennessee. 

Ss 


| New Lindahl Catalog is Ready 

The Henry Lindahl Foundry and 
| Machine Company, Chicago, has 
| just brought out a new catalog, num- 
ber 24, covering in 64 pages its 
complete line of machine molded 


| 


pulleys, conveyor pulleys, ball bear- 
ing pulleys, and sheaves. The book 
also contains complete information 
and tables for the designing of V- 
belt drives, together with price lists 
of sheaves and belts. 


* * * 


Trackson Company Appoints 
New Distributor 

The Trackson Company, Milwau- 
kee, announces the appointment of 
W. W. Williams Company, Colum- 
bus, Ohio, as a new distributor for 
Trackson tractor equipment. 

This distributor will handle the 
complete Trackson line of crawlers, 
shovels, hoists, cranes, bulldozers, 
and so on, as well as a stock of re- 
pair and replacement parts for these 
machines. 





| 
| 


| 


| 


| the personnel of the home office. 





| The Feenaughty Machinery Company, Portland, Oregon, is one of the oldest con- 
tracting equipment houses in the northwest, having been established in 1905. 
| branches in Seattle and Spokane, Washington; and Boise, Idaho. This picture shows 
In the front row, beginning at the left, are: W. B. 
| McInturff, Idaho manager, who — to be there at the time; Mrs. C. Smith, office 


It has 


| manager; M. B. Mack, manager of the Tt tee ae J. I. Overman, sales 


manager; W. O. Feenaughty, president; B. J. Fi 
president; and F. A. Kingston, field sales 


ty, vice-president, son of the 
manager. 
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The New Monarch ig Ball and Socket Pillow Block. 


A rugged power saving 


earing for transmission and indus- 
trial applications. 


Belt Conveyor 
Idlers. Both plain 
and _anti-friction 
suitable for han- 


dling all kinds of 


materials. 








Pillow Blocks in Plain, 
Ring, Wick and Anti- 
friction types. 








plete. 


Hendershot Cou- 
plings, the simplest and 
strongest coupling made. 








ve ev + 








V-Belt Sheaves 
and Drives com- 





SPROUT, WALDRON 


POWER TRANSMISSION 


AND 


MATERIAL HANDLING 


PMENT 


A profitable line for distribution because 
of the larger sales opportunities it affords. 


Hangers, Bearings, both plain and anti- 


| friction, Pulleys, Gears, V-Belt Drives, Cou- 
| plings, Collars, etc., as well as a full line of 


Belt Conveyors, Bucket Elevators, Trucks, 
Chain and Drag Conveyors and other mate- 
rial handling equipment of highest quality 
backed by prompt and efficient service. 
Our Engineering Department is at your 
disposal for working out any transmission or 
material problem any of your customers may 


_ have. Write for our new catalogue GG-131 


and get our proposition. 


SPROUT, WALDRON & CO. 


1240 Sherman St. Muncy, Pa. 










exception the heaviest 
strongest line in America. 














Hercules Hangers. Without 
and 





166 


MILL SUPPLIES 








THE 


RIGHT WAY IS 
THE 


AIR-WAY PUMP 


ATTACHES 
FIRMLY TO 
DRUM 
BUNGS 








AND STAYS “PUT” 


SAVE YOUR CUSTOMER 
TIME AND MONEY 


Sell him an Air-Way, the light- 
weight, compact, long-wearing 
pump that attaches quickly and 
solidly to drum bungs. 

Economy for your customer and 


profit for you every time you sell 
an Air-Way. 


For Quick and Economical 
Dispensing of 


Varnish 








Gasoline 


Kerosene Linseed Oil 
Crude Oils Lubricating Oils 
Shellac Turpentine 
Cutting Oils Alcohol 





AIR-WAY PUMP 


625 W. Jackson Blvd. 
Chicago 


ARM ” HAMMER 
Wrot Iron Anvils 


CRUCIBLE STEEL FACE 














Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND 
FORGING CO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS :: OHIO 


General Forgings 
of Wrought Iron and Steel 





Turner Brass Announces Sixtieth 
Anniversary Drive 

A sixtieth anniversary sales drive 
is announced by The Turner Brass 
Works, Sycamore, Illinois, by W. M. 
McAllister, president. 

The Turner Brass Works was 
founded shortly after the Chicago 
Fire in 1871. During this entire time, 
it has devoted most of its business 
energy to developing and producing 
blow torches and fire pots. 





W. M. McAllister 


During 1931, Turner will celebrate 
its sixtieth anniversary with an ag- 
gressive, well worked out sales cam- 
paign that in itself is a demonstra- 
tion of the strength, vision and vigor 
of its present youthful management. 


| The campaign embraces the use of 


trade journals in all fields where blow 
torches and fire pots are used. It also 
includes a unique sales service plan 
for distributors of Turner products. 
This plan includes mailing cards, let- 
ters and individual campaigns for 
distributors. Running through all of 
the publicity, and all the sales plan 
for the Turner distributors, is the 
campaign theme “Turner’s Sixtieth 
Anniversary” of ‘producing better 
values in blow torches and fire pots. 


. «2 


Link-Belt Gets Out New Booklet 

Link-Belt Company, Indianapolis, 
has just issued a new booklet, num- 
ber 1293, describing its complete line 
of positive drives. Many interest- 
ing illustrations of installations are 
shown. Copies of this booklet are 
available on request. 









Can be 
attached 


to any 
Electric Drill 


This Drill Hammer 
Multiplies Your Prospects 


Ideal for driving any tool 
where hammer action is desired, 
such as star drills, chipping 
chisels, woodworking tools, etc. 
Its low cost makes it possible 
for the smallest shop to sub- 
stitute The ANTHONY for hand 
labor, thereby greatly increas- 
ing the number of your pros- 
pects. Write today for com- 
plete information on this 
sturdy, reliable and profitable 
teel, 


UP-TO-DATE 
Machine Works 


2915 SO. WABASH AVE. 


CHICAGO 

























IROVERSO 


You Can 
“Bank” 
On This 





Y ou can “bank” on the Iro- 
verso to give long and satisfac- 
tory service, due to the materials 
used, its construction and the re- 
versible disc and seat! Distinc- 
tive features like these enable you 
to “bank” profits from quick 
sales and repeats on any Wil- 
liams product. 


Let us hear from you! 


THE 
D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 
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The girls from the office of the Tri State 
Mine and Mill Supply Company, Cumber- 


land, Maryland, are in the back row of this 
picture. In front are: J. J. Hitchins, vice- 
president of the company; John Stewart, 
secretary; O. E. Hitchins, president; Ber- 
nard Williams, price clerk, and W. D. Mc- 
Farlane, service manager. 





Comparison of Costs of Swords 
Company Catalogs 

In connection with an advertise- 
ment that appeared on the front 
cover of the March issue of MILL 
SuPPLIES, making certain compari- 
sons in costs between issues of cata- 
logs published by two houses for 
the Swords Company of Rockford, 
Illinois, the following “statement 
of facts” has been submitted by R. 
R. Donnelley and Sons Company, 
Chicago: 

“1. Swords Company did not give 
R. R. Donnelley and Sons Company 
an opportunity to submit a quotation 
when it placed the contract for its 
catalog number 31 and therefore does 
not know what quotation R. R. Don- 
nelley and Sons Company would have 
made on the book. 

“2. The previous general mill sup- 
ply catalog of Swords Brothers Com- 
pany, referred to in its published let- 
ter of January 20, 1931, had been 


John Bernhardt, head of the city delivery 
department of Maddock and Company, 


Philadelphia, has been opening the store in | 


the mornings for 31 years. 








FIRE PROTECTION 
aes | PIA oc On Wien Con 





Safety and Ex 











Fire prevention is better than 
protection, but when preven- 
tion fails, DIENER fire protection 
equipment should be on hand 
to fight the fire evil. » » » » 


















Write for the com- 
plete catalog we... 





tion Equipment. 








Diener Fire Protec- la, 





be RHE 


i 


PT ee 


+ 
if 


GEO. W. DIENER MFG. CO. 


416 N. MONTICELLO AVE... CHICAGO 








tached to truck 





Stolle “Junior” spreading only 
4 foot width 





Illustrating ease with which 
| Stolle “Junior” can be at- 
body 


WE WANT A 

FEW GOOD 

DISTRIBUTORS 
NOW! 


We have an interesting and profitable propo- 
sition for a limited number of energetic Con- 
struction Equipment Distributors who are 
ready to put real sales effort behind the Stolle 
“Junior” Spreader. Here is a spreader with a 
rapidly growing reputation for speed, efficiency 
and economy that holds unusual sales oppor- 
tunities for the distributor. The market is 
opening up wide now. Write to us for details. 


The STOLLE ‘‘Junior’’ 


Can be attached to- any dump. truck and operated by 
one man ... Spreads uniformly any dry material up 
to and including 1% inch aggregate . . . Spreads 
sand and cinders on city streets . . . Eliminates stock 
piles . . . Will last for years . . . 4 sizes, 6, 7, 8 and 
9 feet. 





Stolle Road Equipment 
Company, Inc. 


3010 LaSalle St. e St. Louis, Mo. 
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first in the field” 


Electric 
Tools 


Every Tool Fills 
a Definite Need 


Every item in the complete line 
of Clark Electrically Driven 
Tools is built to fill a definite 
need. Every item has a definite 
and lucrative market. 









14-inch 
“Wonder” 
Drill 








Portable Hand Grinder 


Clark electric tools of every type 
are uniformly high grade. Users 
everywhere will testify to their effi- 
ciency and economy. They are an 
ideal line for the progressive dis- 
tributor. A few territories are still 
open. Perhaps yours is. Write to 
us today for complete information. 


JAS. CLARK, JR. 


ELECTRIC COMPANY 
605 Bergman St. 


LOUISVILLE, KY. 














Representing Burhans and Black, Incor- 





porated, Syracuse, New York. Glen Hul- | 


bert; C. K. Lewis; E. C. Kruger, manager; 
W. E. Francouer; L. L. Joh; and James 
MacDonald. 


compiled and printed by R. R. Don- | 


'nelley and Sons Company under a | 


contract made in May, 1923, approxi- 
mately 8 years ago. 

“3. There were only 1,968 copies 
of Swords Company Catalog number 


| 24 furnished by R. R. Donnelley and | 


Sons Company, whereas Swords 


Brothers had 5,000 copies of its Cat- 


alog number 31 printed. On the basis | 


of the sliding scale of prices in the 
| Swords Brothers contract of May, 
1923, made with Donnelley, the price 
per copy of its Catalog 24, made by 
Donnelley’s, would have been re- 


duced by 43%, if Swords had had | 
Donnelley’s print as many copies | 








| John T. Lahan of the Treat Hardware | 
| Corporation, Lawrence, Massachusetts. 
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WHO 


among your 
customers 


does NOT 
need good 


CAR 
MOVERS 


Just pause for a moment 
—how many of your cus- 
tomers receive or ship 
goods in carloads? Those 
who do not are mighty 


few ! 


Doesn’t this prove that 


Atlas Car Movers are 
worth while profit items 
that should be remem- 
bered on every sales call ? 


ls your firm selling them? 


APPLETON 
CAR MOVER CO. 


APPLETON, WIS. 
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[JRIVERSAL SPEED SAW  ,Are.201 looking for 


Profitable Specialties ? 


WYCO tool ill 
Fits Any Drill Chuck tools will provide just 


what you want—efficient, sturdy, 
economical products — each with 
an exceedingly wide market. Every 
electric tool user is a prospect for 
the Universal Speed Saw, which 
will saw through anything—wood, 
metal, bakelite, etc. Will reach 
places inaccessible to other saws. A 

file holder converts it into a power 
The city sales department of the Pidgeon | filer. This item is attractively priced and sells readily—at a decidedly worth- 
pec Byer Mba meey poe Paw yy Mee while profit to the distributor. Stimulates sales of small sizes electric drills. 
richly as a bank. The large amount of | 


stock ied for the convenience of cus- i 1 
one aint Se Se see ee The WYCO Flexible Shaft Unit 


169 


























. . . partm A complete flexible shaft drill chuck, wheel arbor, sanding 
= this de om. portable unit, including disc, simonizing wheel, buff wheel, 

“ - ——— __| swivel base, tool tray, hardened wrench, we" cord and 

» . — , | motor with built-in switch, plug. You can sell it for $35.00 
(5,000) as were printed ot its new | WYCO flexible shaft, complete and make a real profit do- 
Catalog number 31 | scratch brush, emery wheel, ing it. A low cost heavy duty out- 


fit that gives real 
service. 





“4. Swords overlooked the fact | 
that several hundred dollars included | 
in the contract price and invoice of 


Write 
the Donnelley compiled Catalog num- | Today 
ber 24 covered certain work that had for 
been done by Donnelley’s for Swords Details 





Company in another connection— 
work that had been done before the With Extension Base $36.50 
building of Catalog number 24, and | 
which, therefore, should have been WY ZENBEEK & STAFF, Inc. 

aps : ‘ 3 ——e 66 W. Washington Bivd Citleage,  ———————— 
eliminated from consideration in 
making comparisons of prices.” 

Swords Company stated to a rep- 
resentative of Mitt Suppvies that 


icitecyemeceenevcret | FOGemont Clutches 
er conan SERVICE TESTED 
Noses B”’—EXPANDING CLUTCH 


For general factory use and 
all applications where a simple, 
efficient and inexpensive clutch 
is wanted this clutch has no equal. & ASE, 
Having but three main parts be- 
sides the operating cam, there is 
nothing to get out of order and 
it will give years of service. 


Resale Price Complete $35.00 




















“TYPE B” “TYPE B” EXTENDED SLEEVE 
CLUTCH PU LLEY 


“TYPE SF’’—DISC CLUTCH 


Where a clutch is needed for ma- 
chine application, whether speed is 
high or low, or any application where 
a disc clutch is preferable this clutch 
has all the features that make it the 
most outstanding disc clutch on thé 
market. 





“TYPE SF” “‘Carefree Service At Any Speed’”’ “TYPE SF” 
EXTENDED SLEEVE CLUTCH PULLEY 


Complete information about our full line of clutches and a supply of catalogues and 
Ed Robinson of the Moore-Handley Hard- | circulars sent on request. Get your supply now. 


ware Com , Birmingh Alabama, is 

soe of howe mes manages who poe coe |THE EDGEMONT MACHINE CO. 
self. Through observation in the plants he 2500 manana AVE., DAYTON, OHIO 

visits, he has developed some very fine 


methods for getting business. ———— at td 

















170 


MILL SUPPLIES 








BUSINESS TIPS 


ABERDEEN, S. D.—Deere and 
Webber Co., 800 Washington Ave., 
N. Minneapolis, is having plans pre- 
pared for a 2-story warehouse and 
shop building, to be built at an esti- 
mated cost of $30,000. 

* * * 

ANAHEIM, CAL. — Anaheim 
Cooperative Orange Association is 
planning a new ice and precooling 
plant addition, one story, 55 x 105 
‘ ft., to cost about $75,000 with ma- 
chinery. Architect is H. A. Hamm, 
2145 Sacramento St., Los Angeles. 

xk * * 

ARCHER CITY, TEX.—C. W. 
Young will build an oil refinery 
about one mile from the city to cost 
over $85,000 with equipment. Part 
of the unit will be devoted to pro- 
duction of gasoline. 

aK ok * 

AUBURN, PA.—Board of Edu- 
cation is planning to install manual 
training equipment in new junior 
high school and grade school, to cost 
about $170,000. Bids have been 
asked on general contract. Archi- 
tects are Jacoby and Everett, Com- 
monwealth Bldg., Allentown, Pa. 

x * * 

AUGUSTA, GA.—Firestone Tire 
and Rubber Co., Akron, O., will 
build a factory branch, storage and 


distributing plant to cost about 
$80,000 with equipment. 

* K * 
BARNSTABLE, MASS.—Cape 





Cod Gas Co., Hyannis, Mass., has 
awarded general contract for an il- 
luminating gas plant to John H. 
Burke, 221 High Street, Wareham, 


Mass. i e. 8 


BROOKLYN, N. Y.—Reich-Ash 
Corp., 307 Fifth Ave., New York, 
has leased 9-story and basement fac- 
tory at Tiffany Place and Degraw 
_St., totaling 95,000 sq. ft. floor 
space. Three plants operated by 
the company will all be moved to 
new location. Executive offices will 
be continued at old address, 59 
Reade St. Company plants are: 
Silvercraft Specialty Co., Green 
Metal Novelty Corp., and Antique 
Novelty Box Co. 

* * * 

BUFFALO, N. Y.—Hecker-H-O 

Co., Inc., Genesee Bldg., has plans 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








for a new grain elevator, adjoining 

niills at 54 Fulton St., to cost over 

$500,000 with equipment. Company 

engineering department is in charge. 
* * * 

CAMDEN, N. J.—Three-story 
factory at 723 State St. has been 
leased by Gaseous Products Co., 
Inc., for manufacture of industrial 
gases and kindred products. Fac- 
tory totals about 12,000 sq. ft. floor 


space. ai ag 


CARNEGIE, PA—E. L. Mc- 
Williams, 95 Bradford Ave., Craf- 
ton, Pa., and associates have organ- 
ized Carnegie Foundry and Ma- 
chine Co., with capital of $10,006 
to operate local foundry for pro- 
duction of brass, bronze, copper and 
other metal castings. Thomas Ew- 
ing, Jr., 202 St. James St., Pitts- 
burgh, is interested in the new com- 
peay- x * * 


CEDAR RAPIDS, IA.—Univer- 
sal Crusher Co., 625 Ave. C will 
erect a one-story addition to cost 
about $40,000 with equipment. Wil- 
liam L. Harrison is general manager. 
This company makes crushing ma- 
chinery, pulverizers, parts, etc. 

x * * 

CHESHIRE, CONN.—Connecti- 
cut Reformatory will build a shop 
for the manufacture of automobjle 


markers, at an estimated cost of 
$40,000. Work is to be done by 
the inmates. 

* * * 


CHICAGO, ILL.—Century Air- 
lines, Inc., 5032 W. 63rd St., has 
plans under way for a one-story 
hangar and terminal unit with re- 
pair facilities, at airport, to cost 
about $75,000 with equipment. 

* * * 

CINCINNATI, O.— Cincinnati 
Motor Terminal Co., 620 W. Fourth 
St., will build one- and two-story and 
basement service, repair and garage 


building, 90 x 182 ft., to cost $70,- 


000 without equipment. General 
contract has been awarded to Jf. 
and F. Harig, 1425 Queen City 
Ave. Harry Hake, 2400 Gilbert 
Ave., is architect. 

s * 2 

CLEVELAND, O.—Joseph A. 
Schlitz and associates have organ- 
ized Insulated Steel Floor and Wall 
Co., 1970 Union Trust Bldg., and 
plan operation of local factory for 
production of steel building prod- 
ucts. J. Harold Traverse is inter- 
ested in the company. 

x x 

DES MOINES, IA.—Wheeling 
Corrugating Co., Washington St. 
and 20th Ave. E., awarded contract 
tor a one-story, 60 x 80 ft. shop 
building at 7th St. and Raccoon 
Ave. This company is a manufac- 
turer of corrugated metal culverts 
and other metal specialties. 

es 4s 

DORCHESTER, MASS.—J. A. 
Singarella, Park Sq. Bldg., Boston, 
will build one-story, 50x 105 ft. 
garage at Mt. Vernon St., at an es- 
timated cost of $45,000. Work is to 
be done by separate contracts. 

x ok * 

ENNIS, TEX.—Southern Pacific 
Railroad Co., Houston, Tex., will 
make expansion and improvements 
at locomotive repair shops, including 
enlargement in engine house and 
shop facilities to double present 
capacity. Project will cost about 
$50,000. Company engineering de- 
partment is in charge. 

x *k * 

EXETER, N. H.—Board of Trus- 
tees, Philips Exeter Academy, is 
completing plans for a new central 
steam power plant, to cost over 
$60,000 with equipment. R. D. 
Kimball Co., 6 Beacon St., Boston, 
is engineer. 

20:4 

GREENVILLE, S. C.—Ballen- 
tine Packing Co. is planning 3-story 
addition for food products packing 
plant, 36 x 73 ft., to cost over $50,- 
000 with conveying and other equip- 


ment. * * x 


GROSSE POINT, MICH.— 
Board of Education plans installa- 
tion of manual training equipment in 
new two-story and basement school 
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DUXBAK 
BELTING 
will help to hold 
business in other 
lines, too! 


It does pay to handle an outstand- 
ing brand of belting. Duxbak Belt- 
ing has grown on its record of ser- 
vice in every industry. Buyers know 
the name instantly and associate 
you with the prestige of quality 
that has grown up around the name. 


Reputation and service are the 
backbone of the mill supply busi- 
ness. If you handle Duxbak Belting, 
which the buyer knows as an article 
of definite value and service, he will 
conclude that your other lines, too, 
are on the same basis. One well 
known line helps to get business in 
other lines and to hold it! 


We will be glad to talk over the 
situation with you and to outline a 
sales promotion plan suited to your 
individual requirements. No obliga- 
tion on either side. 











SF pin 


3. Belt Manufacturers 
42 FERRY STREET . NEW YORK 





CHAS. A. SCHIEREN COMPANY 
OF CANADA 
711 St. James Street, Montreal, P. Q. 
64-66 Front Street, W., Toronto, Ont. 











eh abel. 





to cost $300,000. O’Dell and Row- 
land, Donovan Bldg., are architects. 
* = 
HERSLEY RAPIDS, MICH.— 
Central Public Service Corp., 105 
W. Adams St., Chicago, has plans | 
for a new hydroelectric power de- 
velopment. Initial plant will have 
capacity of 3200 h. p. and will cost 
about $400,000 with transmission 
lines. Contract for power dam has 
been awarded to Price Bros., Lans- 
ing, Mich. 
s & 
HOLYOKE, MASS.—American 
Writing Paper Co., Inc., is planning 
improvements at mill, including elec- 
trification of part of plant, to cost 
close to $100,000. Company engi- 
neering department will be in charge. 
. es © 
KANSAS CITY, MO.—National 
Air Transport, Inc., 5936 S. Cicero 
St., is planning to build one-story 
hangar, 120 x 120 ft., with 25-ft. 
lean-to extension, at municipal air- 
port to include machine shop and 
service department to cost about 
$85,000 with equipment. R. H. 
Higgins is company engineer. 
es 
KITTANNING, PA.—Gulf Re- 
fining Co., Frick Annex, Pittsburgh, 
has bought property 200 x 400 ft., 
fronting on Allegheny River, for 
new bulk oil storage and distribut- 
ing plant, including pumping plant 
and other units, to cost over $250,- 
000 with equipment. 
7 ¢ s 
LAS VEGAS, NEV.—Union Pa- 
cific Railroad Co., Omaha, Neb., is 
planning to build new power house 
tc cost about $80,000 with equip- 
ment. Company will install an over- 
head traveling crane. Engineering 
department of the company will be 
in charge. 
x * * 
LONGMEADOW, MASS— 
Plans are being prepared for E. F. 
Smith, Town Hall, for a one-story, 
60 x 135 ft. shop and storage build- 
ing on Pondside Road. Project is 
to cost about $40,000. R. M. 
Mowry, 25 Harrison Ave., Spring- 
field, is architect. 
x * * 
LEEDS, MO.—American Refrig- 
erator Transit Co., 13th St., St. 
Louis, has bought 4-acre tract as 





site for new ice-manufacturing, car- 






































Sell the Blades 
You’d Buy Yourself 


The blades that have the long- 
lasting, . fast-cutting qualities 
that come with a high speed 
steel cutting edge, and that are 
at the same time unbreakable— 


MARVEL 


High - Speed - Edge 
HACK SAW BLADES 


Every buyer of tools knows the 
advantages of high speed steel 
for cutting tools, knows that it 
will out-cut, out-last all other 
steels. That is why buyers quickly 
appreciate the vast superiority of 
MARVEL BLADES—the blades 
with the genuine 18% Tungsten 
High Speed Steel cutting edge, 
that cannot shatter—are guaran- 
teed not to break, even in case of 
accident. 








These are blades that you can 
easily sell, that sell themselves 
wherever properly introduced. 


Armstrong-Blum Mfg. Co. 
“The Hack Saw People” 
351 N. Francisco Av. CHICAGO, U.S.A. 










Write for 
Catalog 


Genuine 
High Speed 
Steel Cutting 


Edge 


Patented Alloy Steel 
Electrical Heat 

Weld Treated Back 
SOC RRR 











|icing and refrigerator plant, to cost 
over $300,000 with equipment. Com- 
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Here’s a Sure Source of Profits! 
Stock “ALWAYS RELIABLE” 


torches and furnaces 





No. 87 Quart Torch. 


Distributors who stock “ALWAYS 
RELIABLE” torches and furnaces 
know what the mechanic wants. 
They are assured of reaping big 
profits from this popular line. 


There is no question about their 
quick turnover and steady profits, 
for distributors who have always 
stocked these torches and furnaces 
know where the profits are. 


OTTO BERNZ CO., INC. 
Newark, New Jersey 


Stocks in 


San Francisco, Cal. New York City 











DISTRIBUTORS 
HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 






The new “Marvel” Model 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list- Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom. 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, ete. 
Liberal profits and fast 
turn over. 

odel No. 3 Sells for 
$60.00. 







Electric 
Blower 


Company 


352 Atlantic Ave., 
Beston 9, Mass., 
U.S.A. 











| mated cost.of $40,000. 





neers. 


| 


| Airport Commission will make one- 


| 





| improvements in municipal electric 


| include installation of a 2500-kw. 
| turbo-generating unit and auxiliary | 
| machinery, to cost about $90,000. 
| Shover and Loftus, Oliver Bldg., | 


| O. C. Frantz is service director. 


| pany engineering department, Rail- | 
way Exchange Bldg., is in charge. | 


E. A. Hadley is chief engineer. 
2 2.2 
LOS ANGELES, CAL.—Braun 
Corporation, 363 New High St., 
has plans under way for a_ two- 
story storage and distributing plant, | 
85 x 400 ft., to cost over $90,000 | 
with equipment. Walker and Eisen, 
Western Pacific Bldg., are archi- 
tects. This company is a manufac- 
turer of scientific apparatus, labor- 
atory equipment, etc. 
. 9 


MALDEN, MASS.—Eastern | 


Auto Parts Co., 182 Eastern Ave., 
will build a one-story, 75 x 90 ft. ad- 
dition to service station, at an esti- 


* * * 


MANITOWOC, W1S.—Eastman 
Mfg. Co., 1004 N. 11th St., maker 
of hose couplings, will build two 
additions 40 ft. sq. and 20 ft. sq. 


and remodel part of its present 
plant. William J. Raeuber is archi- 
tect. 


* * * 


MAPLETON, MINN.—Board of 
Education plans to install manual 
training equipment in new two-story 
and basement high and grade school 
to cost $150,000. Architects are 
George Pass and Son, and P. T. 


Copper Tubing 


Seamless. Sizes—from yy to 1% 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from ys to 144 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from 7; to 1% 
in, O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from 7; to 144 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 
Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 
for prices. 





1451 Central Ave. 


Detroit, Mich. 








Distributors: 





Rockey, Eckle Bldg., Mankato, 
Minn. Rose and Harris, 412 Oak | 
Grove St., Minneapolis, are engi- 


* * * 


MARTINS FERRY, O.—City 


Council is planning extensions and 


light and power plant. Project will 





Pittsburgh, are consulting engineers. 


x * * 
MEMPHIS, TENN.—Memphis 


story addition to hangar, 20 x 120 
ft., with repair facilities to cost 
close to $40,000 with equipment. 
General contract has been awarded | 
to H. A. McGuire & Co., Dermon | 
Bldg. 


| 
} 
| 


* * * 


| 
MIDDLEBRANCH, O.—P lain | 
Township Board of Education plans | 
to install manual training equipment | 


MONARCH BALL METAL 


“‘The Steel Process Babbitt’’ 


Extends heartiest greetings and 
good wishes at this convention 
time and reiterates its belief in 
you, as exemplified by its 35 
year policy of selling 100% 
through the Distributor. 








MONARCH METAL COMPANY 
Established 1895 
119 S. Lincoln St. Chicago 
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in new 3-story high school, 50 x 200 
ft., to cost over $160,000. Bids have 
been asked on _ general contract. 
Architects are C. E. Firestone and 
Lowell Christman, Renkart Bldg., 
Canton, O. 
x * * 
MILFORD, N. H.—Souhegan 
Motor Co., 795 Elm St., Manchester, 
architect, will soon take bids for ad- , 
dition and alterations to 2-story, 50x 
105 ft. garage, to be built at an esti- 
mated cost of $40,000. 


* * * 


MINNEAPOLIS, MINN.—Sani- 
tary Mattress Co., Broadway and 
Central Ave., N. E., will build a 2- 
story, 48x 126 ft. addition to plant, 
at an estimated cost of $30,000 in- | 
cluding equipment. | 

or « 





NAPONACH, N. Y.—Dept. of 
Correction, State Capitol, Albany, | 
will build an industrial shop and 
warehouse at State Institution for 
Defective Delinquents. 

:- 2 | 

NEILLSVILLE, WIS. — Welch | 
Chevrolet Co. will build a one-story | 
repair and service garage, at an esti- | 
mated cost of $25,000. 


* * * 


NEW HAVEN, CONN.—Auto- 
matic Signal Corp. has awarded con- | 
tract to Veeder-Root, Inc., Hartford, | 
to manufacture complete control | 
boxes for the Automatic Signal com- 
pany’s automotive traffic dispatching 
apparatus. 

a | 


NEW SMYRNA, FLA.—Mac- | 
Donald-Chilton Boat Co., is plan- | 
ning a one-story addition at boat- | 
building and repair plant, to cost 
over $35,000 with equipment. Com- 
pany is also planning construction | 
of docks for increased capacity. 

a ae 


NEW YORK, N. Y.—Consoli- | 
dated Gas Co., 4 Irving Place, has 
bought a tract totaling 130,000 sq. 
ft., at W. Farms Rd., and E. 174th | 
St., for a new central distributing | 
plant, to cost over $500,000 with | 
equipment. J. F. Hunter is com- | 
pany architect. 

. +s | 

OAKLAND, CAL.—Art Tool | 
and Dye Works, 1020 60th St., is | 
planning to build a_ one-story | 
15 x 23 x 90 ft., machine shop at | 
60th St., near Idaho St. | 


his salesmen. 


58 publications are carrying the story of Alligator Steel 
Belt Lacing to the user in 1931. This is part of our consistent 
jong-time merchandising program. : 

Proud of the cooperation extended to us by the jobber and 


FLEXIBLE STEEL LACING COMPANY 


i Street CHICAGO, ILL. 
—“ ape ° 15 Finsbury Pavement, London E, C. 2 






































BLUE GRASS 
WIPING CLOTH? 


Please Your Customers 
BLUE GRASS quality eliminates any pos- 


sibility of a disgruntled customer. The care 
employed by the Louisville Sanitary Wi- 
pers Co., Inc., in selecting materials and 
preparing them for use insures complete 
satisfaction to the industrial plants to 
whom you sell our sterilized wiping cloths. 
They are clean—soft—absorbent—lintless 
—sanitary—germ-proof. 


And Make Money Yourself 








GUARANTEE 


BLUE GRASS 
Wipers and polish- 
ing cloths are safe, 
sanitary and depend- 
able. They must 
satisfy you that they 
are exactly as repre- 
sented. 

If found otherwise, 
any and all ship- 
ments are returnable 
to the factory with- 
out cost to you. 



























BLUE GRASS wipers will ove a 
mighty profitable line for you. They have 
the requisite quality and are marketed ex- 
clusively through the distributor. We co- 
operate with our distributors—and pro- 
tect them. Make real profits with wip- 
ing cloths by handling the BLUE GRASS 


line. 
We Protect Our Distributors—Ask for Prices 


LOUISVILLE SANITARY 








WIPERS CO., + + INC. 








LOUISVILLE KENTUCKY 
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HIGH 
SPEED 
STEEL 


HACKSAW 
BLADES 


Where would the Iron and 
Steel industry be without 
them? Distributors make 
generous profits on Barnes 
Red Arrow Blades, with 
steady repeat business. Get 
details on Distributor Plan. 
See page 109 Mill Supplies Catalog and Directory 





W.O.BARNES CO.., 


INC. 


1300 Terminal Ave. 
DETROIT, MICH. 
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DESMOND 


Grinding Wheel Dressers 
and Cutters 





& 


The Desmond HEX Dresser 


The most durable mechanical type 
Dresser made — in four sizes — 
Nos. 0, 1, 2 and 5-H 


We manufacture the only com- 
plete line of Dressers and Cutters 
—a line that enables you to fill 
every customer’s requirements. The 
Desmond line is unconditionally 
guaranteed to give your customers 
complete satisfaction. 

Write to-day for our new catalog 
and discount sheet. 


The 


DESMOND -STEPHAN MFG. CO. 
URBANA, OHIO 


Headquarters for Dressers and Cutters 
for 25 years 








cost of $40,000. 














PENDLETON, IND.— Hardy 
Mfg. Co., maker of sheet metal 
products, is planning one-story addi- 
tion to cost over $35,000 with 


equipment for considerable increase | 


in output. 
x* * * 


PORTSMOUTH, VA.—Proctor 
and Gamble Co., Inc., Cincinnati, 
maker of soaps, oils, etc., has bought 
plant and business of Portsmouth 
Cotton Oil and Refining Corp., 
maker of cottonseed oil products, 
The Portsmouth company will be 
operated as a branch plant and ex- 
pansion carried out. 

* «se 

RIDGEWAY, PA.—Elk Tanning 
Co. will build a one-story, 50 x 160 
ft. and 74 x 100 ft. sole cutting 
building and warehouse. 

x * * 


ROCHESTER, N. Y.—Rochester 
Gas and Electric Corp. will dispose 
of bond issue to total $23,541,000, 
part of proceeds to be used for ex- 
tensions and improvements. 

e 2.6 

RUTHERFORD, N. J.—Craig 
Coal Co., 10 Park Ave., Rutherford, 
is having revised plans prepared for 
a 2-story, 50x 120 ft. garage and re- 
pair shop, on Morton St. Estimated 
cost of the project is $40,000. Archi- 
tects are L. B. Huesman and J. 
Dynes, 13 Orient Way, Rutherford. 


* * * 


ST. LOUIS, MO.—Laessig Oil 
Products, Inc., 314 N. Broadway, 
will build a one-story bulk oil stor- 
age and distributing plant, 45 x 150 
ft., to cost about $50,000 with 
equipment. George R. Bartling, 
Inc., Paul Brown Bldg., is archi- 
tect. 

-_ 


SALT LAKE CITY, UTAH— 
L. Berretts and A. Mayers are hav- 
ing preliminary plans prepared for 
the construction of a 115 x 165 ft. 
garage, to be built at an estimated 


* * * 


SAUGUS, MASS.—Hansen En- 
gineering and Machinery Co. has 
been organized by Sinitus M. and 
Holger Hansen, 10 Oakcrest St., 
with capital of $10,000. Company 
expects to operate a machine shop 
and foundry at Lynn, Mass. 

2% 


SOUTH ST. PAUL, MINN.— 


| Plans are being prepared for Swift 





THEIR 
EXTREME 


_ SIMPLICITY 


'MAKES THEM EASY TO SELL 





B. 1 to 20 Ibs. 
20 to 70 lbs. 
40 to 150 Ibs. 


Distributors and their salesmen will find 
Nason Time Tested T: and other spe- 
cialties i i profitable to handle. 
Write us for catalogs and other sales helps 
we are prepared to offer. 


NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON 


STEAM TRAPS 
ROS eR NaRRRNRIRRCR seats 


Class 
Class C. 
Sidelug. 














Square Facts Why 


Red Shield” DRILLS 
Should be Used 
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& Co., Packers and Exchange Aves., 
for a 4-story repair and service 
garage to be 125 x 224 ft. 

ee 

SPOKANE, WASH.—Board of 
Education plans to install manual 
training equipment in new 2- and 3- 
story John Rogers High School at 
Hillyard, to cost about $450,000. 
John K. Dow and William A. Wells, 
Hyde Bldg., are architects. 

oo 

TOPEKA, KANS.—North Amer- 
ican Light and Power Co., operating 
Kansas Power and Light Co., has 
arranged for note issue of $10,000,- 
000, part of proceeds to be used for 
extensions and improvements in 
plants and system. 

7+ % 

TUCSON, ARIZ.—War Depart- 
ment, Washington, has plans for an 
army hangar, with repair facilities, 
at municipal airport to cost $53,000. 

* * * 


TYLER, TEX.—Taylor Refining 
Co. plans erection of new oil re- 
finery about a mile from the city to 
cost approximately $350,000 with 
machinery. Pipe line will be con- 
structed for oil supply. 

> 

WASHINGTON, D. C.—Board 
of Trustees, National Training 
School for Boys, has plans for a 
new one- and two-story and base- 
ment industrial shop, to cost over 
$150,000 with equipment. Clyde D. 
Jones is superintendent. 

3 

WAYNE, MICH.—Stinson Air- 
craft Corp., maker of airplanes and 
parts, has approved plans for one- 
story addition to main assembling 
plant and new service hangar to cost 
close to $30,000 including equip- 
ment. The company will increase 


its production of tri-motor planes. 
x * * 


WEST BOYLSTON, MASS.— 
3oard of Selectmen is considering 
the installation of manual training 
equipment in new 1- and 3-story 
senior and junior high school, to cost 
about $275,000. Architects are Cut- 
ting Carleton and Cutting, 44 Front 
St., Worcester, Mass. 

x * * 

WHITESTONE, L. I.—Alfred 
A. Peck, 8917 145th St., Jamaica, 
L. I., and associates have organized 
Whitestone Machine and_ Iron 
Works, Inc., to take over and expand 
Whitestone Machine Works, with 
plant on Eleventh Ave. 








| 





“CHICAGO Safety Plus” 








The Chicago 


1026 South Homan Ave. 


Socket Set Screws 





A Consistent Seller 
for Distributors 


“CHICAGO SAFETY PLUS” 
socket set screws are made of se- 
lected alloy steel, carefully heat 
treated to give maximum strength 
and durability. Packed especially 
for distributors. A fast moving, 
quality line that makes distribu- 
tors’ sales efforts well worth the 
while. Steady repeat orders as- 
sured. 


Screw Co. 


Chicago, Illinois 


**Buy It From Your Distributor’’ 














For Distributors 
who want 
profitable 
specialties 


Are you satisfied with the profit 
return on your business today? If 
not, investigate the opportunities we 
have to offer you. U. S. Auto- 
matic Injectors, Lubricators, Oil- 
ers and Air Guns are but a few 
of our many fast selling specialties, 
every one carrying a substantial 
profit. We will be pleased to give 
you full details. 


S. Automatic 

Injectors 
More than 700,000 satis- 
fied users attest their ef- 
ficiency, reliability, safety 
and economy. 








THE U.S. AIR GUN 


Made of bronze 
throughout. Furnished 
distributors in button 
operated type (as il- 
lustrated) or lever op- 
erated — at a price 
comparing very favor- 
ably with the prices of 
any other air guns 
manufactured. Has a 
great market in indus- 
trial plants, garages, 


etc. — wherever com- 
pressed air is avail- 
able. 








WRITE TODAY 
FOR OUR 
DISTRIBUTOR PLAN 
WITH 
ESTABLISHED 
RESALE PRICES. 

















AMERICAN INJECTOR CO. 








DETROIT, MICH. 








————— 
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More Service 
per dollar with 
GENUINE HETTRICK 


Stitched Canvas Belting 


OUR customers and pro- 

spective customers are in- 
terested in one thing when 
they buy—greatest possible efh- 
ciency at lowest cost. You can 
meet their requirements com- 
pletely with GENUINE HET- 
TRICK Stitched Canvas Belt- 
ing, for it gives more service 
per dollar investment than 
other types of belting. 


UR 38 years of manufac- 

turing experience enables 
us to guarantee GENUINE HET- 
TRICK to perform a definite serv- 
ice—economically. Our distributors 
are profiting by the recognized 
merit of our 














product. Write 
for details on 
our attractive 
money-saving 
proposition for 
distributors. 


See our Exhibit 
on Page 56 4 
of the {1 
MILL SUPPLIES 
Catalog & Directory 

















Summit and Magnolia Sts. 
TOLEDO, OHIO 

















PROFITABLE 
SELLING 


Specialty Sales 
Yield Desirable Profits 


Davis Valve Specialties conform 
to each of the three factors rec- 
ognized as essential by experi- 
enced distributors. 

Complete Line—a valve specialty for 
every automatic pressure regulation 
requirement. 

Distinctive Design — effective simplicity 
proved sound by years of performance. 

Established Reputation — over 50 years 
on the market gives Davis Valves wide 
acceptance. 


DAVIS REGULATOR CO. 
2544 South Washtenaw Avenue 
CHICAGO - ILLINOIS 











MS5-Gray 


Rightmire Sales Manager of 

Bright and Company 

| John B. Rightmire has been made 
| sales manager of Bright and Com- 
pany, Reading, Pennsylvania. For 
| more than 25 years he has been active 
| in the mill supply field in the eastern 
| states, having previously been with 
| Smith Brothers Hardware Company, 
| Columbus, Ohio, as sales manager; 


| and with William P. Walters, Phila- | 
delphia; Benjamin Hardware Com- | 


| pany, Phoenixville, Pennsylvania, 
| and the Simmons Hardware Com- 
| pany. 

| For more than three years he was 
| general manager of the Franklin 


| Hardware Company, Philadelphia. 

| - 

Warren and Bailey Moves to 

New Building 

Warren and Bailey Company, Los 
| Angeles, California, recently moved 
|into a new building at 350 South 
Anderson Street. This move was 


| 


| necessary to take care of the com- | 


HETTRICK MFG. CO. 


pany’s increased business. 

The new store and warehouse 
building is of brick and concrete con- 
| struction, 110 feet wide by 360 feet 
| deep. The front portion, used as of- 

fice and store, is 110 feet wide by 80 

feet deep. It is of class “A” con- 
| struction and designed to accommo- 

date another story later on. This 
| building has a basement 110 feet by 
60 feet. 

During the 40 years in which War- 
ren and Bailey has been in business 
in Los Angeles, it has had to seek 

| larger quarters four times. This last 
move, it is hoped, will take care of 
this expanding business for some 
| years to come. 

The company carries the largest 
| stock of high-grade industrial sup- 
| plies and equipment in Los Angeles, 
including a general line of all kinds 
of belting, packing, hose, valves, and 
so on. In addition to its complete 
supply line, a modern oil plant is 
operated in which 100% pure Penn- 
sylvania oil is blended. 
| A contract department for the ap- 
| plication of asbestos, magnesia and 
| roofing products is also maintained. 


The Philip Carey Company’s line is 
| handled. 


| 


| lation materials—ice water, brine 
| cork pipe covering, granulated cork 
| and corkboard—is also handled, and 
| contracts executed for complete cold 
| storage room and refrigerating work. 


A large stock of cold storage insu- | 








| 


| 








Sheet Metal Truck Style 44 






CHASE TRUCKS 
A Substantial Line 
for Distributors 


These strong, smooth running 
trucks give thorough customer 
satisfaction at minimum cost. 
Their uses are manifold — their 
market almost unlimited. You can 
do a steady, year-round business 
with this well established line at 
a profit that pays you well for 
your efforts. 


~ —_= ae ky Bas 


Style BB50 





Send for catatog No. 300 


THE CHASE FOUNDRY & MFG. CO. 
COLUMBUS, OHIO 


Manufacturers of Roller Bearing Trucks and 
Industrial Cars of all kinds. 














Every Mill Supply Salesman 


has found that in some instances a 
general service babbitt will not meet 
a customer's requirements. For ex- 
tremely high speeds and for heavy, 
crushing strains, a metal with greater 
resistance is required. 





Our Distributors meet this need eas- 
ily with our “Nickel Genuine” Metal. 
It contains no lead, but is amalga- 
mated with nickel, which gives bear- 
ings a polished finish that lessens 
friction and reduces wear. 


“Nickel Genuine” has a high melt- 
ing point, tensile strength of 13,500 
pounds per square inch, and a crush- 
ing strength of more than 26,000 
pounds per square inch. 

*'Frictionless,"’ our general serv- 
ice metal, and ‘‘Nickel Genw 


ine’” are a cen Fy ape non 
for Distributors. k for prices. 


frictionless 
Metal Company 


1458-60 Collins Street 
SAINT LOUIS, MO. 
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Many Piping Installations 
Require 


Copper Expansion Joints 


HARRIS COP- 
PER EXPAN- 
SION JOINTS 
are used on vacu- 
um and low pres- 
sure steam lines. 
The pipe line is 
anchored and the 
copper joint is 
forced to take up 








Convex and concave 
types. Diameters 4” to 60”. 

Many Distributors in selling a bill of 
piping materials include the expansion 
joints, which gives them an extra 
profit. Ask for prices and discounts 
and be prepared to quote, or ask for 
prices whenever the occasion requires 
it. 

It pays to sell Harris-Made 
Copper Equipment 
Arthur Harris & Co. 
210-218 N. Curtis St. 
CHICAGO 
COPPERSMITHS SINCE 1884) 


contraction. 

















GUARANTEED 


to contain 
no Resin 






Smith-Courtney Co. 
Richmond, Va., sold 
ninety gross of 
WIZARD in 1929 


Not a Single Consumer 


is on Our Books 


That means that our distribu- 
tion is 100%, through the sup- 
ply trade. 

Many jobbers in the U. S., 
England, Canada and the 
Philippines are getting good 
results from our system of 
mailing samples of WIZARD 
to their customers. The plan 
will work as well for you as 
for them. 


Write for our proposition. 


RICHMOND BELT DRESSING 
MFG. CO., Inc. 
Richmond, Va. 


payee 
tye 













the expansion and | 





} 
| 
| 
| 





| Electrical 
| Ave., 
| Island, New York City; H. Ehrlich, 520 N. Michigan | 


| Skinner Appoints Barrett-Christie 


The Barrett-Christie Company, 


Chicago, has been appointed to carry | 
full stock of the products of M. B. | 
Skinner Company, South Bend, Indi- | 


ana. The Barrett-Christie organiza- 


tion will also serve other distributors | 


in the Chicago area. 


oe a 


W. J. Kelly Resigns from Pickett 
Hardware 

J. Kelly, president of Pickett 

Hardware Company, Warren, Penn- 

sylvania, has resigned, effective May 


| 1, to become vice-president and gen- 


eral sales manager of The Odell 
Hardware Company, Greensboro, 
North Carolina. 

At a meeting of the Board of 
Directors of the Pickett company 
held April 14, the following officers 
were elected: J. S. Rhodaberger, 


| president ; W. C. Heasley, vice-presi- 


dent; and M. H. Smith, secretary- | 
treasurer, 

e + * 
Statement of the Ownership, Management, 


Circulation, Etc, Required by the Act 
of Congress of August 24, 1912, 
of Mill Supplies, published monthly at Chicago, 
for April 1, 1931. 
State of Illinois, County of Cook, ss. 


Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared Archibald M. Mor- 
ris, who, having been duly sworn according to law, 
deposes and says that he is the General Manager of 
Mill Supplies, and that the following is, to the best of 
his knowledge and belief, a true statement of the owner- 
ship, management (and if a daily paper, the circula- 
tion), etc., of the aforesaid publication for the date 
shown in the above caption, required by the Act of 
August 24, 1912, embodied in section 411, Postal Laws 
and Regulations, printed on the reverse of this form, 
to wit 


1. That the names and addresses of the publisher, 
editor. managing editor, and business managers are: 
Publisher, Electrical Trade Publishing Co., 52 N. 
Michigan Ave., Chicago, Ill.; editor, Albert B. Paxton, 
520 N. Michigan Ave.. Chicago, Ill.; managing editor, 
Albert E Paxton, 520 N. Michigan Ave., Chicago, Ill. ; 
business manager, Archibald M. Morris, 520 N. Michi 


Ii., 


gan Ave., Chicago, Il. 
2. That the owner is: (If owned by a corporation, 
its name and address must be stated and also imme- 


diately thereunder the names and addresses of stock- 
holders owning or holding one per cent or more of 
total amount of stock. 
the names and addresses of the individual owners must 
be given. If owned by a firm, company, or other un- 
incorporated concern, its name and address, as_ well 
as those of each individual member, must be given.) 
Trade Publishing Co., 520 No. 
Chicago, I.; E. Kobak, Jackson Heights, Lon 


Ave., 
3. 


Ill. 
known 


Chicago, 


That the bondholders, mortgagees, 


more of total amount of bonds, mortgages, 
securities are: (If there are none, so state.) None. 
4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders. 
if any, contain not only the list of stockholders anJ 
security holders as they appear upon the books of the 
company but also. in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name 
of the person or corporation for wi such trustee is 
acting, is given; also that the said two paragraphs 
contain statements embracing afflant’s full knowledge 
and belief as to the circumstances and conditions under 
which stockholders and security holders who do not 
appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of | 
a bona fide owner; and this afflant has no reason to 
believe that any other person, association, or corpora- 
tion has any interest direct or indirect in the said 
stock, bonds, or other securities than as so stated by 
im. 


5. That the average number of copies of each issue 
of this publication sold or distributed, through the 
mails or otherwise, to paid subscribers se Ley a 
months preceding the date shown above is 


formation is required from daily alentias pees 
ARCHIBALD M. MORRIS. 
Sworn to end subscribed before me this 30th day of 
March. 1931. 


If not owned by a corporation, | 


Michigan 
& | 


| 
and 
other security holders owning or holding 1 per cent or | 
or other | 


Elsie B. Stover. | 
(My commission expires Dec. 10, 1933.) 





| DISTRIBUTORS 


Sell Your Trade 


Lis 


ROLLER 
BEARING 
HANGERS 









AND YOU 
SELL THEM 
SATISFACTION 


| “ROLLERINE”’ 
— 


For Lubrication of 
Roller and Ball 
Bearings. Has Given 
Excellent Service for 
Years. Tell Your 
|| Trade About It. 


Royersford 
Foundry & Machine Co., Inc. 














Royersford, Pa. 
SELL 


wan YOUR 


Customers X-L NEW 
Couplings and NEW Pipe Nipples 


| They would not accept used or rejected 
pipe from you—and you would not 





try to sell it to them. Surely not. 
Then wh A sell them NEW COUP- 
LINGS AND NEW PIPE NIPPLES. 


They will immediately see the differ- 





ence. 
No Seams No Leaks 
ee (XE Quality 
C) Merchant 
Nipples 


X-L Seamless Pipe Couptings, bored 

} from solid bar, and erchant 

| Pipe Nipples, ‘made Pine new full 
mill length tested pipe, are New Prod- 
ucts. our customers, once they use 
X-L_ products, will insist on them 
thereafter. 


Generous freight 
allowance 
on combination 
shipments 
weighing 300 
genes or 


Combination 
Shipments 


Write us today for prices. 


| Wheeling Machine Products Co. 


Wheeling, W. Va. 
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ANVILS 
Columbus Anvil & Forging Co. 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


ARBORS 
rown & Sharpe Mfg. Co. 
Cleveland iy 3 Drill Co. 
Morse Twist Drill & Machine Co. 
Whitman & Barnes, Inc. 


ASPHALT PLANK 
Servicised Products Corp. 


BABBITT METALS 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Monarch Metal Co. 


BARROWS 
The Fairbanks Company 


BEARINGS, BALL AND ROLLER 
S K F Industries, Incorporated 


BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Codge Manufacturing Corporation 
Sprout, Waldron & B Ine. 

T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
8 K F Industries, Incorporated 
T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
S K F Industries, ~~? 
Sprout, Waldron & Co.. 


BELT DRESSING 
Co 


Chicago Rawhide Mfg. Co. 

Joseph Dixon Crucible Co. 

Graton & Knight Co. 

Richmond Belt Dressing Mfg. Co., 


Inc. 
Chas. A. Schieren Co. 


BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer Company 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 


BELT LACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Johnson Belting Co. 

Chas. A. Schieren Co. 


BELT SHIFTERS 
T. B. Wood’s Sens Co. 


BELT TIGHTENERS 
Dodge Manufacturing Corporation 
T. B. Wood’s Sons Co. 


BELTING CANVAS 
Hettrick Mfg. Co. 
Johnson Belting Co. 
Thermoid Rubber Company 


——— eg ty ++ oa 
Boston Woven Hose & Rubber Co. 
The Ciamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

Mfg. Co. 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
& Knight Co. 
Johnson Belting Co. 
Chas. A. Schieren Co. 
Slip-Not Belting Corp.: 
BELTING, LINK 


Chas. A. Schieren Co. 
Graton & Knight Co. 


BUY ADVERTISED PRODUCTS 


Classified Index to the Products of Advertisers in This Issue 


Index to Advertisements on Page 188 
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BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Johnson Belting Co. 

Chas. A. Schieren Co. 
Slip-Not Belting Corp. 


BELTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc 
Graton & Knight Co. 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, THRESHER 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

Hettrick Mfg. Co. 
Johnson Belting Co. 
Chas. A. Schieren Co. 
Thermoid Rubber Co. 


BELTING, TWISTED 
Graton & Knight Co. 
Chas. A. Schieren 


BELTING, “Vv” 
Chicago Rawhide Mfg. Co. 


Imer Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
—* Belting Co. 
Chas. A. Schieren Co. 


BELTS, WELL DRILLING 
Goodyear Tire & Rubber Co., Inc. 
Thermoid Rubber Co. 

BENCHES, STEEL 
Standard Pressed Steel Co. 


BITS, SCREWDRIVER 
American Swiss File & Tool Co. 
Millers Falls Co. 


BITS, TOOL HOLDER 
Armstrong Bros. Tool Co. 

Simonds Saw & Steel Co. 

The Vincent Steel Process Co. 


ecm. CHAIN 
Ford Chain Block Co. 
Reading A ange & Block Corp. 
Wright Mfg. 

The Yale & Tue Mfg. Co. 


BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Cerporation 
W. A. Jones Fdy. & Machine Co. 
S K F Industries, Inc. 
Sprout, Waldron & Co., Inc 
T. B. Wood’s Sons Co. 
BLOWERS, FORGE 
Electric Blower Company 


BLOWERS, GAS AND OIL 
COMBUSTION 
Electric pany 
sete PORTABLE, 
LECTRIC 
Clements aie, 
Electric Blower Rites 
United States Electric ” Tool Co. 
BOILERS, TUBULAR AND 
WATER TUBE 
Henry Vogt Machine Co. 
BOLTS, CARRIAGE 
Buffalo Bolt Co. 
Clar 


k Bros. Bolt Co. 
Russell, Burdsall & Ward Bolt & 
Nut Co. 


BOLTS, COACH OR LAG 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BOLTS, EYE, HOOK, RING AND 
LAG 


Armstrong Bros. Tool Co. 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BOLTS, MACHINE 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 
Russell, Burdsall & Ward Bolt & 
Nut Co. 


BOLTS, SINK, STOVE AND 
PLOW 


American Screw Co. 


Co. 
Russell, Burdsall & Ward Bolt 
& Nut Co. 


BOLTS, STUD 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


RACKETS, WALL 
Bond see & Machine Co. 
Mfg. Corporation 
T. B. Wood’s Sons Co 


BRASS GOODS, PLUMBING 
Grabler Mfg. Co. 


BRASS GOODS, STEAM 
American Injector Co. 
eae gf Injector Co. 
T. Williams Valve Co. 


BRAZERS 
The Turner Brass Works 
P. Wall Mfg. Supply Co. 


BRONZE BARS, CORED AND 
a 
American Injector Co. 
= Bunting Brass & Bronze Co. 
ur is & Co. 
M L. Oberdorfer Brass Co. 
BROOMS, FACTORY, WARE- 
HOUSE AND RAILROAD 
ay ~ eee Brusn & Broom Mfg. 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, BENCH, FLOOR, 


Indianapolis Brush & Broom Mfg. 


The Milwaukee Brush Mfg. Co. 
The nm Manufacturing Co. 


BRUSHES, MOTOR 
Joseph Dixon Crucible Co. 


BRUSHES, PAINT AND 
VARNISH 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 
BRUSHES, WIRE, FLUE, ETC. 
= Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 
BRUSHES, WIRE WHEEL 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BUCKETS, ELEVATOR 
Dodge Mfg. Corp. ° 
Illinois Malleable Iron Co. 


BUFFERS, ELECTRIC 

The Black & Decker Mfg. Co. 

Jas. Clark, Jr., Electric Co. 

Marathon Electric Mfg. Co. 

a Electrical Tool Co. 
Strand & Co. 


United States Electyical Tool Co. 


BUFFING WHEELS 
Cc. B. Hunt & Son 
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& Co. 
M. L. Oberdorfer Brass Co. 


CALIPERS 
Brown & Sharpe Mfg. Co. 
The L. S. Starrett Co. 


CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 
Mfg. Co. 
. Wall Miz. Supply Co. 


CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
Harker Mfg. Co. 


CAR-MOVERS 
Advance Car Mover = 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 


CARTS, PUSH 
The Fairbanks Company 
Lansing Company 
CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 
Lansing Company 
CASTINGS, BRONZE AND 
ALUMINUM 
Arthur Harris & Co. 
T. B. Wood’s Sons Co. 
CASTINGS, GRAY, MALLEABLE 
Brown & Sharpe Mfg. Co. 
Illinois Malleable Iron Co. 
T. B. Wood’s Sons Co. 
CASTINGS, SEMI-STEEL 
Foundry & Machine Co. 
T. B. Wood’s Sons Co. 


CATALOGUES 
R. R. Donnelley & Sons Co. 


CEMENT, BELT 


Chas A. 
Slip-Not Belting Corp. 


CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 


CHAIN 
Reading Chain & Block Corp. 


CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co. 


CHARGING WAGONS 
The Fairbanks Co. 


LS, COLD 
American Swiss File & Tool Co. 
Stanley Electric Tool Co. 


CHUCKS, DRILL AND TAP 
Com; 


CHUCKS, LATHE 
Cushman Chuck Co. 


CHUTES, COAL AND CONCRETE 
Lansing Company 


CLAMPS, BELT 
Chas. A. Schieren Co. 
T. B. Wood’s Sons Co. 
CLAMPS, “C” 
Armstrong Bros. Tool Co. 
CLAMPS, HOSE 
Boston Woven Hose & Rubber Co. 
ay Valve & Coupling Co. 
. B. Sherman Mfg. Co. 


, GIRDER 
Bond nie 2 & Machine Co. 








